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Editor’s Page 


The New Order Book 
H: WAS the representative of a whole- 


sale electrical supply house and had 

dropped into this little retail store, far 
from his home office, to get what business was 
waiting for him and to obtain as much more 
of the sort which wasn’t waiting for him but 
which had to be sold. 

He opened his sample case and removed 
his order book as the first move toward getting 
the business. Alas! the book was filled and 
the umpire had to call time while a new filler 
was inserted in the cover. From the sales- 
man’s actions then. and immediately after- 
wards, it was easy to judge that with him, as 
with many others, a new order book was an 
“occasion.” 

There is something rather fascinating about 
putting a new filler in the cover of the order 
book. It means that there has been a putting 
off of the old and a putting on of the 
new. 

There is the same theoretical fascination about 
it that there is in going to bed the last night 
of the old year and waking up the first morn- 
ing of the new year with all its attendant 
promises, anticipations, and pleasant expecta- 
tions of reward. 

“What will be the size of the orders in this 
new book? How long will it take me to fill 
it? What will be my commissions on the busi- 
ness I write in it?” 

These were questions that undoubtedly were 
running through the salesman’s mind as he 
placed the new filler between the covers fastened 
it into a semblance of permanency, carefully in- 
serted the carbon between the first and second 
sheets, smoothed down the pages as tenderly as 
a mother smooths down the blanket she lays 
over the sleeping babe, and then painstakingly 
numbered the first page as a continuation of the 
old book. 

Neat? Yes, for nowhere else in that book 
will the lettering and numbers appears as neatly 
written or printed as on that first page. Un- 
doubtedly the sales manager or the shipping 
clerk can tell which is the first page of the new 
order book by glancing over them and observing 
the neatness of the orders when he sends them 
in. 

Having completed the task and enjoyed 
the meditation the job afforded, he suddenly 
shut the book, crammed it into his pocket, 





jerked: his head up, threw his shoulders back 
with every indication of a determination to 
make the business represented by the new 
book break previous records, and marched into 
the buyer’s office. ; 

Perhaps when he came into the store he 
seemed tired, discouraged, disgusted with life 
and his job. The simple placing of a new 
filler in the order book gave him new life, new 
determination. 

Would that wholesale houses make their 
order books thinner so that their salesmen might 
more frequently experience the new vigor that 
discarding of the old and taking on of the 
new gives them out on the road! 


* * * 


What Do They Mean By 
“Order Taker’’? 


RECENT investigation by an authority 
A of high standing showed that, in the case 

of nationally advertised products, only 
three per cent of the people coming into retail 
stores asked for those products by their adver- 
tised names. 

There is really small possibility of creating 
“consumer demand” for a product. What is 
created is “consumer acceptance.” Few people 
come into a store and demand “The soap flakes 
with a flavor.” They do not remember the 
name. What advertising has done to them has 
been to put them into a highly receptive frame 
of mind toward most any good soap flakes 
that embody the characteristics of ‘The 
soap flakes with a flavor,” and they want that 
hind. 

Now Mr. Dealer steps up and sells them 
what he has got of that variety. People call 
him a good merchandiser, a clever salesman. 
People do not sniff and say he is “nothing but 
an order taker.” 

In the same way, advertising in dealer publi- 
‘ations does not create “dealer demand.” It 
creates “dealer acceptance.” When you, Mr. 
Jobber’s Salesman, walk into the dealer’s store 
and turn that “dealer acceptance” into the di- 
rection of your particular line, and then close 
his order, people are dead wrong when they call 
vou “only an order taker,” the aspersion that is 
so often cast against you. 

You are in reality a salesman and a mer- 
chandiser, which means a considerably higher 
order of vegetable. 
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Now in 
Northern Siam 


Gis people are greatly pleased over the birth of a white elephant 
in Northern Siam. It is regarded as a good omen coming in the year 
of the king’s accession. 


Lustral water was poured over it and the “Tam Kwan” rite observed 
—whatever that is. 


Now it’s very important to observe rites. Take, for instance, the 

good salesman who has just secured an order for electrical material. Does 

_he observe a rite?—you bet your life he does—“How about some Oko- 

nite tape for that job?” He never fails to include that question when 

calling on a contractor. It’s part of his sales ritual. It’s the observance 
of sales “rites” which make him a good salesman. 


“How about some Okonite tape for that job?” Ask that question 
on every wire order you book. And, don’t forget the word “Okonite.” 
It not only means tape, but it means a tape consisting of an unvulcanized 
rubber compound made from the highest grade rubber and ingredients and 
with the same care that characterizes all Okonite tapes and insulating com- 
pound. It means a tape which makes a joint impervious to moisture and 
equal electrically and mechanically to the covering on the highest grade 
insulating wire. 


“Stick to the top in 1927 with Okonite Tape.” 
THE OKONITE COMPANY 


THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH ST. LOUIS 
ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 
F. D. Lawrence Electric Co., Cincinnati, O. 

Novelty -Electric Co., Phila., Pa. Pettingell-Andrews Co.,; Boston, Mass. 


Canadian Representatives: Engineering Materials Limited, Montreal 


Cuban Representatives: Victor G. Mendoza Co., Havana 
Sy — 
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Watch Your Dealers’ Assets 


Goods Sold On Time Payment Represent Accumu- 


lation of Dealer Stock. 


It Is Up to the Jobbers’ 


Salesmen to Watch This Carefully 
By J. E. BULLARD 


T HE NEXT business depression may put a good 
many jobbers out of business and leave many 
jobbers’ salesmen without a job unless the 
salesmen fully realize what is most likely to bring on 
- the next depression and act accordingly. At the pres- 
ent time there is not a sufficient accumulation of stock 
in the warehouses of the manufacturers, in the storage 
space of the jobbers or in the stores of the retailers 
to make such a thing as a depression probable. It 
does not look as though there would be such an accumu- 
lation at least for a long time to come. But, Time has 
a habit of flying. 

All business depressions are the result of overpro- 
duction. As prices begin to go up business becomes 
better and better, and in order to meet the demand 


there is an accumulation of stock all along the line 
and this accumulation grows greater and greater like 
a snow ball rolling down hill until it becomes so large 
that when prices have reached their peak and reduc- 
tions must be made, the stock cannot be moved fast 
enough to keep business good. Therefore contraction 
has to take place until the results of expansion have 
been equalized. 

To-day, though, there is no dangerous accumulation of 
stocks from the producer to the dealer. There is how- 
ever, an accumulation in the hands of the consumer that 
requires the most careful watching, for no goods are 
really sold until the consumer has paid for them in 
full. Up to that point they are virtually goods in stor- 


age. 
























































There is, However, An Accumulation of Stocks in the Hands cf the Consumer That 


Requires the Most Careful Watching 
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During the past years there has been a tremendous 
development of installment selling. Though selling on 
the installment plan is nothing new it has recently taken 
on proportions greater than before and has been ex- 


tended to lines to which it was formerly not 
considered the best business to extend it. 

Real estate has for a long, long time been 
sold on the partial payment plan. It is neces- 
sary to sell it on this plan in order to secure 
a very large volume of business and it usually 
is sold on a plan that proves perfectly safe to 
the seller. As a matter of fact very conserv- 
ative banks are glad to lend money on real 
estate first mortgages. 

Most real estate increases in value with the 
years and if a reasonable first payment has 
been made it is not at all likely that the per- 
son holding the second mortgage will lose, be- 
cause, even if the buyer is not able to meet 
his payments and the mortgage is foreclosed, 
that real estate is pretty sure to sell readily at 
a price that will cover both mortgages. Only 
during a serious depression in the real estate 
market is there appreciable danger of serious 
loss. 

Life insurance is practically always sold on 
the installment basis. Very few policies are 
sold on the single premium basis and not many 
people buy merely one year’s insurance. They 
pay for insurance on the annual premium 
basis. In case of life insurance, since each 
year the insurance costs more because the in- 
sured is growing older and since the annual 
premiums are averaged for the entire period of 
payment, the policy holder pays more than 
the insurance costs the company, each year, 
for the first years. If he allows his policy to 
lapse the company cannot lose because it has 
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already collected more than it has given and has a ba! 
ance to pay back to the insured. 

There are a number of other things sold on the in 
stalment plan where the seller is fully secured. 


Ther 
is barely a chance that he can lose. 

In the case of many other things that ar. 
sold, however, it is different. Every applianc 
a dealer sells on the instalment plan remain, 
a liability until he has collected enough to 
cover the cost of the appliance to him and a]! 
costs of handling and collecting on that appli 
ance. After he has so many appliances out 
that the taking back of more than the usual 
proportion because of non-payment means that 
he will lack the money necessary to buy more 
stock and continue to maintain his sales vol- 
ume he has reached a state where at any time 
his own credit may receive a serious shock. 

Instalment selling in every field has been 
pushed strenuously ever since the war. More 
and more pressure is being placed back of it 
each year. There is little question about its 
having made business much better than it 
otherwise would be. However, this should not 
blind one to what, without calamity howling, 
appears to be an eventuality. 

At the present rate, the time will come 
when so many people will have bought so 
much on the instalment plan and promised to 
pay out in monthly instalments their entire in- 
comes, that it will be difficult to make new 
sales. At about that time dlso there will be 
a considerable increase in the percentage of 
goods taken back for non-payment. 

Just as soon as the point is reached where 
it becomes impossible to maintain instalment 
sales volume because too many future incomes 


(Turn to Page 88) 
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Things Are Done On a Scale Never Before 


Contemplated, as For Instance This Tremendous Larkin Tower Building to be Erected 


in New York. 


It Will be 1208 Feet High. 
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Getting the Most Out of 
“Long- Distance” 


“Call Us By Long-Distance”—Ad. 
vantage of Accuracy—Who Pays? 


By WILLIS H. PARKER 


HE telephone service is a mighty important fea- 
ture in the life and activity of an electrical jobber, 
according to John T. Kelher of the B & R Elec- 
trical Supply Company of Denver. 
in regard to long-distance selling, and particularly in the 


It is especially so 


Rocky Mountain region where the population is scat- 
tered over a lot of territory with only a few towns of 
any size and they far apart. 
it hardly pays to send a salesman because the amount 


There are sections where 


of goods he would sell by personal contact, scarcely 
would pay the expense. Furthermore there are so many 
contractor-dealers who are not always at their stores 
when the salesman calls that much time is spent waiting 


to see them. 


With the electrical jobber, the telephone system is 
valuable from the incoming call standpoint rather than 
the outgoing. Some lines of business find that the long- 
distance can be used to great advantage to solicit busi- 
ness by calling customers at specified intervals, suggesting 
this and that merchandise, presenting a brief and con- 
sistent sales argument and taking the order—groceries, 
meats, produce, drygoods, ete. With the electrical jobber 
it is different, according to Mr. Kelher, who declares 
that many of the small dealers do not carry heavy stocks 





of staple electrical supplies and the nature of their busi- 


nesses is such that they do not know ahead of time just 
what job is coming up next and what equipment and fix- 
tures will be needed for it. It may be that on a day 
following the visit of the salesman, the dealer will re- 
ceive a large order for fixtures or supplies and he must 
order them from the jobber, either by letter, by telegram 
or by long distance telephone. If it is a hurry-up job, 
the order will most likely come in by telegraph or tele- 
phone. From the electrical jobber’s standpoint, telephone 
orders are to be preferred, for the dealer is apt to hold 
his wordage down on telegrams and not be sufficiently 
specific as to exactly what he wants to permit the jobber 
to fill the order with any degree of certainty that the 
order has been properly transmitted. If there is some 
item on the order that is not clear, the: jobber takes a 
chance of making a mistake or else he must write or 


telegraph for clearer instructions. 


But with the telephone it is different. 


The jobber can 






question any item that is not’ plain and immediately 
clear it up, which works to the satisfaction of the dealer 
as well as the jobber and saves much lost time and some 
expense in returning goods not wanted. And that is 
why this company has enough telephones to permit quick 
service on incoming calls. Every effort is made to speed 
up long-distance service, not only as to quick connections 
but also as to receiving the order with dispatch, for no 
matter which side is paying the bill, long-winded con- 
versations increase the cost. 

But who shall pay for these calls? 

Strange as it may seem, while the electrical jobber 
may prefer orders to come in by long-distance rather 
than by telegram or letter, he cannot afford to encourage 
such calls if they are to be charged to him, for the reason 
that so many of the orders are for small amounts and 
the cost of the telephone call eats up the profit on the 
merchandise. This is where a lot of diplomacy is re- 
quired. One cannot urge the dealers to call the company 
when supplies are needed without at the same time sug- 
gesting that It is difficult too 
to refuse to accept a collect call when one of the good 


“call us at our expense.” 


accounts phones in. 
The way to get around it is to let the trade know 
that you take orders by personal solicitation, by letter, 





by telegram and by telephone—your office is equipped to 


handle any and all orders. Stress the telephone facili- 
ties in connection with the firm’s ability to handle rush 
orders. Then the dealer will reflect, when he has an 
order to be sent in by some other medium than the com- 
pany’s salesman, and choose the medium which is likely 
to fit the situation and he'll think no more about paying 
about 


for the long-distance call himself than he does 


paying the two cents postage on the letter—in case he is 
in a hurry for the goods. By stressing, when calling 
upon customers, some of the advantages of telephone 
‘alls in respect particularly to getting the order straight, 
the dealer will think more of the telephone than the 
telegraph. The salesman is equipped to explain such 
service by relating experiences with other dealers whose 
telegrams or letters were none too intelligible to the 
jobber whereas others who used the telephone were given 
more certain service on account of a clearer understand- 


ing of the merchandise wanted. 
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OBBER SALES ACTIVITIES} 
1—INDUSTRIALb 


tory article on the subject of “Selling to Indus- 

trial Plants.” In it, as will be remembered, certain 
recommendations were made, chief among which was for 
the average size jobber seeking to initiate work in this 
field to direct his attention primarily to the medium sized 
plants rather than those which are too small for him to 
enter profitably, and which should be taken care of by 
the neighboring dealer, or so large as to be attractive 
and at the same time economically “workable” by the 
manufacturer through his own representatives. 

This recommendation is particularly applicable to in- 
dustrial motors—the subject of this first article of the 
series. 

There is now more than a tendency—a well-defined 
effort—on the part of a number of the nationally known 
motor manufacturers, recognizing the strategic position 
of the jobber to develop the volume-producing “middle- 
class’ business, to bring the jobber into the picture. 
This is evident in well-defined policies of protection on 
the part of a number, an active solicitation of the jobber’s 
service, more careful study of the jobber’s problem re- 
sulting in much simpler and more effective salesmen’s 
instruction books and the like, not to mention a definite 
tendency at this time toward more generous margins. 

Bearing these things in mind, there is every indication 
that the motor—one of the first of the current consuming 
devices, though never heretofore a “jobber proposition,” is 
finally coming around to the position of knocking at the 
door, and jobbers with foresight are already starting 
seriously to develop this field. 

A jobber, to handle a line of motors successfully, 
should have an established system, and should not permit 


T: THE January issue there appeared an introduc- 








From A Jobber’s Viewpoint 


nA business, if the jobber goes after 
it earnestly and with a logical plan, is 
profitable. It is also a feeder for supply business 
from the industrials. 


We believe that a motor or industrial specialist 
is necessary, but that the regular supply sales- 
men, with a little encouragement and suggestion, 
can increase the specialist’s results many fold. 


All the salesman needs to know is the funda- 
mentals of motor operation—more particularly 
what the various kinds and sizes (and there are 
not many to contend with) will do under given 
conditions. With a little experience he soon be- 
comes a motor specialist himself and will be able 
to make the ordinary motor recommendations. 
For the tough cases, he has his own department 
head or the manufacturer’s representative to fall 
back upon. 

A stock of the most frequently used sizes and 
types should be carried, also some extra pulleys, 
and spare parts and accessories such as brushes. 
It is not burdensome. Then you can sell—in fact 
you must always sell—“motor service.” 


Anprew G. Orear 
Manager Industrial Dep't. 
Illinois Electric Co., Los Angeles 

































any of the salesmen to attempt to sell motors unless he 
is thoroughly convinced that they are properly grounded 
in handling and selling this kind of equipment. At the 
head of the motor department, should be a man who is 
well versed in the various types of motors and prejudiced 
towards none. He should have a good working knowledge 
of the various kinds of motors on the market, their ad- 
vantages and limitations and he should then select for his 
company, after analyzing his field, some manufacturer 
who can manufacture all of the motors for which he 
would find sale in his particular territory. 

The requirements in one place might be entirely differ- 
ent from what they are in some other place. For ex- 
ample the kind of motors that would be most salable in 
North Carolina, might not be at all the type of motor 
that would be most salable in Arizona or Utah, there- 
fore, just anybody’s line of motors would not be suitable. 

The electrical jobber, unless he has an engineer at the 
head of the department and expects to have engineer sales- 
men, should not attempt to sell anything except standard 
lines of motors; by this we mean standard lines of squirre] 
cage, induction motors for which there is the largest sale 
of any type of motor, single phase, repulsion-induction 
motors and if, in a district where direct current is 
used, a line of direct current, constant speed motors. 

While some engineering is involved, this should be no 
drawback in the pushing of sales through the regular 
salesman. They easily learned the “patter” of radio, and 
although essentially one of the most complicated and puz- 
zling of all electrical devices, they “‘got by” best by 
knowing little of its engineering and possessing much of 
the what-it-will-do knowledge. In the case of motors and 
motor applications—much simpler—they can and will sell 
on the basis of what a motor will do and the never-fail- 
ing, “I will have it out to your place on the next truck.” 
Service—quick, personal service—is what the industrial 
plant wants, and it is what the jobber can give on motors 
as on other things. 
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SIN THE INDUSTRIAL FIELD 
LDLANT MOTORS 


MOTOR DEPARTMENT AND 
SPECIALIST 


That the jobber who expects to make a large success in 
selling motors to industrial plants should have an estab- 
lished motor department, or at least a motor specialist 
who represents the nucleus of such a department is an 
opinion held not only by the jobbers who are successful 
in this line but by the manufacturers generally. They are 
not in accord that this is an absolute necessity, but is 
highly desirable. In the words of one manufacturer: 


A motor specialist would be a distinct help in our esti- 
mation to any jobbing organization selling motors to the 
industrial trade. Some jobbing organizations with whom 
we are familiar have added a motor specialist to their 
sales force who is capable of picking out motor applica- 
tions of all kinds and making tests where required—also 
of handling service. This specialist is a “closer.” The 
other salesmen in the organization refer a good many 
leads to him, or, if they get hold of a customer that they 
cannot sell they turn him over to the motor specialist. 

This system has worked out very effectively where it 
has been tried but we do not consider it an absolute neces- 
sity in order to sell motors effectively. This is true par- 
ticularly in the case of the small motor application. A 
great many of the motor sales that are made to industrial 
plants represent replacements of motors worn out or that 
have become too small to take care of the normal plant 
expansion. The jobber salesman can generally secure a 
pretty good idea of what is required from the nameplate 
data on the old motor. In cases where a new installation 
is involved our engineering department is always available 
for the engineering service required. 


Another manufacturer holds a somewhat different 
opinion in that he limits the specialist to certain classes 
of jobber and at the same time brings out a new and 
unique name for jobbers. 


A motor specialist should be employed only by those 


| 






















































jobbers who figure on complete contracts or installations 
requiring engineering assistance. Jobbers should not be 
mentioned, but the term applied should be “Resale 
Mediums.” Resale Mediums have only one problem and 
that is merchandising to the class of trade they represent 
and the real specialist they require is a merchandising one. 
The department of this specialist should be particularly 
an analytical one, as to territorial potentials, by class of 
consumer compared with range of product offered. 


THE LINE OF MOTORS TO HANDLE 


Get a line of motors that are built to a standard of 
quality rather than a price standard for this reason: 


This eliminates the service complaints that might come 
from the use of a motor less adapted to stand the hard 
service that most industrial plants give them. The manu- 
facturer who is purchasing a motor for use in his own 
plant is making an investment, and that investment must 
necessarily be good in order that the jobber may hold 
him as a repeat customer. 


PROTECTION FOR THE JOBBER 


’ The jobber must have the proper protection from the 
motor manufacturer as far as the contractor and indus- 
trial trade are concerned. What is meant by protection 
is variously interpreted. Here is one interpretation: 


We do not under any circumstances believe it is within 
the province of the jobber to handle so called resale 
manufacturers, because motor applications that are made 
upon appliances and electrically driven equipment of 

(Turn to Page 62) 








A Manufacturer’s Viewpoint 


NE well known motor manufacturer sees 

the dawning of a future for the jobber 
for these reasons: Fifteen years ago, particularly 
in the smaller communities, the central station 
was the main outlet. Somewhat later, the 
contractors and dealers, scenting profit, began to 
get business by selling motors and sent their in- 
quiries direct to the manufacturers. This brought 
about friction. Central station companies, inter- 
ested primarily in load for their lines, gradually 
let this business pass over to the contractors, deal- 
ers and electricians. For a few years the latter 
constituted the main outlet. However, these con- 
cerns were usually in financial difficulties because 
of having money tied up in motors pending the 
completion of contracts, and this condition finally 
resulted in the majority dropping the motor busi- 
ness. 

“In the meantime,” says this manufacturer, “the 
jobbers have beén interesting themselves in 
isolated cases, in the motor end of the business. 
Because of the present conditions it would seem 
that the time is now right for the jobber to be 
the point of contact between the motor manufac- 
turer and the local dealer or user. 
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Bill Collecting Time 


How an Electrical Merchandiser Devel- 
oped a Series of Letters That Landed 
89 Per Cent of the Tough Cases 


OT everybody can sit down and write collection 
N letters which collect, but anybody can use tried 
and proven plans which have brought home the 

bacon for others, and here is a method which has proved 
quite successful for one electrical merchandiser in wiping 


out some of the old overdue 


By FRED E. KUNKEL 





and bringing them down to earth. I sifted this materia] 
until I had what I conceived to be the best plans for 
winning results. 

“Each step in my collection chain is aimed at drawing 
fire from the debtor, either in the form of a promise to 
pay soon or a partial pay- 
ment, or some tangible evi- 





accounts. He got tired of r 





carrying a lot of accounts 
well in arrears, so he de- 
cided to clean them up with 
a sweeping collection sys- 
tem, placing the worst of 
them in suit, or charging 
them off to profit and loss. 

“In the modern age of 
the budget plan, the install- 
ment sale and the deferred 
payment idea, or whatever 
guise extended credit may 
parade,” says this retailer, 
“it is becoming increasingly 
more difficult to collect over- 
due coin, probably because 
the over-extension of credit 
has lent itself to an over- 
inflation of buying impulse, 
condition 














in a 
borrower 


resulting 
where the 





out- 





dence on which to predicat« 
future action. The first 
step in the chain is to make 
the statement-of-account in 
triplicate just as soon as it 
runs behind. Then, instead 
of waiting 15 days or a 
month, I get busy on my de- 
linquents just as regularly 
as clockwork. 

“The original of those 
triplicates is first sent out, 
with a statement typed on 
it: ‘Haven't you forgotten 
something? We have cer- 
tainly missed it at this end 
—that check to cover this 
account! How about you?’ 

“If no response comes in 
10 days, out goes carbon 








“The Over.Exten- 
sion of Credit Has 
Lent Itself to an 
Over-Inflation of the 
Buying Habit.” 




















jockeys the lender. 

“More people are buying 
houses today than ever before, and automobiles. And so 
long as we are living in an age of ‘credit,’ it becomes 
necessary to adjust the yardstick of collections accord- 
While I would like to do an all cash business, yet 
necessity to achieve a larger volume of 
many people are used to buying every- 
and they do not like to pay cash, nor 
30-day plan—they want 60, 90 or more 


ingly. 
I find credit a 
sales. A great. 
thing on credit 
do they like the 
days—yes, a lifetime, so it seems to me. 

“And since every extension of credit involves its neces- 
sary percentage of risk, I found it necessary to inaugurate 
and keep in good running order a good plan for collect- 
ing overdue coin. In fact, a successful collection policy 
is a paramount necessity if you want to keep old accounts 


cleaned up. 

“IT used to rack my brains and scratch my head for 
just the right kind of an entering wedge into the cus- 
tomer’s pocketbook, and so one day when I was hard 
pressed for ideas I got together everything I had ever 
used in the way of catching old accounts on the wing 


copy No. 1 with another 
typewritten statement: 
‘This is your second re- 
minder. The original reached you ten days ago. What 


do you say to sending us a check in full or at least on 
account right away?’ 

“If no response comes to this in another 10 days, out 
with this typewritten statement: 


How 


goes carbon copy No. 2, 
‘This account is becoming mouldy in my ledgers. 
about a check and starting a clean sheet?’ 

“Any one of this chain of go-getters can generally be 
counted on for some results, but supposing all thre: 
statements are disregarded, which happens in about 40 
percent of these cases. It is apparent that more drastic 
action is required when the customer ignores these direct 
overtures at settlement. 

“Now I am ready for my ‘reasonable excuse’ letter. 
(No. 1) which gives the customer an opportunity to pay 
by hiding behind a logical excuse and without other em- 
barrassment. I try to warm this patient up and to keep 
the account from getting chilled, so 10 days later out 
it goes. 

“Generally, this brings a re- 


(Turn to Page 72) 

















February, 1927 








THE JOBBER'SMIJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








Four Effective Collection Letters 


Any One of This Chain of Go-Getters Can Be 
Counted On for Some Results—Together They 
Clean Up 89 Per Cent of the Tough Ones 


LETTER NO. 1 


(The “Reasonable Excuse’’) 


Perhaps you have been sick! Or you 
may have been in Florida or California 
for pleasure! Or any of a number of 
things might have happened! 

If so, won't you please tell us about 
it, so we may know why our statements 
of account mailed you in the last 30 
days have been so neglected. 

A check—in whole or in part—will 
answer my purpose, but I must get this 
account cleaned up soon, or at least 
headed in the direction of an early set- 
tlement. 

May we count on that check, be it 
large or small—by return mail? 


LETTER NO. 2 
(“Warming Up’’) 


Sending you statements of account— 
Writing you letters asking for 
money 








It’s out of my line—I’m a business 
man, not a lawyer or a collection 
agency. I don’t like it at all, any more 
than you like to receive them, but some- 
thing has got to be done about this ac- 
count. Either you have to pay it up 
or I have to pocket the loss—and I’m 
certainly not going to do that without 
taking the matter to court. 

Why not save me this disagreeable 
task of writing you letters or driving 
me to making actual threats? I don’t 
want to do it. It’s not good business. 
But you are driving me to it! 


Now naturally I’m going to do one 
of two things—but you can save all 
that by sending me a check now in 
whole or in part. What do you say! 





LETTER NO. 3 
(Cutting Down Paying Resistance) 

I like to see you coming here regu- 
larly to make purchases, but I see by 
your account that you have stopped 
buying here. 

Now, I don’t want you to do that, 
but I do want you to settle up your 
account as quickly as possible, either 
by large payments or smaller ones, but 
do it regularly, and get started right 
away. The sooner the better. 

Frankly speaking, I don’t like the 
collection end of this business. I like 
to see you make purchases and pay as 
promptly as you can. ‘Telephone me 
why you can’t pay and I'll make all 
reasonable allowances, or send me a 
check in part with a promise to pay the 
balance—and when. 

That will make you feel better 
me too! 





and 


LETTER NO. 4 
(Pulling the Tooth Out by the Roots) 


Back in the Stone Age, records were 
‘arved on a stone slab. When the debt 
was due, Mr. Creditor presented the 
account in a very polite fashion—hold- 
ing the slab in one hand, while in the 
other he carried his stone mallet. The 
debtor had no alternative. 

Today, there are the courts, quick 
judgments, a seizure of property, or a 
making-it-impossible to ever again hold 
property, real or personal, in your 
name until that judgment is satisfied. 

What a penalty to have hanging over 
one’s head simply from letting an ac- 
count grow stale! 

Frankly, I’m getting to the end of 
my rope now. Will you compel me to 
sue or will you now answer my letters 
and pay something on your account? 
You have until next Tuesday to at- 
tend to this matter. I’m not going to 
write you any more letters. 





















12 THE JOBBER'SJSALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Reconciling Two Viewpoints 


The Man Who Weighs the Two Sides of a Question 
and Has the Gift of Reconciling the Warring Elements 
in a Business is Sometimes of Even Greater Value 


business requires the co-operation of many different 

kinds of minds and temperaments than it is true that 
it “takes all sorts to make a world.” A business house, 
after all, is only a facsimile in miniature of that larger 
organism, the community at large. Yet I have seen the 
rightness and reasonableness of this questioned, and both 
employers and employed at cross purposes because a busi- 
ness firm has had within it some warring elements that it 
needed a big effort to reconcile. It seemed to be thought 
that difference of opinion and outlook was unsafe, that 
either one element or the other would have to go—for, it 
was maintained, “harmony is essential to success.” 

Well, it is—one kind of harmony, but not the kind 
which results from everybody thinking alike, which is 
often a sign of staleness and dullness, but rather a recon- 
ciled, good-natured partnership, a frank recognition of 
the undoubted fact that every question has two sides 
and frequently a dozen or more, and that the most 
sensible course is to continue to work together and to 
“agree to differ.” 

There is Youth. It has what an American lecturer 
called recently “that great advantage, inexperience— 
freedom from worship of the orthodox and from a blind 
devotion to things as they are, just because they have 
been.” Healthy youth must always be exuberant and 
occasionally a little bit obstreperous because of its very 
lack of experience. It fears no danger because it has 
known none, and it can therefore call on the resource- 
ful courage which leads immediately to action, while 
an older man might be governed by that caution which 
frequently says: “Wait a bit!”—and is often proved 
by .the event to have said wisely! 

There is experience, which stands by tradition. It 
knows what has been done by this method and by that, 
and is therefore inclined to look askance at the new 
method, by which, as yet, nothing has been done. The 
passing of time sometimes shows the old way to be out 
of date; when youth can say triumphantly: “We told 
you so!” 

I have watched all temperaments, minds mature and 
immature, in action in many a business firm, and it has 
frequently seemed to me that that firm may count itself 
fortunate which has among the personnel in control a 
man by nature a mediator or reconciler. He is rarely a 
man of great original talent. He is usually a worker, 
but undemonstratively, in a conventional way. Gen- 
erally he is among the first at whom youth makes its 
impetuous onslaught. “New blood” comes upon the 


I IS no less true that the building up of a successful 


directorate, or is made a partner, or is given a share in 
the management, and “Old X” seems only a good- 





Than the Man of Initiative and Constructive Energy 
By MAURICE C. MOORE 


natured duffer, or at best one of only average ability ; 
the newcomer’s feeling towards him is mostly one of dis- 
dain, whereas the man bred and born in the traditions 
of the old school and who is ready to fight hard for 
them, is at least entitled to respect as a worthy adver- 
sary. But the Reconciler (as I am calling him) lasts 
and lasts. You cannot surprise him and you cannot 
offend him. He takes equally as a matter of course 
the fancy fireworks of youth and the damp squibs of the 
“last ditcher.” He is the buffer; both sides may slate 
him, but he is not resentful, for he perceives the value 
of the good things in each. It is a little hard for the 
man with initiative to bear with one who appears to 
have none, and seems to be cheerfully undisturbed about 
it. Yet I have known some of such men who were the 
very salt of business life—a very necessary seasoning, 
one would say, when the other elements are introducing 
so much pepper! As a fact, although I hold no brief 
for the “stick-in-the-mud” in any field, I think you will 
find, if you think it over, that the secret about this kind 
of man usually is that he has a bigger mind, if a less 
forceful one, than the combatants have. He can see 
round a subject, and so seeing he knows that the rough 
edges of raw youth in time will wear away, and that, 
also in time, those in the opposing camp, the people 
who stick up so valiantly for the old order, will be 
compelled to recognize that the “old order changeth”’ 
and must be modified, if not entirely superseded, by 
something quite new and different. 

I knew a man of this quality who ultimately came 
to occupy the most honored position in a firm. He 
never pushed; he was what people call unambitious; 
he was interested in his work, it is true, and carried on 
with it, but he never attempted to make any spectacular 
show. But his power in harmonizing two proposed 
courses of action, apparently irreconcilable opposites, 
amounted to genius. It was a natural gift, yet nobody 
supposed he had any gift. He rarely offered his opin- 
ion; when he was asked for it, he used the simplest and 
fewest words, yet they seemed always to put the mat- 
ter in its right perspective and proportions. Heated 
controversy cooled down under his touch without the 
subject-matter of the discussion losing its significance 
and vitality. They never made him a director, and he 
never asked to be made one; but he was a real force 
in the business. 


Fortunate is the firm that can boast of the possession 
of such men among its personnel! They are the appre- 
ciative ones, with an ever-open mind, the people who 
know your true value, whatever it may be. We need 
originators and experimenters, (Turn to Page 78) 
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How I Became A “Steady” 
Salesman 


It Began to Dawn on Me, That By “Kidding” Myself, I 
Could Keep a Good Steady Level of Selling Efficiency 


envied by many fellow salesmen. They aren't 
“steady.” And Bill, more than any other salesman 
they know, admittedly is. 

Good business or bad, summer or winter, Monday or 
Thursday, big buyers or little buyers—it makes no 
difference, seemingly, to Jones. He “hits the ball,” 
keeps happy and well and contented, sells more each 
year than he did the last. 

There are plenty of men who, for a stretch, outsell 
Jones. They aren’t “steady,” though—and they know 
it. Every peak has its slump. 

Selling for them is an occupation of erratic emotional 
ups and downs. 

“Keeping steady” is a fierce problem with a great 
many salesmen. Men who, a part of the time, are 
wows at selling cannot “keep steady’ for the entire 
day, or a whole week, or a whole month, or a season. 
They ‘‘wear out,” grow stale. A mood for selling so 
essential to their effectiveness refuses to abide with them 
more than a portion of the time. They belong to the 
great army of erratic salesmen. And there are many 
in the electric supply trade. 

Bill Jones made a confession for the 

JoBBER’s SALESMAN readers. He said: 


|: THE western territory he covers, Bill Jones is 


benefit of 


“By nature I am erratic and unsteady. If you don't 
believe it, look up my early record. I was fired by 
the first two sales managers I worked under. I re- 
signed, to avert dismissal, with the third. The trouble 
was the same in all three cases—I was an irregular 
producer. My high spots were always more than offset 
by my low spots. 

“So long as I was intensely interested in my work, 
I could lead the sales force. Then, always, interest 
would desert me. Selling four weeks in the month was 
like eating six meals a day. I couldn’t seem to stand 
it, just went to pieces. 

“In those days, many salesmen were good fellows, but 
wild. I remember how some of the boys would hazily 
explain the necessity of ‘parties’ and liquor in a sales- 
man’s life. 

“The theory was that they restored his balance. A 
strenuous week of selling, then a week-end of high 
pressure relaxation with the fontal and other aids, then 
another week of heavy work. 

“I sold electrical supplies for five years before I 
really found myself. When I was an excellent salesman 
I was proud of myself. When I was “off color,” as I 
used to refer to it, I was a poor salesman disgusted 
with myself. I tried to drive Bill Jones, make him tend 
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**I Set a Good Performance of Calls and Forget Sales Totals. 
Myself When the Going Looks Hard.” 
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te business. I couldn’t do it. After a time, I told my 
family and friends that a salesman had to be this way. 
He was temperamental. If he didn’t feel like selling, 
he couldn’t, any more than a great author could write 
when inspiration wasn’t there. 

“T am steady now, I sell every day in the week—but 
not through super-human skill, tremendous self-restraint. 
I use a simple little principle of selling which I dis- 
covered. 

“Instead of cussing Bill Jones as I used to do when 
he had ridiculous failings, now I laugh at him. 

“As every electrical supply salesman knows, some- 
times he sells a big order by trying hard to, and other 
times by not trying, though his customer knows it. A 
good joke will carry you farther with some men than a 
long-winded talk on business conditions. Some men like 
to be flattered, and others to be disagreed with. Some 
buyers you can sell readily after dinner, but not 
before. 

“We salesmen take these things for granted, study 
our men, and then adapt our approach and presentation 
to the individual situation. 

“Where would we get if we angrily scolded a buyer 
who is quite illogical and senseless in his opposition 
(we feel)? 

“Instead, we kid him, in a way of speaking. We 
don’t change the buyer’s nature, but adapt ourselves to 
it. 

“We indulge him in all his personal foibles, yet get 
the order we are working for. 

“TI started to handle myself in the same way, getting 
at the same time, sales results all the time. I realized, 
of course, this selling part of the time. and loafing the 
rest wouldn’t do. I had to work all the time. 

“What was one of the reasons why, after setting a 
high accomplishment for a period, I slumped? 

“Take any vision within range, and concentrate your 
eyes upon it, and you will soon demonstrate the prin- 
ciple. As each minute passes, it becomes harder and 
harder for you to keep your eyes upon the object. 
After a period amazingly short by the watch, you will 
give up. You have reached your limit of visual atten- 
tion, uninterrupted to that object. 

“Without any fatigue, however, you can move about 
for hours with your eyes constantly seeing different 
objects, thousands of them in all. 


“I went into sales slumps, for the same reason your 
eyes at last irresistibly, move away from the immovable, 
unchanging object. I wanted a change. My brain 
cried out for it, would have it. 

“A chance occurrence brought an inkling of the prin- 
ciple. I had had six weeks of wonderful selling. I 
was happy, enthusiastic. Selling was luck. 

“Unexpectedly, I had to drop work for five days, 
utterly. A near relative died, and I was the only per- 
son to take charge of trying affairs. 

“Back on the job, I slipped quickly into the old 
stride, and I kept it up, without a break, for seven 
weeks. Normally, from past experience, I knew the 
first period of exceptional selling would have ended in 
a week or 10 days with a bad slump. 


“I was away four or five days, came back, and kept 
up the stiff pace for seven weeks! 
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“It began to dawn on me, right then, that by “ki 
ding” myself, I could keep at a good, steady level «| 
selling efficiency the year round. 

“My nature demanded change. The solution was t) 
give me change, yet in a way to maintain consistent 
selling efficiency, not to impair it. 

“Here are some of the ways I get change— 

1. “I take week-end fishing and hunting trips. I'|! 
never be a crank- at either of these sports, and there 
has been plenty of times I’ve really wanted to sta) 
around the hotel. I know from experience, though, that 
I cannot spend Saturday and Sunday in the mountains, 
fishing, without “giving a rest’’ to those parts of m) 
brain used in selling. 

2. “Change of pace does more than fool, sometimes, 
the batter—it rests the pitcher. I found that I could 
steady basic work habits, without impairing the net re 
sults, sales. For example, analyzing myself, I found 
I did habitually first in the day, or first in a new 
town, unless there were special circumstances. to pre 
vent, the things I liked to do, or didn’t have to do, 
leaving the “must” duties for the rest of the day. O! 
course, I figured to leave time for the absolutely essential 
things, but what drove me through them was, more than 
anything else, the fact they must be done by a given 
time. 

“IT follow this procedure a part of the time now, 
but when I feel the going hard, I switch. I do first 
in a town the absolutely necessary things, get them out 
of the way, then have the time left for other things. The 
latter way, I prefer to get the necessary things done 
with the thought I shall have an easy, pleasant balance 
of the day. 

3. “I used to find it terribly hard to get started 
Monday morning. My first call was regularly a difficult 
one, for instance, a good customer of the house, but 
with a purchasing department which made selling the 
worst kind of an ordeal. Sunday would be almost 
spoiled, thinking of the first job Monday morning. 

“Then I changed my routine, so I did not call on this 
kind of a customer until mid-afternoon Monday. The 
first calls were much easier, no strain attached to them. 
I found that by mid-afternoon i was easily “up” to 
the hard call. I humored myself in this way a good 
deal. Frequently, if I start a day feeling off color, I 


. will take the easiest first. What I do is really to let my- 


self slump—but without any harm. This harmless “lay- 
ing down” seems to rest me, and I meet the hard job 
later in the day in good fettle. 


4. “Every so often I stop thinking of my accom- 
plishment in terms of dollars sold, and, instead, think 
only of calls. I set a good performance of calls, and 
forget sales totals. It’s just a way of kidding myself, 
when selling a lot of goods the coming week looks 
hard. I find I make the call, and usually sell as much. 


5. “I don’t work at the tension I used to work. I 
don’t take things so “hard.” A sense of humor is the 
greatest defense against growing stale and slumping 
that I know about. I laugh a great deal more than | 
used to even when a break is against me, and there is 
a joke I can see. I see the joke, too, when it is in- 
volved with “grief.” My stock of funny stories is 20 
times as large as it was years ago, (Turn to Page 74) 





















February, 1927 





THE JOBBER’SfAJSALESMAN 


15 





“POUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Face the Facts 
of Your Life 


TT you need to figh 
menacing bacteria of 
the body. ‘There are 
many kinds of mental 
microbes. 

One of the most 
wide-spread and dan- 
gerous of all is the mi- 
crobe of the disease of 
self-delusion, of “kid- 
ding yourself” and not 
facing the facts of your 
life. As James Harvey 
Robinson points out in 
his book, “Mind in the 
Making,” the almost 
universal characteristic 
of humans is to ascribe 
“good reasons” for 
their acts instead of 
“real reasons.” 

Another dangerous 
microbe is the one lead- 
ing to self-pity. If you 
want to quit working, 
give up and slide down 
the chute, just start 
feeling sorry for your- 
self and chew over the 
cud of “I am just out 
of luck, that’s all.” 


Another is self-centeredness, the limiting of 
the world of your mind to the bounds of your 


own personality. 
You will notice that 


O HAVE a sound mind in a sound body 


mind and outlook 


Mental Microbes 


Fresh Air, Sunshine, Rest, Good Food and Exercise 
Are the Best Antidotes 


By DR. FRANK CRANE 


t the microbes of your 


on life as well as the that is bigger than you 





Smeal 
see are wrong. ‘This is 





crobes are “selfers.” There is a reason. Getting 
out of yourself and plunging into some interest 


are, eliminates the dan- 
ger of many of the 
mental diseases. A few 
of the other microbes 
on the long list to 
watch outforare: envy, 
timidity, jealousy and 
arrogance. As some 
bodies succumb to cer- 
tain bacteria before 
others, so some minds 
are more susceptible to 
certain mental microbes 
than others. But there 
is no mind that is im- 
mune from all of them. 
The best antidote for 
mental. microbes is the 
same as for physical 
ones, namely: fresh air, 
sunshine, rest, good 
food and exercise. 
That is, a continued 


search for new ideas 
and light upon old 


ones, occasional periods 
of reflection and think- 
ing things over, solid 
worth while mental 


nourishment in good 
friends and_ worthy 


books; healthful activity in chasing ideas you 


the best prescription. 


An occasional fumigation of your ideas with 


the majority of the mi- 


Copyright, 1927, by Dr. Frank Crane 


a cold, impersonal, by-standing attitude will aid. 





An Interesting Article by Dr. Crane Appears 
| in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 








EASTERN STATES* CENTRAL STATES* || WESTERN STATES* 


MARKET PRICES MARKET PRICES MARKET PRICES 
Dec. 15 to General Dec. 15 to General Dec. 15 to | General 
COMMODITY January 15 Trend January 15 Trend January 15 Trend 
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Transformers, insulators, distribution equip- 








Poles and polé-line hardware 





Switchboards and accessories 





Motors and control apparatus 





Safety switches 











Wiring devices 





Conduit and fittings 


















































Commercial lighting units 





Residential lighting units 








Street lighting equipment 21 

















Heating appliances . 21 15| 4 
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“Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States all between. 
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Great Britain, in 


BOVE. A portion of the group 
of 50 newspaper men and offi- 
cials of American Telephone & Tele- 
graph Co, listening in on separate 
wires, to the conversation 
Walter F. Gifford, president of the 


T. & T. (center, with 


Pictorial Review of Electrical Developments 


between 


phone), 
and Sir G. Evelyn T. Murray, sec- 
retary of the General Post Office of 
London, on Janu- 


ary 7, at 195 Broadway, New York, 
on the 26th story of the building. 
P. & A. Photo. 


with an ordinary 


ELOW. One 


water-cooled 


Herbert Photo. 







of the 


tubes compared 


vacuum 


15-inch 


tube. 
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RACTICALLY every _ in- 
strumentality of the science 
of communication was brought 
into play when the first trans- 
Atlantic radio telephone serv- 
ice was opened between London 
and New York, January 7, 
1927. The toll rate is $25 a 
minute! It brings the Old and 
the New worlds within .018 sec- 
ond from each other. It uses 
in round numbers 3550 miles of 
airway eastward across the 
Atlantic, and approximately 
850 miles of telephone land 
lines, of which 675 miles are on 
this side. Probably the most 
interesting feature is the use of 
the same frequency for the 
transfer of the voice from 
America to England and Eng- 
land to America without inter- 
ference from cross talk, despite 
the fact that a two-way con- 
versation is held on a single 
wave band. 












_ picture at the 
left shows the in- 
terior of the receiving 
station at Houlton, 
Me. Right, in the 
picture—radio receiv- 
ing unit; left, test 
board and = amplifier 
for wire circuit to 
New York.—Under- 
wood Photo. 








IGHT. Condensers in the Rug- 


by station, England. 
ported to be the largest condensers 
of this type in the world.—Herbert 
Photo. 


They are re- 
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ORSE racing by the light of the moon—not exactly, but moonlight, ably 

assisted by electric illumination. Track at Greeley, Colo., with 60 West- 
inghouse standard series street hood bodies and vapor-proof angle reflectors, 
supplied by the Home Gas & Electric Co. of Greeley. Night racing at this 
fair was not a hit or miss proposition but a regularly scheduled program. 


NE of the novel electric signs which brightened up Paris during the holi- 

day shopping season. It represented a huge bird cage, with a parrot 
inside of it, eight stories in height, and it advertised the holiday sales of 
the great Parisian department store, the Bazar de Hotel de Ville.—Herbert 
Photo. 


HIS is said to be the first time in the history of golf that the score has been broad- 

cast from the golf course. Here is the score board, the broadcasting station and 
power plant are in the background, which told the world of Bobby Cruickshank winning 
the Los Angeles open tourney.—Underwood Photo. ; 
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How the other fellow sells 


Striking demonstrations make quick sales. Jobbers’ 
salesmen are using this resultful method to their profit 
in selling Union Renewable Fuses. 

They demonstrate to their customers how quickly a 
Union is renewed. They show them the heavy grey 
horn fibre casing, longitudinally vented to relieve the 
pressure of volatilizing metal—-point out that threads 
are protected from molten metal—and explain how 
these features guarantee repeated renewals—at a few 
cents each. 

Union Renewable Fuses represent a large unit of 
sale—a bigger volume of fuse business for you. 








Lower Fuse Maintenance Costs " | J Thecomplete line of Union- 


Gem fuses and wiring de- 


F ; vices are described fully in 
Unions are renewable many times over ata our new catalog No. 31. 


cost of only a few cents each time. Wher- Write for your copy now. 
ever overloads are liable to happen more or F 

less frequently, Union Renewables save 

their cost many times over. 





UNION 


Renewable Fuses 


Because they are worth more 
they really cost less 


The big users of Union Renewable Fuses are 
manufacturing plants, office buildings and hotels 

CW oO —of which the Biltmore of Los Angeles is an ex- 
ample. Here, Union Renewables protect the power 
and heavy lighting circuits and Gem Plug Fuses 
are used on branch lighting circuits. 








New Gem X3 Switch Box 


with extended ears 


Another time-saving achievement. New Ex- 
tended Ears provide a quicker, more solid 
mounting of switch box on studding or hori- 
zontal timbers. Lugs on ears squareup and 
brace box securely. Adjustable for plaster 
thickness and perfect alignment. Reversible 
for either right or left hand mounting. 
New $7 Cable Clamps with right angled 


flanges fit snugly around cable, completely 
closing openings. 











CHICAGO FUSE MFG. CO. 


INCORPORATED 1689 


Manufacturers of > 
Electrical Protecting 
Materials and Conduit 

Fittings 


1519 West 15th Street, CHICAGO 
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Kondu 


Threadless 
Couplings 


Kondu 
Knockout 
Box Connectors 


TYPE NO 


Kondu 
Reducing 


Devices 


4 


r 


Bees have been persuaded to make 
twice as much honey by being supplied 


with ready made combs. 


We have a new sort of scientific salesman who influences 
the public’s mind the same as the chemist influences his 
compounds, or the farmer influences his soil. He studies 
the human race. 


Selling has been itself developed into a profession as high 
honored as the law. The public is like the soil—if you neg- 
lect it you will get poor crops—if you fertilize it with 
courtesy and fair play, you will get paid for your trouble a 


hundred fold. 


Better ways of doing the same thing is the motif of the 
new year. Who can tell what will be accomplished in 
inventions by the time your baby boy now lying in the 


cradle becomes a voter? 


There is a demand for increased efhciend 
a better way to do necessary work, to develt 
the good, to lop off the bad, exploring 
discover the best, starting at the source. 


And so it is with 
Kondu Thread- 
less Fittings. 
They are ready 
made and enable 
you to do twice 
as much work 


Efficiency may well be defined as gettif 
the better of something by superior smaf 
ness, by revivifying dead indusvries af 
making one dollar do what two did befo 


—. 
<> 
LA 
ra 


Eliminate all reduc- 
ing boxes. 


This is our claim—never has there bee 
in the electrical power transmission fe 
an invention so beneficial to the electra 


Kondu 90° contractor as Kondu Threadless Fittings. 


Short Elbow 


A great help, 
saving time and 
fittings. 


ERIE MALLEABLE IRON COMPANY 


District Offices 
J. G. Pomeroy Co., Los Angeles and San Francisco, Cal, 
C. R. Dederick, Portland, Ore., and Seattle, Wash. 
Fred E. Staible, Denver, Colo., and Salt Lake City, Utah 
E. E. Dawes, Atlanta, Ga. 





New York 
Philadelphia 


Boston 
Cleveland 
Detroit 

St. Louis 
Kansas City 


KONDU 
DIV. 


ERIE, 
PENNA. 


PRINT IN BHD 


Pittsburgh 
Chicago 
Cincinnati 
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Iciend 
devel 
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f KONDU FITTINGS 
yn ie 


Installed in Battery Room of 
Broadcast 





lectrid ing Stetiens 
. Willard Storage Battery : 
Ings. i  Cleweland, 0. rr. 


sin i 


ONDU-BOX 


Registered U. S. Patent Office 


Y 


'9 


A. 


IN BINDING 


Patented 





Murphy’s Hotel Marquee 
Richmond, Va. 


On this job they found a better way to do necessary work, 

The lights are exceedingly close and with Kondu 
threadless fittings it was possible to spot them the exact 
distance from center to center, and at the correct angle. 

Time and money were saved on this job. The owners 
were highly satisfied. 

There are no threads to rust and corrode. When the 
boxes were once placed—it was not necessary to go back 
over and line them up, making some joints tighter and 


others looser. 
WTAM 


When you catch the music in the air, do you stop to 
think of the powerful special radio batteries and electrical 
equipment that supply plate current instead of generator 
power? 

No longer the hum and ripple of the generator plant, in- 
stead the clear, smooth, powerful, snappy tones of music and 
voices made possible by proper batteries and installation 

The sentinels of this powerful 35,000 watt broadcasting 
station are KONDU THREADLESS FITTINGS—justly 
holding a place among the best of equipment money can 
buy. 

Strong, sturdy, rust and corrosion resisting KONDU 
BOXES help give you a program second to none, known 
as WTAM. 


Listed as standard by Underwriters 
Laboratories in 1% inch to 2 inch 
sizes inclusive. Other sizes on test. 


Kondu Threadless Fittings 
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COUCH 


APARTMENT HOUSE 
TELEPHONE SYSTEMS 


MEAN GREATER SALES 
AND PROFITS TO JOBBERS’ 
SALESMEN IN 1927 








All modern apartment houses these 
days must have modern conveniences; 
and one of the most essential of these 
is the telephone system. Couch Tele- 
phone Systems have won the approval 
of Architect, Builder and Contractor. 
No expense has been spared to make 
Couch equipment the best the market 
affords. As leaders and the largest pro- 
ducers of this type of apparatus in the 
APARTMENT HousE world, our quantity production and low 

SUITE PHONE overhead enable us to give you a line 

which will satisfy your every customer 

and enable you to give him plus value 
for his money. Remember—the benefit of our 28 years’ ex- 
perience as specialists in this line are back of every system 
turned out of our factory. 

Don't forget to mention to your customers that complete 
data and specifications covering any layout for mail boxes 
or private telephone systems will be furnished free of charge 
to contractors and builders. Catalog and bulletins illustrat- 
ing and describing the entire Couch line will be gladly sent 
on request. Address our nearest office. 


S. H. COUCH COMPANY, Inc. 


TELEPHONE AND APARTMENT HOUSE MAIL BOX MANUFACTURERS 
Main Office and Factory: NORFOLK DOWNS, MASS. 


SALES OFFICES 


BOSTON CHICAGO NEW YORK 
17@ Purchase St. 809 W. Jackson Blvd. 76 Varick St. 


‘JAN,] DOOR] 


©e°®9 


"5 ibe ON ht nis Ci sl AS AA BAER I Ec tot 


ie) 


SALES REPRESENTATIVES 


ST. LOUIS DETROIT LOS ANGELES OMAHA SEATTLE 
G. H. Stienhans Cadillac Metal Products Co. Sierra Elec. Co., Inc. G. S. Felt Sierra Elec. Co., Inc. 


ASHEVILLE, N. C. 


SAN FRANCISCO PHILADELPHIA DALLAS, TEXAS 
L. E. Perrault 


Sierra Elec. Co., Inc. John R. Hollingsworth Gottschall & Westcott 


PORTLAND, ORE. MONTREAL WINNIPEG VANCOUVER 
Sierra Elec. Co., Inc. Mac Gillivray-Beatty Co., Ltd. Cochrane, Stephenson Co., Ltd. Cochrane, Stephenson Co., Ltd. 


MANUFACTURERS OF THE COUCH ‘“‘AUTOPHONE” SYSTEM 














February, 1927 THE JOBBER’S SALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


URING illness with electric 

rays in Berlin’s artificial in- 
door beach. This is a real substi- 
tute for beach life and the kiddies 
bathing in the artificial sunshine 
are enjoying themselves just as 
much as if they were on a real 
one—and the warm electric rays 
will make the children strong and 
healthy, according to the claims of 
the owners of the indoor beach. 
—Underwood Photo. 





ELOW is a huge water cooler 

used to chill vacuum tubes in 
high power radio stations and exhib- 
ited at the recent Power Show in 
New York. <An_ enthusiastic radio 
fan had to see how it worked.—Her- 
bert Photo. 














B igone photograph shows the 45-story American Insurance Building at Co- 
lumbus, the highest in Ohio, and one of the highest office buildings in the 
world. This building towers 555 feet skyward equaling the height of the 
Washington Monument and is a beautiful sight from across the Scioto River. 
—Underwood Photo. 
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William Farr 


President, Piedmont Electric Co., Asheville, N. C. 
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William Farr 


ILL Farr went to Asheville 33 years ago. He 
B went for the same reason that has sent thousands 
to that beautiful city up in the mountains of 
Western North Carolina—to rebuild a weakened physical 
condition in the bracing climate of the Blue Ridge. And, 
like many others, he became so attached to “the Land of 


the Sky” that he remained to make it his home. But 
what he did in the 33 years 


MEN YOU SHOULD KNOW 





President 


Piedmont Electric Co., Asheville, N. C. 


reasonable price for the work and time he put in. 
That was the problem which confronted 19-year old 
Bill Farr, journeyman electrician, who arrived in Ashe- 
ville about that time from Brooklyn and points east. If 
he was going to wire many homes in Asheville, it looked 
like his best bet was to hook up with the power company 
and let them pay him a salary. But Bill Farr, even at 
19, was no green-horn in the 





which have elapsed since he 
stepped off the train is im- 
portant history even in rapid 
growing Asheville; and a rec- 
ord, too, in the annals of the 
electrical business of the South. 

Asheville, in 1894, had a 
population of approximately 
12,000. The railroad, which 
crossed the mountains on the 
east, had been completed 15 
years before. One street had 
been paved with the cobble- 


Sell on 


Farr. 


“FITS HE jobber’s salesman 

should never lose sight of 
the fact that he is not selling 
goods—but results,” says Bill 
“Know your goods and 
how they can be applied to your 
customer’s needs. 
customer’s problems and sell him 


electrical business. He had 
learned a couple of lessons. He 
knew good house-wiring when 
he saw it, and he had a hunch 
that if the people of Asheville 
could once see the kind of wir- 
ing he was prepared to do, it 
wouldn’t be long before the 
good residents of the city 
would learn the difference be- 
tween the rough work of a 
crew used to stringing wires 
on poles and the careful work 


Results 


Study your 


stone paving of the period. only what vou conscientiouslv of a man trained to inside 
te gf ma electric Poe believe will be best for his partic- wiring. ; . 

car line had been running for ular requirements. A man will Bill succeeded in selling 
nearly six years. The old wet ; - somebody the idea of letting 

’ appreciate a real service like ae 

Battery Park Hotel, huge fy i 1 he'll Saini Nile alk him wire a house. He went 
frame structure which has = ehee hi Re ony ey to work and wired it com- 
since been torn down, was a ing you his business. And I pletely, without ripping out 


marvel of elegance and conven- 
ience to the back-country peo- 
ple, who were used to the 


simple life of the times. sults.” 





have found that price never in 
any way interfered when men 
were sold on the basis of re- 


one single section of plaster 
or flooring, which of course 
endeared him to the heart of 
the lady of the house. And it 
wasn’t long before she had 








Practically everyone was 
suspicious of anything elec- 
trical. Even though Asheville 


people had ridden on the electric car, and had seen the 
strange glass bottles inside which were small wires heated 
by electricity into brilliant incandescence—still it was 
pretty hard to understand. They figured it out as some 
kind of an invisible fluid—but how could any fluid run 
inside a solid copper wire? The mountains, which still 
shut off from the outside world many families who live 
in the most remote sections, had handicapped Asheville 
in the nation-wide race of progress which had already 
started back in 1894. 

A power company had been organized, and was gen- 
erating current to operate the street car line. Electric 
lights were being used in a score or so of the stores and 
homes. 
munity, even in 1894, if the supply of kerosene and 
candles had given out. 

To encourage the use of electricity in the homes, the 
power company offered to wire any house without charge 
provided its residents would sign a contract promising 
to use current for at least a year. 

Pretty stiff competition for a young electrician who 
hoped to earn a living by wiring homes—and charging a 


But Asheville would have been a very dark com- 


passed around to her neigh- 
bors the word that wiring 
could be done without subjecting the home and its fur- 
niture to almost certain casualties, and Bill had all the 
work he could handle. It wasn’t long, either, before 
the power company discontinued its offer of free wiring. 
It seemed that people were willing to pay for good 
work; that there no demand for the other kind 
even though its cost was nothing. 

And here was born one of William Farr’s most cher- 
“A job well done is worth 


was 


ished axioms of business: 
He proved it out to his own satisfac- 
tion right then. And he has been proving it ever since. 

After working up quite a sizable business of wiring 
houses and other buildings in Asheville, Farr went into 
partnership with another young electrician who had ap- 
peared on the scene, and the firm of McKay & Farr 
flourished exceedingly. There were hundreds of struc- 
tures, all of which needed electric lights, and scores of 
new ones being built. And since the power company 
had discontinued its practice of free wiring, there was 
no competition. 

On October 1, 1902, 25 years ago, in a little store- 
Ashe- (Turn to Page 82) 


what it costs.” 


room on what was then 
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Salesmen’s Compensation 


Policies of Several Jobbers as to 
Salaries, Commission, Bonuses, 
Profit-Sharing, etc. 


Drawing Account and 


Annual Bonus 


By R. M. LAIRD 
President 
R. M. Laird Electric Co. 
Minneapolis, Minn. 

UR plan is very simple and 
seems to work out satisfactorily. 
We give our sales- 
men a drawing ac- 
count of $150.00 
per month and ex- 
penses and pay an 
annual bonus fig- 
ured on the basis 
of 10 per cent of 
the gross profits of 
all sales credited 
to them, deducting of course the 
$150.00 drawing account, and, where 
the 10 per cent of the gross profits 
amount to more than the drawing ac- 
count, his bonus is that difference. In 
some cases where the salesman re- 
quires a little heavier drawing ac- 
count, and has the earning power, we 

allow this concession. 


Therefore, any salesman who can- 
not earn 10 per cent of his gross 
profit on this method is unprofitable 
to us and we naturally make changes 
on this basis. 


* * * 


Salesman Can Raise His 
Own Salary 


By F. D. PHILLIPS 

Vice-Pres. and Gen. Mgr. 

H. C. Roberts Elec. Sup. Co., 
Syracuse, N. Y. 

E pay our salesmen a salary 
We 
credit to the salesman a certain per- 
centage of the gross profits of our 
business derived from that salesman’s 
territory. At the end of the year 
from the amount represented by the 
salesman’s share, or the amount that 
represents his percentage of the gross 
profits, we deduct the amount he has 
drawn in expenses, and the difference 
represents the bonus to which he is 
entitled. 

I have had this system in effect 
for a number of years and have found 
it to be the most equitable of any we 


and traveling expenses. 


have tried. It eliminates the neces- 
sity of a salesman making an appeal 
for an increase in salary because all 
he needs to do to increase his salary 
is to increase the gross profits on the 
business in his territory. There is 
no overliead charge to his territory be- 
cause we feel the salesman is in no 
way accountable for the amount of 
overhead handling the business after 
it once comes in. The only charges 
against his territory are the actual 
salary paid to him plus his actual ex- 
penses. 
* * * 


Pay Percentage of 
Gross Profit 


By 
M. G. WILLIAMS 


Vice-President 
Matthews Electric Supply Co. 
Birmingham, Ala. 
HE subject of salesmen’s compen- 
sation is a very important one 
with us and we 
have given it due 
consideration. For 
a number of years 
we paid straight 
salary, but three 
years ago put into 
effect the plan 
that we are now 
using and is prov- 
ing satisfactory to the company and 
salesmen. In addition to a fair sal- 
ary we compensate salesmen for extra 
effort as follows: 


Our trading area is divided into 
sales districts, and all merchandise 
shipped into these districts is credited 
to the salesman assigned to the dis- 
trict. Over a period of years we have 
sales records which make it possible, 
at the beginning of each year, to as- 
sign sales quotas by classification to 
each salesman. 


In this way we determine what per- 
centage of the total operating expense 
of the company each salesman’s terri- 
tory must bear. For example, sup- 
pose salesman A has a total sales 
volume representing 16 per cent of 
total sales of the company. If the 
operating expense of the company 
amounts to $20,000 for the month, 


then before extra compensation 
earned, salesman A must produce | 
per cent of $20,000 or $8,200.) 
After the company has earned a giv: :; 
percentage on the capital stock, sal: 
man A will participate in a fixed px 
centage of gross profit over $3,200.0)). 

Extra earned compensation is pai! 
monthly but based on a yearly per- 
formance and twenty-five per cent «i 
compensation earned is held back un- 
til the end of the year. A salesma) 
may show a profit gain for nine 
months of the year and during tli 
fourth quarter slow up somewhat ani 
the twenty-five per cent held in r- 
serve will serve to balance up tli 
year’s performance. 

No salesman can receive extra com 
pensation unless the company shows 
a profit for the month. However, «. 
the plan is based on a yearly per- 
formance, there is an incentive for 
each salesman to put extra effort in 
each month’s business. 

Inasmuch as each salesman’s dis- 
trict must carry a fixed share of the 
operating expense of the company, the 
salesman must operate as economical|\ 
as possible and sell profitable mer- 
chandise. 

Any plan must necessarily be flex- 
ible and subject to slight changes 
from time to time. 

* & 


Not Afraid of Over- 


Paying 
By J. L. OWEN 


General Mgr. 
E. B. Latham & Co. 
New York 


UR method of compensating our 
salesmen has not been changed 
for the past 20 
years. We have 
always favored 
the idea of a 
small salary and 
commission on 
gross sales, wit! 
some exceptions. 
as in case of 
carload of pipe or 
some other transaction showing 
small profit. The infrequent changes 
in our sales force indicate that th: 
salesmen are well satisfied with our 
plan. Some people disagree with us 
as to our method of compensation. 
feeling that we are over-paying them 
but as they are our first consideration 
we want them to feel that they ar 
an important factor in our success. 
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Jobbers’ Salesmen 
should watch for this 
page each month for 
instructions as to the 
field to cover for the 
following 30 days 











| | 
“BUFFALO BREEZO” 


ime to Sell 
BREEZO Fans 





OBBERS’ salesmen should realize that the vast 
market for ventilating fans is increasing year 
after year. Factories, theatres, offices, laundries, 
garages, all are showing an awakened interest in 
proper ventilation. 


If, during the month of February, you concentrate 
on the sale of exhaust fans to the following prospects, 
at the end of the month you will find a satisfactory 
volume of business in this line has been secured: 


Drug Stores—Practically all drug stores serve 
luncheons at the present time. In the winter months 
the only way the unpleasant odor can be banished is 
by exhaust fans. 


Billiard and Pool Rooms—These two games are 
popular at this time of the year. No one will patronize 
a pool room where the smoke is so thick it can be “cut 
with a knife.”” Proper ventilation here is a necessity. 


Garages—Garage doors are closed during the winter 
months. Danger of sickness or even fatalities is high 
due to monoxide poisoning. Ventilation here is a 
healthful measure—an appeal which can not be resisted. 


Buffalo Breezo Exhaust Fans are built right, priced 
right and operate right. Get your share of this business. 


Buffalo Forge Company 


201 Mortimer Street Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
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Drawing Account and 
Share of Gross Profits 
By C.G. YUNDT 
Sales Mgr. 
Kubec Electric Co. 
Chicago 
E give our salesmen a guar- 
anteed drawing account and 
a share of the gross profits. Our ex- 
perience is that this is the best plan, 
inasmuch as if a larger volume of 
business and more profitable items 
are sold by our salesmen they natur- 
ally receive a larger compensation. 
This plan has been in operation by 
us for approximately two years and 
we find that it is working out better 
than other plans which we have had 
in effect in the past. 


* * * 


Electrical Credit Barometer 

The accompanying tabulation shows 
the number of delinquent accounts, 
and the 
amounts as reported to the National 


the total amounts average 
Electrical Credit Association by mem- 
ber manufacturers jobbers 
through its various divisions, for De- 
cember, 1926, as compared with the 
Also 
these figures are shown for the 12 
months’ period of 1925-26. 


and 


same month the previous year. 
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Selling Lighting To a Bank 
By C. F. FARGO 
McKenney & Waterbury Co., Boston 


OW many young men of this 
generation that are connected 
with the lighting industry and in- 
of lighting fixtures 


stallation can 





C. F. Fargo 


in re- 
build- 
a hun- 
that I 
times, 


give the desired information 
gard to lighting banks, office 
ings, and schools? Out of over 
dred lighting fixture salesmen 
have interviewed at different 
I have found no two that could ex- 
plain the best way to lay out a light- 


“THE ELECTRICAL CREDIT BAROMETER” 


DECEMBER 31, 
ACCOUNTS REPORTED 


NUMBER OF 


1926 











%o To 
Increase Increase 

DIVISION December or 12 months or 
1925 1926 Decrease 1925 1926 Decrease 
Mew Tike? 3 deescensh un Qe 259 3820 +238.6 % 4129 4157 + 7 % 
Middle & Southern Atlantic.. 180 151 —16.1 % 2695 2202 —18.3 % 
New- Bmgland 00.0.6 vesecees 80 147 +83.7 % 985 1500 +58.2 % 
PRG Se ox 60s des aoe reas 87 380 —18.9 % 230 270 +17.38 % 
Oneal Gk v5 Seti sc see 947 790 —16.6 % 10521 10112 — 3.88% 
TOTAE: F554, Gee 1503 1488 — 4.382% 18560 = 18241 — 171% 

TOTAL AMOUNTS REPORTED 

%o Jo 
Increase Increase 

or or 
December Decrease 12 months Decrease 

1925 1926 1925 1926 
New York ........$ 34,902 $ 45,379 +380 % $580,982 $ 615,129 + 5.88% 
Middle & S. Atlantic 18,931 26,262 +38.7 % 334,803 270,782 —19.1 % 
New England ..... 6,689 13,322 +99.1 % 104,470 107,893 + 32 % 
Pacific Coast ...... 5,018 2,826 —43.6 % 31,786 38,233 +202 % 
Ge | ere eee 118,558 93,529 —21.1 % 1,308,952 1,223,360 — 6.53% 
TOTAL _ ....$184,098 $181,318 — 1.51% $2,360,973 $2,255,397 — 4.47% 
AVERAGE AMOUNTS 

12 months 

December December 
1925 1926 - 1925 1926 
Mea) DORK OG c.o+s ceca tases esnas eee $142 $141 $147 
Middle & Southern Atlantic ...... 105 174 124 123 
New RORIMAINE. c.<....306 65 x Shedrens2 83 90 106 71 
PAG COOKE 56:53 ose abe ee is 135 94. 138 141 
RINE he tes osama ae Ca 125 118 124 121 





ing scheme. Most of them will s | 
that they generally sight space wi: 
their eye, and the average ba. 
president or office manager will {: 
low .their instructions on account | 
the salesman’s connection with tl). 
lighting fixture business. 

I had an occasion the other da, 
to be called into one of the large. 
bankirig rooms in the East. Th, 
president informed me that he had 
had a problem on his mind for « 
long time. His trouble, he claimed. 
was due to the fact that just as soon 
as his clerks got to work they lost 
théir energy. I looked the ground 
over casually and told him at onc: 
the reason he was not satisfied. | 
asked the privilege of installing a 
sample fixture in a dark part otf 
the bank and changed the conditions 
under which the clerks were working, 
mainly by having a green blotter un- 
der their eyes and a green diffusing 
shade above, so that the eyeball was 
not constantly expanding. The re 
sults were marvelous and I was 
ordered to install these lighting fix- 
tures in the balance of the bank th: 
same way. 

From my experience, I find that 
the greatest problem is to get the 
best results in large offices where 
there are a number of girls em- 
ployed. I always want to discourage 
individual desk lighting as the port- 
able lamps are expensive and take 
up a great deal of room. 


I always find the best thing to do 
is to make a floor plan of each office. 
as I find that each individual instal- 
lation requires different treatment. 
Do not have the lighting units scat- 
tered because that will throw shad- 
ows on the work. Space the fixtures 
15 feet apart and 6 feet from either 
wall in the center putting them 9 
feet from the floor in high studded 
rooms, and 7 feet in low studded 
rooms. 

In almost every case the office man- 
ager or bank manager wants informa- 
tion on this question when he sends 
for a lighting fixture salesman. And 
how many of these salesmen have to 
make a guess of the results they wil! 
get when the work is completed. 

If you were going to make exte1 
sive alterations in your building, you 
would consult an architect or engi 


neer Then why not consult an ex- 
pert on your lighting problems. 
which is one of the most essentia! 


things you will have to contend with: 
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Vulcanized 
Code Wire 


Every foot of Rome Code Wire is 
vulcanized. Baked in shallow pans at 
the correct temperature for a given 
time, it comes out of this process 
stronger and with a greater longevity. 


Such care and attention to details 
is characteristic of the work in the 
Rome Mills on all Rome Wires. From 
wire bar to finished copper wire their 
manufacture is under Rome supervision. 

An opportunity to quote on any of 
your wire requirements will always be 
welcome. 


ROME WIRE COMPANY 
ROME, N. Y. 


ROME WIRE 


FROM WIRE BAR TO FINISHED COPPER WIRE 
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S. Spencer Wilson Gets the 
“Cesco” Watch 


The annual banquet of the Charles- 
ton Electrical Supply Co., of Charles- 
ton, W. Va., was held at the Kanawha 
Hotel December 30, 1926. The most 
interesting feature of the program was 
the announcement of the winner of 
the 1926 “Cesco” watch to that mem- 
ber of the sales department who had 
performed the best all-around service 





S. Spencer Wilson 
during the year 1926. The winner 
was S. Spencer Wilson. 

Beginning with 1927, the ““Cesco”’ 
watch will be awarded annually to 
that member of the entire organiza- 
tion who, in the opinion of the officers, 
has performed the best all-around 
service during the year. If the prize 
is won more than once by the same 
member of the organization a suitable 
substitute will be presented. 

* * 


Braid Electric in New Home 


On January 1, the Braid Electric 
Co., electrical and radio jobber at 
Nashville, Tenn., moved into its new 
home at 107 Ninth Ave., South. Not 
only does this new location afford it 
more room, which it has been needing 
for some time, but also it more con- 
venient for local customers in park- 
ing both in front and rear of the 
building, as it extends through to 
Tenth Ave. There will. be no change 
in the personnel of the company, yet 
a complete change in the manner of 
handling orders will take place. 

















New Quarters for Toledo Sales 

The Toledo “Electric Sales Co., 
Toledo, Ohio, has purchased a new 
building at 1214 Jackson Ave., 
Toledo, and expects to move in about 
March 15. 


* * * 
“Bill” Kranzer Goes To 
Bermuda 

Mr. and Mrs. Wm. J. Kranzer, of 
Crannell, Nugent & Kranzer, New 
York, sailed for Bermuda on Dec. 27. 
All Bill’s friends wished him “bon 
voyage” and a good rest, and these 
sentiments went for the other side 
of the house also. 

“Well,” said one of the boys, “I'm 
glad to hear it, for Bill deserves 
some relaxation. But say, should any 
one cry ‘bridge’ would Bill scurry to 
the upper deck?” 


* * * 


New York Jobbers Move to 
Larger Locations 


Among the jobbers in New York 
who will be forced to increase their 
facilities for the new year are Cran- 
nell, Nugent & Kranzer and the Os- 
trander Electrical Supply Corp. Cran- 
nell, Nugent & Kranzer, who have 
been located at 110 West 30th St. for 
a number of years will move to 114 
West 24th St. where they will occu- 
py an up-to-date, fire-proof building, 
with a total floor space of 20,000 sq. 
ft., extending from block to block 
and affording ample facilities for 
shipping and receiving. 

The company has enjoyed a grad- 
ual and healthy growth. Its policy 
has always been to stock only the 
highest quality of electrical goods 
and to serve its customers, large and 
small, with equal fairness. 

L. W. Crannell is president, W. J. 
Kranzer, vice-president, James H. 
Hughes, secretary, Irving Protoss, 
purchasing agent and James E. 
Reaney, sales manager. _ 

The Ostrander Corp. moved Febru- 
ary 1 from 371 Broadway to 18 War- 
ren St., where it will have an in- 
creased space of 5000 sq. ft. The offi- 





cers are: Wm. H. Vogel, president: 
D. S. Kelley, vice-president; E. K 
Burkimer, secretary and treasurer, 
and C. E. Clement and J. G. Stan- 
ley, directors. 

On January 1, the Gertler Electric 
Co., 220 West 83rd St., New York, 
having for some time occupied the 
basement and store at that address, 
took over the whole building. The 
additional two floors will be used as 
a show room for it complete line of 
fixtures and also for its radio dis- 
play, including Crosley and Balkite. 

Jack Greenfield formerly buyer for 
one of the largest jobbing houses in 
New York has been added to the 
staff of the above concern. 


3 * 


George Milner Starts Jobbing 
Business 

Geo. S. Milner who is well known 

in the jobbing business, and who was 


Gea. S. Milner 


formerly general manager of the 
Erner Electric Co., Cleveland, has 
opened a jobbing business of his own 
under the name of Milner Electric 
Co., 83060 East Superior Ave., Cleve- 
land. Mr. Milner has been out of 
the jobbing business for the past two 
years and operated an appliance com- 
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‘od a “Lifetime Guarantee’ 
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STERLING REFLECTOR 
a a as atv a4, No. 221 
STERLING REFLECTOR ; xet yo OU VL ee .< 
No. 261 \ 2 wes c\ ww LIGHTING 
for SHOW WINDOW Ae 
LIGHTING 


STERLING REFLECTOR 
No. -253 
for SHOW WINDOW 
LIGHTING 


STERLING REFLECTOR 
No. 223 
for SHOW WINDOW 
LIGHTING 


WHAT greater assurance of QUALITY, SERVICE, and SATISFACTION 
could you have in the Reflectors you sell than to KNOW that they are made 
of the finest quality materials and workmanship and backed with a “Lifetime 
Guarantee.” STERLING STIPPLE Reflectors are of that character. They 
occupy a distinctive place in the Reflector field because of many exclusive 
features—and sell readily because of the greater opportunities for sales and 
profits which they afford. Sell STERLING Reflectors with a LIFETIME 
GUARANTEE. Shapes and sizes for all requirements in efficient lighting. 


Reflector & Illuminating Co. 


Manufacturers & Engineers 


(411 Jackson Blvd. } Silvered Glass CHICAGO, ILL. 
Onduring Lustre 
No eS 
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pany in Cleveland. The set-up of the 
new organization is as follows: Geo. 
S. Milner, president and treasurer, J. 
A. Milner, vice-president and secre- 
tary. 

* * * 


“Hesarbs” Hold Big Meeting 


The fourteenth annual convention 
of the Electrical Supply & Equipment 
Co. was held on Saturday, January 
8, at the Ten Eyck Hotel in Albany, 
N. Y. This is the second year that 
the scenes for ‘‘Hesarbville” have 
been set in Albany, and from all in- 
dications of the good time enjoyed it 
might be a good idea to take a 99 
vear lease on this location. 

Following the usual custom, the 
morning 10 
o'clock, was devoted to a meeting of 


session, beginning at 
the entire organization of the E. S. 
& E. Co., J. O Morris, vice-president 
and general manager of the company 
acting as chairman. 

The prizes which are given each 
vear to the four men in the sales de- 
partment who sold the _ greatest 
amount of merchandise during the 
vear, awarded follows: 
First prize, Preobla of the 
Wilkes Barre house; second prize, F. 


were as 


John 
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A. Ablett, assistant sales manager of 
the Albany house; third prize, Frank 
May of the Albany house; fourth 
prize, Harry Acker of the Scranton 
house. A number of service pins were 
also presented. These are earned 
from the standpoint of length of serv- 
ice with the company. 

Beginning at 2:30 o'clock, a gen- 
eral meeting or open session was held, 
at which time addresses were given 
by the following manufactures repre- 
sented by E. S. & E. Co.: W. L. 
Rodgers, president of the Gainaday 
Electric Co.; Fred Wellman, vice- 
president, Electrical Research Labor- 
atories, Inc.; H. G. Grosse, president 
of the American Ironing Machine Co. ; 
H. J. Francis, promotional manager, 
General Contract Purchase Corp.; J. 
R. Colville, publicity department, 
National Lamp Works, and D. S. 
Spector, general manager merchandis- 
ing division, Federal-Brandes Corp. 


At seven o'clock the doors opened, 
or rather the “E. S. & E. Co. Special” 
stopped at “Eatsburg,”’ for the con- 
vention was run on the plan that the 
guests were on board a fast train and 
that each session, from the registra- 
tion desk to the show following the 


























City Electric Company’s new building at Syracuse, N. Y. 
to right: I. Munshen, S. Finklestein, L. Gross, William Blaich, Ed. Pope, H. Rebeck, 


L. Kretkowski, L. Gordon, N. G. Menter. 


J. S. Isaacs, Samuel Weinstein, S. Cohen, M. Schwartzberg. 


Group top row, left 


Lower row: L. Wallace, F. A. O’Connell, 


banquet, were stations. Of cour ¢ 
through tickets allowing for sto))- 
overs were supplied when you reg: 
tered. 


At the tables, the manufacture, 
were well represented—Santa hai 
been there and had left at each place 
a plate full of presents. There were 
Mazda lamps, “Erla’” ash trays and 
tricky hats, Colt cigarette holders, H 
& H. screw drivers, Chicago Fuse 
pencils and a number of other usefu! 
gifts from the manufacturers who are 
represented by the E. S. & E. Co. 


No convention is ever complete un- 
less there is a show put on as the 
closing number, and E. S. & E. Co. 
did themselves proud by giving thie 
boys the best that comes—The Calif 
ornia Night-Hawks—the highest class 
vaudeville act on the stage today 
Space does not allow for a detail re 
view of the act, but don’t miss it 
when it comes to town. In addition 
to the Night-Hawks, there were 
number of other musical and dance 
acts. 


Together with the entire organiza 
tion of the E. S. & E. Co. there were 
about 300 manufacturers and dealers 
present. 

* * * 


A Live Organization 

As previously announced, the Cit) 
Electric Co., of Syracuse, N. Y., is 
located in a new building and a pic 
ture of it is now available. The build 
ing is called the City Electric Co., 
Building and the electrical wholesale 
house occupies one of the stores, the 
main office being on the ground floor, 
fixture studio on the second floor and 
the stock rooms on the third and 
fourth floors. 


People living in the vicinity of 
Syracuse on the night of October 16. 
last, may have heard strange noises 
and hilarity at Barnum’s_§ Three 
Rivers. If so they might have known 
that it was the banquet in celebration 
of this company’s opening. One o! 
the features of the evening was tlic 
“rending” of several songs by ° 
quartette composed of “Lew” Wallace. 
“Mac” O’Connell, Harry Rebeck and 
“Sed” Cohen, accompanied at tlic 
piano by Bill Blaich. 


J. Isaacs and Samuel Weinstein, 
proprietors of the City Electric Co., 
were presented with a_ beautifi 


bronze tablet commemorating the ov- 
casion. 
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Heavy Duty Gas and 
Vapor Proof Fixture 


Glassteel Diffuser 
White Porcelain 





Enameled Steel Re- 





For Installation where 
Gases and Explosive 





| { Vapors Exist 
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Published in the interest of a more complete 
fellowship with Salesmen everywhere, 


by the Benjamin Electric Mfg. Co. 


flector and Totally 
Enclosing Glass Bowl 
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Chicago, February, 1927 








Crysteel Refrigerator Cabinets 


The Last Word in Cabinets Built 
for Mechanical Refrigeration 


There is a famous slogan attached 
to a famous make of automobile, run- 
ning “When Better Automobiles are 
Built, etc.” Adapting it to the new 
mechanical and electrical refrigeration 
era, we can well say, in announcing 
our line of Crysteel Refrigerator Cab- 


inets, “When Better Cabinets are 
3uilt, Benjamin Will Build Them.” 
It is but natural that Benjamin 
would build an extraordinarily satis- 
and _ beautiful 
For years they have been 


factory refrigeration 
cabinet. 


making seamless linings for the finest 
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Crysteel De Luxe Model All-Meta 


l Covered Porcelain Enameled 


Steel Refrigerator Cabinet 


ice refrigerators made. Recently the 
most practical and beautiful box of- 
fered in any complete refrigeration 
unit is made by Benjamin at its 
Crysteel Works at Desplaines, III. 

Crysteel Refrigerator Cabinets are 
made in several sizes to accommodate 
practically every standard make of 
electric refrigerating unit. 
tail regarding food chambers, cooling 
compartments, ventilation, air circula- 
tion, etc., has been worked out by ex- 
pert designers and fashioned out of 
the best material available by highly 
skilled workmen. 

The frame is made of 
hardwood; the joints being mortised 
and securely fashioned together. This 


Every de- 


seasoned 


construction is warp proof and strain 
The insulation 
special pure sheet corkboard, 1% to 
3 inches thick, cemented and 
with special odorless asphaltum be- 


proof. consists of 


sealed 


tween moisture and vermin proof 
sheathing. 

The linings are one-piece, seamless 
porcelain enameled and the entire re- 
frigerator is all metal, Armco iron, 
porcelain enameled inside and out. 
All sections are full formed 
radius corners, giving the cabinets a 
beautiful and substantial 
The continuous, smooth surfaces make 
cleaning extremely easy. 

An automatic dome 
switches on when the 
opened, so as to illuminate the in- 
terior, and a drinking water cooler 
self closing faucet are special 
all-white 


with 


appearance. 


light, which 


doors are 


with 
features of the 
enameled Crysteel cabinets. 

Crysteel cabinets are 
lot of attention and will undoubtedly 
become a prominent feature of elec- 


porcelain 
attracting a 
trical refrigeration development. It 


is suggested that interested 
notify us at once, so that they may 


parties 


receive all forthcoming announce- 


ments. 


Mr. H. R. Heitzmann, who has been 
representing Benjamin in_ Illinois, 
handling radio products for the last 
year, has been transferred to Dallas, 
Tex., and will handle the general line 
of Benjamin products. 
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A number of communities have 
taken advantage of the momentum 
gained last year and have geared 
quickly into the new Industrial Light- 
ing Activity. Mr. Joseph F. Becker, 
chairman of the Industrial Lighting 
Committee of the Commercial Section 
of the National Electric Light Asso- 
ciation reports a fine acceptance and 
splendid progress for the new cam- 
paign. 

The Industrial Lighting Committee 
has published an “Industrial Lighting 
Book of Facts,’ which is easily the 
most instructive, useful and inspiring 
document ever put out on the subject 
of industrial lighting. It tells just how 
the most successful campaigns were 
organized and the results that were 
accomplished. 

According to the “fact book,” 49.8 
per cent of the prospect list was sold 
on the idea of better lighting, while 
23.7 per cent actually put in a better 
lighting installation. 

It is estimated that over the entire 
country 738,277 reflectors were in- 
stalled. Based upon the above per- 
centages, less than half of the favor- 
able prospects have been converted 
and there is still another 50 per cent 
of the total prospect list untouched. 

Of interest to the supply man and 
dealer, it is shown that the average 
factory installation involves $442.00 
in material and labor, only $130.00. of 
this going into reflectors and $312.00 
going into wiring accessories and con- 
tracting. 

The central station comes in for its 
share also. It is estimated that in the 
18,300 factories which installed better 
lighting, there was an increase of 90,- 
500 kilowatts, or a revenue increase 
per year of $4,345,000.00. 


The Chicago Activity 

One of the most interesting year 
end activities was that of the Chicago 
Industrial Lighting Committee, under 
the direction of The Electric Associa- 
tion. This was a jobbers’ salesmen’s 
affair and seventeen supply jobbers 
entered with a total of fifty men ac- 
tually competing for cash _ prizes 
amounting to $400.00. 

A total of 735 jobs were reported 
sold, with a total of 19,480 industrial 
reflectors. Of these 12,752 were 
placed in old buildings. 

First prize of $150.00 was won by 
Mr. Johnson of the Electrical Devel- 
opment & Equipment Co.; second 





The Benjamin Reflector 
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prize of $100.00 by Mr. Lounsbery, of 
the Graybar Electric Company; third 
prize of $50.00, by Mr. Wood, of the 
Commonwealth Edison Company. 
There were also ten prizes of $10.00 
each, won by Mr. Wilde, of Hyland 
Electric Company; Mr. Gerler, of 
Revere Electric Company; Mr. Gowie, 
of Commonwealth Edison Company; 
Mr. Wiley, of Graybar Electric Com- 
pany; Mr. Meyer, of Commonwealth 
Edison Company; Mr. Hill, of 
Hawkins Electric Supply Company; 
Mr. Laning, of American Electric 
Supply Company; Mr. Quirk, of Gray- 
bar Electric Company; Mr. Holmes, 
of Commonwealth Edison Company 
and Mr. Thomas, of Graybar Electric 
Company. 


Other Notable Activities 


We are cooperating with a number 
of local organizations, furnishing part 
or all of the sales promotional and 
educational literature. Among _ the 
campaigns now going on are Penn.- 
Ohio Light & Power Company, New- 
castle, Pa. in charge of Mr. E. J. 
Friedrich; Ohio Power Company, 
Portsmouth, Ohio, in charge of Mr. C. 
E. Parks; Rockford Electric Com- 
pany, Rockford, IIl., in charge of Mr. 
R. C. Tallmadge; Coghlin Electric 
Company, Worcester, Mass., in charge 
of Mr. E. B. Coghlin; Hoboken Elec- 
tric Supply Company, Hoboken, N. J., 
and with the Tri-Cities Electric 
League of Moline, Rock Island and 
Davenport, and the Hudson Valley 
Electric League, covering Pough- 


keepsie, Kingston, Newburgh and 
other cities in that vicinity of New 
York State. 

Industrial Lighting Campaigns are 
in prospect for Pennsylvania Public 
Service Company, Johnstown, Pa.: 
Duquesne Light Company, Pittsburgh, 
Pa.; Metropolitan Edison Company, 
Lebanon, Pa., Metropolitan Edison 
Company, Reading, Pa.; Interstate 
Public Service Company, New Albany, 
Ind.; Bissell Company, Toledo, Ohio; 
Benton Harbor, St. Joe Railway & 
Light Company, Benton Harbor, 
Mich.; Central Illinois Electric Com- 
pany, Springfield, Ill.; Universal Elec- 
tric Company, Peoria, IIl.; Tennessee 
Electric Power Company, Chatta- 
nooga, Tenn.; Dallas Power & Light 
Company, Dallas, Tex.; Superior Elec- 
tric Company, Baker, Oregon; Wash- 
ington Water Power Company, 
Spokane, Wash.; and Great Western 
Power Company of California, San 
Francisco, Calif. 


Kind Words Over 
Good Results 


Mr. R. C. Tallmadge, of the Illu- 
minating Engineering Department of 
the Rockford Electric Company, 
writes: “We want to thank you for 
your very good service in arranging 
our letters for this campaign. . . . be- 
fore the season is over we will do a 
nice business in Rockford.” 

Concerning a campaign run during 
the late summer, Mr. Robert Mc- 
Murray, Industrial Engineer of the 
Interstate Public Service Company, 
Indianapolis, Ind., says: “We are hav- 
ing some very gratifying results on 
our industrial lighting, much of 
which I attribute to the direct mail 
campaigns which we completed some 
time ago.” 





Here is some tangible evidence of prosperity in the Southland. 
The animate object in the foreground is a Graybar Electric Com- 
pany truck leaving the Birmingham, Ala. warehouse loaded with 
Benjamin Fluted Bowl Type RR equipment with hoods and dust tight 
— — Two truck loads on one order. They are buying big 
own there. 
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The Benjamin Reflector 


Here is a Good One 

Mr. F. K. Simmons, Chief Indus- 
trial Service Engineer of the Black- 
stone Valley Gas & Electric Com- 
pany, Pawtucket, R. I., makes a most 
interesting report as follows: 

“This year we concentrated on 385 
individuals in 254 industrial concerns. 
We used the plan and material of the 
Benjamin Electric Mfg. Co., supple- 
mented by two letters of our own. 
The campaign was opened on October 
4, with a personally signed letter tell- 
ing the customer that we were about 
to send him the material and request- 
ing his attention. The letter was fol- 
lowed with the mailings from your 
plan. This material was sent once 
every week for five weeks. The cam- 
paign was closed with a personally 
signed letter calling attention to the 
fact that our staff of engineers would 
be pleased to make recommendations 
and also that we would be glad to 
mail them a copy of “Correct Illu- 
mination in Industry” if they so desired. 
We received 47 cards which were im- 
mediately followed up with personal 
calls. So far we have delivered 20 
layouts with a total increased load of 
295 kilowatts. Thirteen of these cus- 
tomers are at present engaged in mak- 


ing the recommended changes. Their 
increased load totals 141 kilowatts. In 
addition to the above we have eleven 
industrial concerns who have been 
sold the idea of correct illumination 
and for which we expect to make lay- 
outs within the next two or three 
weeks.” 

Quite recently, Mr. K. F. Grover, 
Illuminating Engineer of the Bing- 
hamton Light, Heat & Power Com- 
pany, Binghamton, N. Y., said: “It is 
hard to estimate results as we are still 
getting requests for lighting informa- 
tion and I have no doubt the cam- 
paign has resulted in the sale of sev- 
eral hundred Benjamin reflectors. Sev- 
eral of our large factories have come 
through in good shape and are buy- 
ing reflectors in large quantities.” 


Here’s a new one that will prove a 
fine item for dealers, electric shops, 
hardware stores and in fact anywhere 
that household appliances are being 
sold. 


IS THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 


Benjamin Safety Stand for 
Electric Irons. 


It is the new Benjamin Automatic 
Safety Stand for Electric Irons. In 
addition to many other advantages its 
big feature is that its use makes it im- 
possible to cause a fire or damage 
goods being ironed through the iron 
being overheated when left in circuit 
when the ironing is interrupted. 

All insurance companies recommend 
placing irons on a protective stand. 
With the automatic safety stand, it 
isn’t necessary to pull a switch, un- 
screw the plug or disconnect the at- 
tachment plug cap. Thus, in addition 
to giving longer service to the iron, 
absolutely preventing burnouts, stop- 
ping all danger of iron fires, it gives 
the cord a longer life, and that’s an 
important item in electric iron service. 











The “Curing” department of the Gillette Rubber Company’s plant at Eau Claire, Wis. The building is 250 feet long, 
by 64 feet wide. There are installed at present 52 Ben-ox RLM units, 200 watts, spaced on 13 foot centers one way and 
16 foot the other. There are soon to be installed 36 more units in the same department and eventually the whole plant 
will be illuminated with Benjamin industrial lighting equipment. Mr. R. L. Scott, plant engineer of the Gillette Rubber 
Company, laid out the lighting plan and superintended the installation of the equipment. We are indebted to Mr. Frank 
Radeck, salesman for the Graybar Electric Company, Minneapolis, for the photograph. 
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The Benjamin Reflector 


Show Case Lighting Campaigns 


were run in thirty-seven different 
communities during the latter part of 
the year. Several are under way at 
present and a number of important 
campaigns are in prospect. The ac 
tivity is becoming more and more a 
year around feature, except just before 
and immediately following the holiday 
season. 

These campaigns are opening up an 
interesting source of new business. 
Something that may be participated in 
by jobber, contractor, dealer and 
utility. 

Show Case Lighting Campaigns are 
Milwaukee, Wis., 
through Electric 
and at Omaha, Nebr., under the direc- 


now running at 
Magaw Company, 
tion of the Nebraska Power Company, 
while the Philadelphia Electric Com- 
Company, 
Sound 


pany, Amboy Lighting 
Perth Amboy, N. J., 
Power & Light Company, at Everett, 
Wash., and Northern Ohio 
Company, Akron, Ohio, are planning 


Puget 
Power 


campaigns to begin soon, 
Commenting on past experiences, 
Mr. K. F. Grover, Illuminating Engi- 
neer of the Binghamton (N. Y.) 
Light, Heat & Power Company, said: 
“T wish to thank you very kindly for 
the Show Case Lighting Campaign 
material and congratulate you on the 
manner in which the material is pre- 
pared for mailing, as it is certainly a 
very fine service for central stations.” 
Mr. N. A. Taggart, the Tennessee 
Electric Chatta- 
nooga, said: “We want to thank you 


Power Company, 
for the interest you have shown dur- 
ing the campaign, and for the splen- 
did way in which you have been han- 
dling it from your offlce. We are 


certain that some very good results 
are forthcoming.” 


Benjamin Radio Products 

Receive Wide Recognition 

Benjamin radio products have been 
given outstanding recognition by the 
most prominent radio engineers and 
receiving set designers ever since they 
appeared on the market, but during 
the last radio season of activity, say 
from August to December, they ap- 
peared with extraordinary frequency. 

In just a few months eleven radio 
magazines published from two to ten 
articles discribing hook-ups in which 
Benjamin radio products were fea- 
These included Cle-Ra-Tone 


registered 100 per 


tured. 

Sockets, 
cent; coils, condensers, brackets and 
In addition to the magazine 
articles, scores of newspapers in va- 


which 
switches. 


rious parts of the country featured 
these products in the hook-up articles. 
Over 100 articles have appeared dur- 
ing the year, dealing with over 50 dis- 
tinct hook-ups. 

Among the prominent circuits in 
which Benjamin products have been 
featured are the Hammarlund-Roberts 
Hi-Q, Infradyne, Henry Lyford, Im- 
proved Browning-Drake, Evening 
Post Nine-in-Line, Victoreen, L. C.- 
27, Karas Equamatic, Aero-Dyne Re- 
ceiver, Qualitone Receiver, Diamond 
of the Air, Daven Bass Note, Six- 
Tube Shielded, Camfield Duoformer, 
Walbert Isofarad, Grimes 
Inverse-Duplex, World's Record 
Super, St. James Receiver, Controllo- 
dyne, H. L.-1927, Lincoln, Madison- 
Moore and Melo-Heald. 


Ultimax, 














Motor-Driven Howler 
Solves Tough Signalling 
Problems 


Not long ago the Des Moines Sa 
and Gravel Company had a lot 
trouble getting a signal which wou 


Benjamin Motor-Driven Howler. 


be loud and penetrating enough 
tone to serve their purposes. As soor 
learned of the Benjami: 


Howler they eagerly 


as they 
Motor-—Driven 
installed one and gave it a trial. Re- 
sults were highly  satisfactory—the 
new unit was found ideal for the pur- 
pose. Dozens of other concerns in 
the past few months—railroads, mines, 
and industries hitherto 
been unable to secure a satisfactory 
signal for “that tough signalling job” 
have found the Motor-Driven Howler 


which had 


ideal. The regular Benjamin signals 
are of course more than amply noisy 
for every ordinary purpose, but in 
those few hard jobs you encounter, 
remember to specify the No. 8175 unit 


—“it satisfies!” 


A New Straight Line 


Frequency Condenser 

A new and _ improved 

Straight Line Frequency Condenser is 

now ready for delivery in .00035 mfd 

capacity. The .00025 and .0005 mfd 
sizes will be ready shortly. 


Benjamin 

















A Fine Example of the Effect of Benjamin Show Case Illumination. 
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L. K. Cushing Celebrates Thir- 
tieth Electrical Birthday 


On January 14, L. K. Cushing, 
secretary of the Illinois Electric Co., 
Chicago, celebrated his thirtieth birth- 
day in the electrical industry. 

Back in 1897, Mr. Cushing secured 
his first “job” with the Central Elec- 
tric Co., Chicago, as assistant ship- 
ping clerk under T. I. Stacey (now 
deceased) who later 
president and secretary of the Elec- 
But let 


became  vice- 
tric Appliance Co., Chicago. 
us hear Mr. Cushing’s version: 

“In 1898 N. G. (Nate) Harvey, 
Carl Keith, F. E. Healy (deceased) 
and I decided to go into the jobbing 
business. We had no place to start, 
but finally did secure a little office in 
1 corner of Chicago’s loop. 

“Our first stock order was a prob- 
lem but after considerable figuring we 
had listed what we considered an or- 





L. K. Cushing 
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der of sufficient size for a new job- 
ber. We were astounded, however, to 
learn that it ran into $1,500, which 
figure, needless to say, seemed very, 
very large in those days. 

“Shortly after we were established 
from Warren, Ohio, 
He had heard 


Elmer Gilmore 
walked into our office. 
of our starting and dropped in to see 
‘How were we fixed for lamps?’ El- 
mer represented the Warren Electric 
& Specialty Company which later be- 
came the Peerless Lamp Co. The old 
timers will recall that there was a 
considerable number of bases in those 


days. I recall the T.H., the Edison, 
the U. S., and the Westinghouse. El- 


mer finally wrote out an order for a 
barrel of lamps, after which I took 
him aside and explained that our as- 
sets consisted more of knowledge than 
cash and there was some doubt in my 
mind if not in his, that he would ex- 
This 


trouble collecting. 


perience 





frankness he apparently appreciated 
for the lamps were shipped. An in 
teresting sequel to all of this is that 
the Illinois Electric Co. continued to 
from Mr. 


In fact, for two years 


purchase lamps Gilmore 
until he died. 
after his death, we continued to pur- 
total 


sales running into many millions of 


chase from his company, the 
dollars. 

“The _ first 
would be satisfied with $50,000 worth 
And, I remember to this 
day what the figures really were. We 
sold exactly $168,000 worth of mer- 


year we figured we 


of business. 


chandise -that first year. 

“But we worked and worked hard. 
I recall one Saturday night the four 
of us started to fold pamphlets to 
get them in the mail as soon as pos- 
sible. Unconscious of the hours fly 
ing by it was eight o'clock Sunday 
morning before we dropped our task. 

“Another interesting anecdote was 
my: going down the street to a res- 
taurant and while there suggesting to 
the proprietor that he install ceiling 
arranged were 


fans. The terms I 


half cash and half meals. Going back 
to the office I ‘slapped’ the order 
down on Nate’s desk and said, ‘Here, 
at least, is where we eat for a couple 
of months.” ’ 

Mr. Cushing's friends have not for- 
gotten the date. The office presented 
him with a beautiful bouquet of flow 
ers, “Jim” McGill dropped in from 
Valparaiso to extend his congratula- 
tions, and his old friend B. B. (Burt) 


from St. Paul was also on 
hand to give his best wishes for many 


Downs 


more birthdays. 

Perhaps the most pleasant happen- 
ing of the day was a letter received 
from Nate Harvey now on the coast. 
These two men have been as close as 
brothers during this period, and down 
through the years each day has seen 
a cementing of that friendship. The 
letter, too personal to quote here, re- 
flects the personality of the mer con 
cerned. It contains a glowing trib 
ute to the value of friendship and to 
the respect of one man for another 
Mr. Harvey would have been pleased 
if not touched by the pleasure which 
his thoughtful message gave to his 
old friend Mr. Cushing at the passing 
of another milestone of life. 

* * * 
Lindley Leases Store 

The Lindley Electric Supply Co., 
Philadelphia, Pa, leased a store dur 
ing the holiday season to take care of 


its contractor trade. 
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Up 80 
the Sales 


The 1926 sales of ILG 
ducts were the largest in :h 
history of the busin 
Again July and Noven 
were the peak months, 
which is evidence of the «ll- 
year-’round selling possibi- 
lities in the ventilation 
market. 
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the 


New and Improved 
built-in 


[LGAIR 


Electric Ventilator 


EEPING pace with the growing interest in elec- 

tric ventilation, Ilg presents another advanced 
idea to the Home Market — a built-in ILGAIR 
Ventilator—a weather-tight cabinet which the con- 
tractor can install at an extremely low cost. 


This new and improved built-in ILGAIR is a real 
innovation—recognized by every Architect, Builder, 
Jobber and Dealer who has seen it as a notable de- 
velopment in the progress of electric ventilation. 


The outstanding feature is the automatic operation, which is con- 
trolled by the opening and closing of the cabinet door. When the 
door is opened to a half-way position, it releases a jam switch, which 
makes contact with the electrical current and starts the ventilator. 
The closing of the door breaks the electrical current and stops it. 
There is positively no cold drafts 
when the cabinet door is closed. The 
ILG Automatic Shutter on the out- 
ide protects the 
motor from rain, 
ow and moisture. 
The entire outfit is made, 
ld, tested and guaran- 
teed as a complete unit. 
(gain we point out to every 
jobber’s sales organization 
t the day is here when no 
ome is really modern without 
n ILGAIR and this new built-in 
type offers increased money-making 
possibilities in the market which Ilg 
has pioneered and developed. Write 
r new bulletin and details of our 
-operative Sales Program for 1927. 



































_ Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 









4 me 





This is an exterior view 
of the built-in ILGAIR 
Ventilator, showing it in 
action and the shutter 
open. When Ventilator is 
running the sbutter 
held open by the force of 
the air current. Whenthe 
Ventilator is turned off 
the shutter closes automa 
tically by gravity. 


The built-in ILGAIR 
Ventilator is made in two 
sizes: 12 inches and 16- 
inches. Send for literature 
containing complete spe- 
cifications and installation 
suggestions and instruct- 
ions. 





4 
UMS fret 
Neo , 


The view to the left shows the built-in ILGAIR ready to install. 
All necessary hardware isfurnished. The cabinet is solidly con- 
structed, equipped with a panel glass door and finished in White 
Lacquer. The Ventilator and Shutter are mounted sothe complete 
outfit can be easily removed from the inside by taking out four 
screws. Thus, after the cabinet is installed the equipment can be 
stored for safe keeping until the building is ready for occupancy. 


For Offices, Stores, 
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Four new salesmen have been em- 
ployed by the Wholesale Electric Co., 
of San Francisco, Calif. Leo. Fun- 
chess and Bob Doryfus are two coun- 
try salesmen, K. W. Stubblefield will 
travel the Oakland territory and C. 
V. Snow is now manager of the West- 
inghouse lamp department. This 
company has employed Ted 
Schroeder as head of the shipping de- 
partment and Bill Mahoffey and Ray 
Vargas as his assistants. 


also 


Cuas. B. 
salesman with the East Coast Elec- 
trical Supply Co., Inc., New York. 


Puipaip, Jr., is a new 


E. S. Moorer will travel part of S. 
for the Carolina Electrical 
Supply Co., of Spartenburg. He for- 
merly traveled this same field with 
the Western Electric Co., which 
should be a great help toward suc- 


Carolina 


cess in his new connection. 

Ciayton Situ, formerly with 
Jno. W. MacMillan, has been em- 
ployed by the Woodill & Hulse Elec- 
tric Co., Los Angeles, Calif., to cover 
the city territory and some of the 
beach towns. He has a reputation as 
being a “hum-dinger” of a salesman. 


DARRELL JONES is a new man em- 
ployed by the Graybar Electric Co., 
at Salt Lake to take of the 
counter and stock records. Mr. Jones 
DeKay, who died 


care 


replaces Samuel J. 
December 24, 1926. 


H. G. Mona, formerly in the finan- 


cial department of the Jacksonville ° 


office of the Florida Electrical Supply 
Co., is now in this company’s order 
department at Miami, Fla. 
Before working at the Jacksonville 
office he was assistant manager of the 
Holt Electric Co., in the latter city. 


service 


H. E. Grimm and K. S. Roberts 
are two new salesmen with the United 
Electric Supply Co., Salt Lake City, 
Utah. W. S. Gowley has been em- 
ployed in the radio department of 
this same company. 


G. F. Hopper is a salesman work- 
ing from the Providence house of the 
Graybar Electric Co. Harry Daniels 
has been employed as correspondent 
of the Graybar at Boston, Mass. 


Two New counter men with the 
Robertson Supply Co., of Orlando, 
Fla., are James B. Neal and /M. 
Moore. A. L. Sessions has been taken 
on as shipping clerk by this company. 

Two New salesmen have been em- 
ployed by the Hartman-Speng Co., 
of Mansfield, Ohio, in the persons of 
O. P. Anderson and Von B. Poling. 








Tuomas Doyte, who is in the re- 
ceiving department of the Sager Elec- 
tric Supply Co., Lynn, Mass., has 
been made supervisor of receiving and 
Mr. Doyle also lends a 
hand at the counter in rush hours. 


shipping. 


W. C. Warson, formerly with the 
Frank H. Stewart Electric Co., at 
Philadelphia, is now traveling Balti- 
more city for the Shepherd-Fluharty 
Electric Co., Baltimore, Md. 




















These are 


Recalling 
men of Stanley & Patterson, Inc., New 
York, photographed while relaxing. Left, 
W. W. Frances, general service manager; 


pleasant days. 


center, W. R. Tench, assistant 
sales manager; right, A. E. 
general sales manager. 


supply 
Farrenkopf, 


D. H. Lewis, formerly in the shi 
ping department of the Penn El: 
trical Engineering Co., Scranton, P» . 
is now a salesman for this compan 


H. C. Hersuey is a new salesm: 
with the Colonial Electric Co., In: 
Philadelphia, Pa. 


Water F. Fuuiier, employed b; 
the Wesco Supply Co., St. Louis, Mo., 
for the past three years, has been 
transferred to their house at Spring 
field, Ill., to act as assistant to Mr 
Theobald, who is service manager 
there. 


Bos Hennessy has been employed 
by the Harbison & Gathright Co., 
Louisville, Ky., to travel Southern 
Illinois. 


C. M. Coxe, formerly with the Na 
tional Carbon Co., at St. Louis, is 
now working the Eastern Iowa ter 
ritory for the Julius Andrae & Sons 
Co., Mason City, Ia. V. Schmidt, 
just out of Uncle Sam’s Navy, has 
been employed in the shipping d 
partment, replacing E. J. Hoare, who 
has been transferred to the pricing 
department. 


W. W. Merzenruin is traveling 
the Wichita territory for the Amer 
ican Electric Co., of St. Joseph, Mo 


C. G. Hoar is a new city salesman 
with the MHughes-Peters Electric 
Corp., Columbus, Ohio. 

A New counter man with the In 
dependent Supply Co., Inc., Fort 
Wayne, Ind., is Hubert Hartman. 





THE service department of Woodil! 
& Hulse Electric Co., Los Angeles, 
Calif., has been moved into the prem 
ises at 111 E. Third St. The com 
pany will carry parts for most good 
electrical appliances. 


Linpey Electric Supply Co., Phil 
adelphia, Pa., has recently installed 
a Kardex system to take care of cost 
price records and inventory. 


E. H. Jounson “copped” first priz: 
in the Chicago Industrial Sales Light 
ing contest. Ivanhoe “Glassteel” and 
Rim reflectors, together with Holo 
phane lighting equipment gave him « 
very flexible line to help him ‘“‘put it 


, 


over.’ 
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Type “ A” 
Rectangular Unilet with 
Three-Wire Porcelain 
Cover 


Type “C” 
Rectangular Unilet with 
Rectangular Porcelain 
Receptacle 


UNILETS 


Type “‘LL’’ 
Rectangular Unilet with 
Blank Metal Cover 


te 


Type “LR” 
Rectangular Unilet with 
Cord Rosette 


Rectangular Unilet with 
Plug Receptacle 


Type “GSC” Unilet with 
Operating Handle for 
Snap Switches 


Type “FS” Unilet with Cover 


for Plug Receptacle 


























Unilets carry the wiring that 


prints the Milwaukee Journal 


When a great newspaper decides to 
build, contractors have to be on their 
toes. Only the most up-to-date, the 
most lasting and satisfactory material 
will be used. 

So when Milwaukee’s largest-cir- 
culation daily built its new home, 
all wiring for both lights and power 
was run through Appleton Unilets 
and Conduit Fittings. 

Unilets were chosen because 
their sizes were accurate, their cold- 
drawn steel shells tough and rigid, 


their bottoms flat and true, their 
variety of types and shapes so great 
that not a moment had to be lost in 
finding just the right fitting for 
every need. 

When you want to make doubly 
sure that you are supplying just the 
right materials for a thoroughly satis- 
factory job, sell Appleton Unilets. 

Remember: No-Thread* and 
Threaded styles are available in all types 
and with interchangeable covers. 


*Appleton-made since 1907 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue . Chicago, U.S. A. 


New York—150 Varick Street 


and CONDUIT 


STANDARD FOR 


Los Angeles—340 Azusa Street 


FITTINGS 


BETTER WIRING 
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Harry F. Ropgers, sales manager 
of the Southern Electric Co., Rich- 
mond, Va., was recently married to 
Miss Corinne Anderson. 


Tue Oklahoma City branch of the 
South West General Electric Supply 
Co. has recently opened a new and 
completely equipped radio service de- 
partment. This is in charge of G. R. 


Prell. 


Tue Rumsey Electric Co. of Phila- 
delphia has reported that E. P. 
Landis, Jr., has taken over the Allen- 
town, Pa. territory, A. W. Conover, 
the Virginia territory and J. B. Noros, 
the Scranton, Pa. territory. 


W. W. METZENTHIN is the young 
man to succeed Mr. Briggs in the 
southwestern Kansas territory of the 
American Electric Co. of St. Joseph, 
Mo. His duties as a regular sales- 
man began January 3. Prior to that 
time he had been radio specialist in 
the same territory. 





“On-To-Nexta” Twins, Vetter and 
Green of the Crown Electrical Supply 
Co., St. Louis, expect to make it trip- 
lets this year as A. H. Forbes expects 
Vetter and 


Green have been making regular trips 


to go down there too. 
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down to Nela each year for some time 
back and are getting to be regular 
Cleveland citizens now. 


Ensign Execrric Co., Minneapolis, 
Minn., has recently installed a new 
electrical fixture department handling 
both residential and commercial type 
fixtures. 

On A Catt to the Efengee Electric 
Co., in Chicago, Jos. Fink stated that 
1926 was one dandy year and that if 
he has just as good a year in ‘27 he 
will be perfectly satisfied. These 
statements were given almost word for 
word by Leonard Cohn, sales mana- 
ger, Triangle Electric Supply Co. 


BuiverieLp Supply Co., has added 
J. G. Mahan to its sales force as a 
specialty man, specializing on “Thor” 
washers and “Hotpoint” 
ranges and appliances. 

* * * 
Departmentalizing at Frost’s 
The concern of Samuel Frost, Inc., 

located at 41 W. 14th St., New York, 
has been established in business for 


ironers, 


the past 22 years. It is not a cor- 


poration but is run independently, 
with Samuel Frost as its head. While 


a one-man concern in the sense of 























On February 1 the Graybar Electric Company opened its sixtieth distributing 


house, selecting Ft. Wayne, Indiana, as the site. 


A very fine location was secured 


at 921 Barr St., just around the corner from the busiest section of the city. A 


joint office and warehouse has been fitted up in. the most up-to-date manner. 


Fred 


M. Barley (insert) who had been covering the Ft. Wayne territory as salesman, is in 
charge with the title of sales manager and H. T. Thompson is in charge of the office 


and warehouse. 


ownership, on the other hand it is 
excellent example of departmenta 
zation. 

The retail fixture department, wi: 
which are combined occasional fur 
ture and lamps, is under I. Sobel, « 
sisted by Leon Shields, Phill 
Susskind, L. Drimmer and Thes! 
Feltenstein. 

Murray Freed has charge of t! 
wholesale counter department. Wii 
him are Simon Chapitz, Louis Ga 
denberg and Max Goldblatt. 

The shipping department is w: 
fortified; in fact, this is one of tli: 
most important departments of tl: 
organization. Order pickers a 
packers are detailed to handle thi 
Edison Lamp business through on 
channel and checkers and_ ordey 
pickers are assigned to handle tli 
supply end of the business. Davy: 
Kruger has charge of this department. 
and has as his assistant Jack Gulker 
The receiving department is under 
Eddie Susskind. 

On the second floor of the build 
ing is the shop, where the mechanic- 
take care of all fixture business, and 


(} 


on this floor part of the fixture stock 
is kept, of which Morris Meisel ha- 
charge. The third, fourth and fift) 
floors of the building contain stock ot 
glassware, lamps, general 
etc. 

Regarding the delivery of all mer 
chandise, this is taken care of by 
three big auto trucks, of which Max. 
Mandy and Dave have control. Th: 
concern makes deliveries all throug! 
the Metropolitan 


supplies. 


territory, = and 
through New Jersey, as far as Pater 
son. 

The credit department has acquired 
the services of a new man, Charles 
Rohman, who has been connected wit! 
them for only two months. He is ably 
assisted by Nathan Frankel. 

Still another department, which is 
a very important one, is the lamp de 
partment, with Pauline Kleinman in 
charge, assisted by Mae Chananie. 

Stopping in the private office of th 
advertising and sales manager, you 
will be greeted by “Ed” J. Renshaw 
Some of the advertising work is on 
display in his office, including the 
“Samuel Frost Store News,” which is 
a newspaper published monthly. 

* * * 

Alla—‘“What is so rare as a day in 

June?” 


Gazzam—“A 
Scotland.” 


charity bazaar in 
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A Thin Dime, a New Link, 


15 Seconds— all you need to renew 


a Pierce Fuse. + - 


N case of emergency you don’t even need a 
screw driver to renew a Pierce Fuse. Just 
take a thin dime out of your pocket, apply 

it to the two screws that hold the link in 
place—out falls the old link and in clicks the 
new ! 


Pierce Fuses prove the truth of the old axiom 
—“the simpler the better”. There are only 
two parts and the link to a Pierce—but each 
part is so scientifically designed, so accurately 
and sturdily made that you will wonder why 
you have ever tolerated complicated fuses in 
your plant. Yet they cost no more to buy and 
far less to use—why not have them? 


Write forasample. See the two parts and the 
link for yourself. Your own two eyes will 
convince you that Pierce Fuses are better, safer 
and more economical. No obligation. 


) Listed and labeled by Underwriters’ Laboratories under 


the supervision of the National Board of Fire Underwriters. 
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Discovered! 


EpIror: 
these 


To THE 

For, lo, 
have been waiting to be discovered 
by THe Jopper’s SALESMAN, and now 
we have had the honor to receive a 
piece of mail direct from headquarters. 


many months, we 


Of course, we are only a branch, 
but, nevertheless, we bear the name 
of a distinguished family, and until 
we tear loose and make a reputation 
for ourselves, we needs must bask in 
the reflected glory of our parents. 

For many days we have wanted 
to take our typewriter in hand and 
tell you that we were here, but we 
have been so doggone busy, letting 
the trade know it, we have not had 
time to broadcast nationally. 

If your assertion is true that the 
jobber’s salesman is the most im- 
portant part of the industry, then 
you have been overlooking several 
cogs. 

Our house was opened June 7 
last, with L. W. Cline as district 
manager, a former city salesman in 
the Philadelphia house, Geo. L. 
Metz, a former Westinghouse supply 
salesman, G. Earle Conrad, who 
formerly graced the _ payroll of 
John Y. Parke Co. in Philadelphia, 
Lewis A. Owens, Jr., who cut his 
eye teeth with Garrett Miller & Co., 
Wilmington, and Donald McKaig, 
who starts his electrical experience 
with us. 

We may be years before we are 
eligible for the front page of the 
SALESMAN but you have plenty of 
room inside the covers so move some- 


body over and please give us some. 
It has been the writer’s desire to 
see a couple of pages devoted to the 
Roberts organization in some issue, 
as a pleasant change from seeing 
Graybar spattered from Genesis to 


Revelations and I believe we have 
enough places to fill up a lot of 
space with Philadelphia, Reading, 
Trenton, Wilmington, Baltimore, 
Washington, Syracuse, Albany, Utica 


and Binghamton. N’est-ce pas? 


LW. 
Roberts Electrical Supply Co. 
Wilmington, Del. 

Now you're talking, L. W., and it 
is the kind of music we have an ear 
for. While THe Jopsper’s SALESMAN 
has a news gathering organization 
that is second to none, in so far as 
the electrical jobbing industry is 
concerned, so many are the ramifi- 


CLINE, 


H. C. 


cations of that industry that it is 
humanly impossible for our men to 
get around to everybody with any 
degree of frequency. 

But the pages are open to all to 
relate the news about themselves and 
their organfzations. Not only that, 
but we are pleading with all to do 
it, for this is the stuff that makes 
the paper. Some respond voluntarily 
and never miss any bets. Naturally 
they get in more frequently. What 
we would like to see, following your 
lead, would be a letter from every 
last electrical jobber in the country, 
telling us something about himself 
and his men, what they are doing 
and how they do it. If necessary, 
we will set it in six point to get it 
all in. Yours for more publicity for 
deserving jobbers—The Editor. 


* * * 


The Lowly Blotter 


A. E. Loeb, president and _ sales 
manager of the Avery & Loeb Elec- 
tric Co., Columbus, Ohio, is using 
blotters with very good results as a 
part of his direct mail work. Many 
might think that the blotter is worked 
to death, but someone is always ring- 
ing a change, and getting returns. 
Mr. Loeb is putting out a series, 
which, for want of a better name 
might be called a girl series, although 
neatly tied in with lines he has to 
sell. All these are from posed photo- 
graphs, and the subjects are selected 
from among the many comely young 
women in the Columbus offices—cus- 
tomers’ of business mostly. 
He 5,000 month and 
sends them to his trade. They are 


places 


prints each 


inspected with unusual care and are 
not thrown away, interest largely «t- 
tached, evidently, to the fact that {)\ 
subjects are local people. 

* * * 


New Engineering Building 
in Chicago 

The Western Society of Engineers, 
Chicago, is soon to realize the dream 
of years—a home in the Engineering 
Building. It has entered into a con- 
tract with the constructors of this 
building which provides 
quarters for the Society for a min- 
imum of 10 years. The Engineering 
Building will be located on Wacker 
Drive and will occupy the southwest 
corner at Wells St. It will be a 
beautiful structure and will no doubt 
become the center for engineering 
and allied interests in Chicago and 
the Middle West. The Society will 


occupy nearly double the space now 


adequate 


occupied, and have the use of an au- 


ditorium seating 500." 
* * * 


B-R Holds Sales Conference 

On January 20, 21 and 22 the B-k 
Electric Supply Co., Kansas City, 
Mo., held its annual sales conference 
at the Kansas City Athletic Club. 
After the meeting was called to order 
by C. A. Annis, sales manager, and a 
message to the salesman was delivered 
by F. M. Bernardin, president, the 
conference was devoted to sales talks 
by manufacturers’ representatives 
whose lines B-R handles. 

On Friday January 21, a dance was 
given for all the employees of the 
company. 

















Effective Blotters 


Used by Avery & Loeb 





Reynolds Spring Company, 
Jackson, Michigan 
is a national institution supplying the require 


ments ot the nation, REYNO|ITE Electrical 


Devices, Automobile, Pullman and Furniture 
Springs, Upholstering and Fancy Leather, Molded 
Bakelite and Plastics. 

Reynolite Division sales representatives in all 


the principal cities ot the United States. 














CO DAvrsION. 


oe 





Single Receptacle Unit, Cat. 4001 
Outlet: 10 amp.—2 volts. 
REYNOLITE Singk ~ptacle embodies new 
featur acilitate t ‘ed installation costs 
Bakelite, the recep 


juiring one Operation 


bronze contact springs—securely 
depth: 11/16 inch. Plate pro 


to permit alignment 


h attaching screws. 


Attachn 
Plu; 


Plug isa 
design. Bronz 
cap prongs whit 
in insulation—s 
>IT6 long, Sta 


Molded of Bakel 


PRINT IN 





Utility Extension Tap 
Cat. 755 
YNOLITI 


Attractive 
icking contacts 


parallel, firmly 


] 

Terminal screws Duplex Receptacle Unit, Cat. 4002 
Each outlet: 10 amp.—250 volts. 

REYNOLITE Duplex [ 

plex unit, both recep 

Design 

Molded 


permane 


cating groove. 
atts—250 volts 


atmospher1 


i 
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REYNO|ITE 


ELECTRICAL 


Compare these quality products with 
all others for beauty, convenience 





Reynolite Cat. D-300 
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REYNOLDS SPRING COMPANY- JACKSON, MICH. 
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Schimmel Discusses Lamp 
Consignments 

How the consignment idea as ap- 

ied by the General Electric Com- 

iny, to the distribution of lamps has a 

ibilizing influence upon the industry 

a whole, and in addition to safe- 


vuarding legitimate profits, is teaching 
the electrical merchant fundamentals 

service, was brought out by Samuel 
Schimmel, president of the Schimmel 
Electric Supply Co., at the annual 
conference of agents held in Phila- 
delphia, Thursday evening, January 
13. The dinner meeting, which is be- 
coming an annual feature of that con- 
cern, was attended by 125 agents, 
served by the Schimmel Electric 
Supply Co. The guests of honor 
that evening included E. F. Strong, 
general manager of the Empire Lamp 
Division; Ralph W. Shenton of the 
engineering department of the Na- 
tional Lamp Works; E. D. Stryker 
of the publicity department, and Mr. 
G. R. Lawall. 

In a brief address of weleome, Mr. 
Schimmel mentioned the recent de- 
cision of the United States Supreme 
Court relative to the consignment idea 
ind pointed to the lesson American 
industry can learn from this decision. 

“T want to call your attention,” Mr. 
Schimmel declared, “‘to a most inter- 
esting decision. This decision should 
be known to all of us because of its 
tar reaching significance and because 
the electrical industry profits most by 
t. The day may come when other in- 
dustries will follow its example and 
profit accordingly. 

“Those of you who have followed 
lie trend of events know that any 
imber of attempts have been made 

the course of the last 15 years to 
pset the agency plan and the con- 
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signment method of mazda lamp mer- 
chandising as practiced by the Gen- 
eral Electric Co. The detractors con- 
stantly endeavored to force an inter- 
pretation upon this method which 
would make it wrong in the eyes of 
the law. They would have people be- 
lieve that this is an obnoxious form 
of monopoly leading to all sorts of 
evil. 

“You and I know better. Our ex- 
perience has taught us that the 
agency plan and the consignment 
method is today one of the most stab- 
ilized forms of merchandising, prop- 
erly safeguarding the interests of the 
consumer as well as of all those con- 
nected with the distribution. We know 
that it was through this method that 
the General Electric Co. has been 
able to build its wonderful scien- 
tific laboratories, where an outstand- 
ing personnel consisting of leading 
scientists in this country, is steadily 
engaged in research and development 
of the lamp and devising methods of 
economical distribution through which 
the ultimate and greatest gainers are 
We know that it is 
through the consignment method the 


the consumers. 


General Electric Co., has been able to 
develop the lamp to its present high 
stage of perfection, and also manage 
frequently to reduce its cost to the 
consumer. It was the consignment 
method more than anything else that 
has made it possible for the General 
Electric Co., to do these big things. 
I need not remind you that only in the 
last year there were two reductions 
in the price of lamps, so that as a 
matter of actual fact, the mazda lamp 
is one of the very few commodities 
that the consuming public is buying 
at prices which are lower than in 


pre-war days. This is something de 


serving the serious thought of those 


who are always talking about the high 
cost of things. No one forced these 
reductions, no one urged them. It 
was the inevitable result of a system 
which is interested in an equitable 
arrangement and proper adjustment 
of the industry to the consumer. 

“IT do not know of any other in 
dustry where the consumer is better 
protected than he is in the lamp in 
dustry. This is always done in a 
manner providing reasonable compen 
sation to the various agency forms 
connected in the distribution. No 
man who is looking forward to getting 
rich quick needs enter this business. 
On the other hand, the compensation 
is assured and definite. It is reason- 
able and always commensurate with 
the service rendered by the individual 
agent. The consignment method car- 
ries with it not only a fair price, but 
honest value and merchandise that is 
mechanically perfect. 

“All of this has not eliminated the 
If at all, it 


has served to eliminate that competi- 


element of competition. 


tion which frequently spells disaster 
to many a commercial enterprise. 
There is always present the whole- 
some and real competition with serv- 
ice as its basis, and all compensation 
is based on the nature of the com- 
petition and the service that is ren- 
dered. There can be a maximum or 
a minimum depending on the initiative 
of the individual agent. No pone can 
be a minus quality long. 

“Either because of their ignorance 
of the facts, or possibly for other 
reasons not disclosed, detractors, and 
shall I say, muckrakers, have ap- 
peared from time to time to question 
the legality of this consignment sys- 
tem. After vears of litigation the 
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Dinner in Honor of Schimmel Lamp Agents 
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PERFECLITE 
PRODUCTS - 
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THE MARK OF 
LIGHTING SERVICE 


erfeclite Products 


If you attended the Cleveland Fixture Exhibition, you no 
| doubt saw the 1927 Line of Perfeclite Products—a line of 
. products with special sales features, as noted below—a line 
you can sell readily meaning quick turnover and good profits. 


Perfeclite—A_ semi-indirect, commercial lighting unit 
containing a battery of patented mirror reflectors— 
20% greater efficiency. It comes in five globe sizes, 
10” to 20”—ceiling and pendant—from plain commer- 
cial to highly ornamental types—12 distinct classifica- 
tions. For schools, offices, stores and show rooms. 









Monarch Unit—A fine appearing, substantial quality fix- 
ture at moderate prices. Furnished in both ceiling and 
pendant types—5 globe sizes-—-4 designs. Plain and or- 
namental glassware and hanging equipment. All Mon- 
archs are equipped with Safety Screwless Holders. Used 
chiefly for office buildings and all major installations 
where speed of cleaning and relamping is secondary only 
to efficiency. 


Star Safety Hanger—A low priced, attractive, quick sell- 
ing screwless hanger for commercial lighting globes, man- 
ufactured under ONLI Patents, with one piece bridge 
canopy eliminating stem and complete with Porcelain 
Receptacle, enclosed terminals and asbestos covered wire! 
Finished in Statuary Bronze. 


Saleslite—Points a finger of light to the merchandise in 
the window. Made in two sizes—suitable for 200 to 
500 watt lamps. For show windows, store interiors, 
a theaters, cafes, dance halls, lobbies and any other place 
Lite) where strong attention-arresting light is desired. For 






MANUFACTURED BY 


THE PEPFECITIE® installation on ceiling, wall or floor. Complete with 
“CLEVELAND O: ~ color frames and assorted colors. 


Oe PERFECLITE COMPANY | 


MANUFACTURERS ~ DESIGNERS ~ ENGINEERS 


PERFECLITE 
PRODUCTS, 











Ligh lin g 








Perfeclite Building QGigg Cleveland 
E. 40th and Superior Ohio 
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PERFECLITE 
PRODUCTS 


( 


THE MARK OF 
LIGHTING SERVICE 
SS 


— Sales Builders for You 


If you did not attend the Cleveland Fixture Exhibition, 
read these two pages carefully—notice the broad scope of 
Perfeclite Products—how thoroly we cover every phase 
of the commercial lighting field. Then, let us send you 


complete catalogs, data and prices. Here’s a big opportunity 
to build sales in 1927: 





















Perfeclite-Coronet—An ornamental line embodying 
the Perfeclite idea. Exceptionally attractive in ap- 
pearance. Strong, rugged construction. For use on 
the better class installation where authentic period 
design is desired. 








Sanex Line—Hospital lighting equipment 
—dustproof, sanitary. Full flowing line 


h , safety holders, , 
ing every hospital need from operating = ANEXLINE | 7 


room to ward lighting. HOSPITAL LIGHTING EQUIPMENT 











Porc-o-lite—A new line of genuine por- y) 
celain units with smooth, flowing lines, 
screwless shade attachment and self-lock- 
ing socket with all mechanical parts and 
attachment features totally concealed. 
For bathrooms, lavatories, kitchens, dress- P ORG O-L ITE 
ing rooms, bed rooms, hospitals, labora- VRS Ori cG 
ae GENUINE PORCELAIN UNITS 
tories and corridors. 


Swivelite—A spot and flood light used 
for the same purposes as the Saleslite. It 
differs from this unit in that it can be 


screwed into any standard socket like a éewl VEL 
lamp. Made in two sizes for 100 to 200 THE PEF ECLITE © 
watt lamps. Provided with color frames CLEVELAND O° ~ 


and assorted colors. 


Oe PERFECLITE COMPANY 


MANUFACTURERS ~ DESIGNERS ~ ENGINEERS 


} PERFECLITE 
PRODUCTS 
Ligh lin g 











Equipment 
i Perfeclite Building Cleveland 
E. 40th and Superior Ohio 
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matter was finally brought to the 
highest tribunal in this country, our 
Supreme Court. In the decision ren- 
dered by the Chief Justice, former 
President Taft, it is made clear that 
this method is not only practical, not 
only advantageous, but has every 
sanction of the law. In other words, 
the U. S. Supreme Court has placed 
its seal of approval upon the proced- 
ure which you and I have long ago 
learned to recognize as most valuable 
in the conduct of business.” 

* * * 


“Seeing is Believing” 

The above phrase is as “old as the 
hills’ but do you take full advantage 
of the possibilities it offers? 

The Midland Lamp Division has a 
demonstration room in its Chicago 
headquarters office, that its customers 
and agents may realize the advan- 
tages of good lighting through “‘see- 
ing,’ and as a possible example to 
their distributors of what they may 
do in their own offices to help assure 
the sale of “proper and adequate”’ 
lighting. 

The row of fixtures shown in the 
upper left of the picture, tell the 
story of progress in the manufacture 
of industrial reflectors while the row 
at the right are fixtures representa- 
tive of only modern designs for com- 
mercial lighting. 

Several combinations of general 
lighting are possible with the ceiling 
fixtures. The R. L. M. reflectors are 
used in conjunction with other equip- 
ment to show the necessity of good 
illumination for fast and accurate pro- 
duction. Direct, indirect and semi- 
direct lighting of various kinds can 
be demonstrated by means of two 
specially designed lighting units, one 
of which is shown in the picture sus- 
pended from the ceiling by four 
chains. The different lighting effects 
from this unit are controlled by 
means of the switches in the cabinet 
on the far wall. 

The show window is of sufficient 
size to show trims, displays and ad- 
vertisements under high and low in- 
tensities and to demonstrate the 
effect of spot and color lighting. 

Portable demonstration equipment 
such as the small trunk, to be used 
in showing glare, effect of various in- 
tensities and of color lighting, etc., 
and a special speed of vision device 
are available for use, both in the 
room and for lectures elsewhere. This 
equipment is shown on the table at 


the rear of the room. The moving 
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Fixture Display and Demonstration Room 


picture projector also is portable. 

Specially designed head-lights are 
equipped to permit the use of differ- 
ent lenses and lamps, allowing a com- 
parison to be made of the various 
types, by throwing the beam upon a 
sereen which is concealed above the 
show window when not in use. It is 
further possible to demonstrate the 
loss of light control, when the lamp 
is slightly out of focus. Spot light- 
ing equipment also is available for 
study. 

The large table in the center of 
the room is furnished with miscella- 
neous equipment and data, including 
footcandle meters for measuring the 
amount of illumination, library for 
reference use, miniature projector 
for moving pictures and current peri- 
odicals and bulletins. 

Above these many possibilities, the 
room has been so planned that sales 
conferences or customer meetings can 
be held with little or no rearrange- 
ment. 

We are informed that the reaction 
of the trade to such rooms is so posi- 
tive that a number of manufacturers 
are following the example of the Mid- 
land Division and that some jobbers 
have either followed suit on a small 


scale or have planned to do so. 
* * * 


Death of 
Ralph E. Tryon 


An announcement has come from 
Listenwalter & Gough, Inc., of San 
Francisco, telling of the death of 
Ralph E., 


their radio department, which  oc- 


Tryon, the manager of 


curred on the 13th of January. 





Illinois Holds Important 
Meetings 

On January 24, 25, and 26 t! 
Illinois Electric Co., Chicago held it 
annual sales conference followed « 
January 27 by a “Sales Promotio: 
meeting for its dealers. 

The first two days of the sales coi 
ference were devoted to the gener: 
line while the last day was given o\ 
to “specialty’’ manufacturers. Thes: 
meetings were operated in a rath: 
unique manner although there is 
tendency among the electrical jobber 
to adopt this new method. Instead « 
the usual style of sales conference i: 
was decided to have the various manu 
facturers’ representatives located i: 
rooms in an hotel. The salesmen wer: 
then sent in groups of three or fou 
to these various rooms where an op 
portunity was afforded the factor) 
representative to give an_ intimate 
talk to the men on his particular lin 
Traveling in ‘this fashion from 
room to room the salesmen absorbed 
in thorough fashion the sales points ot 
each product due to the conversationa 
and personal type of talk each repre 
sentative could give. The latter als: 
made a report to John Duncan, sales 


manager of the Illinois Electric Co.. 


on his impressions of just how com 
pletely the men absorbed his talk, th 
questions they asked, the interest the 
took. 

The Peoria, Illinois branch of the 
company also attended this  con- 
ference. 

The dealer meeting on January 27 
was held in the Crystal Ballroom of 
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In arranging 
“Central Black” 
and “Central 
White” Conduit 
the stock 
room each bun- 
dle is placed in 
vertical position 
as illustrated 
here. This is 
lone to protect 
the coating .and 
t facilitate 
handling. 


This is No. 12 of 
a series showing 
operations in the 
making of ‘“‘Cen- 
tral” Conduit. 





A corner of the spacious “Central” 
Stock Room 































The Means and The Method q 


of “Central Service” | 


The final stages of your journey through the “Central” Plant show 4 
the stock room. Adjacent to it is the railroad siding where “Central : 
Black” and “Central White” Conduit is loaded in a box car as 
illustrated below. 


eer 


“Central” Conduit is 
carried into the car 
one bundle at a time 
The larger sizes are 
placed on bottom and 
the load is built up 
until completed. Then 
it is blocked securely 
to prevent shifting 





An interior view of a box car in the “Central” Yard showing how 


“Central Black” and “‘Central White’ Conduit is loaded. 
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the La Salle hotel, Chicago. It con- 
sisted of the “Road show” being put 
on by the Westinghouse Agent Job- 
bers over the country in co-operation 
with the Westinghouse Lamp Co., and 
the Westinghouse Electric & Manu- 
facturing Co. 

The Westinghouse sales promotion 
team consisting of J. A. Clark, C. J. 


Campbell, and C. B. de- 


livered the lectures on the merchan- 


Bateman 


dising lines, mazda lamps, advertising 
and sales promotion work. 

In the 
tendered the guests at which J. S. 
Trittle, 


dising 


evening a banquet was 


general manager, Merchan- 


Division, of Westinghouse 
talked on “Electrical Merchandising 


the A. E. 
Allen, vice-president of the Westing- 


now and in future” and 


house Lamp Co., spoke on “How the 


dealer can help in building lamp 
sales.’ After the addresses, KYW 
stars entertained, ably assisted by 


Benson's “College Four” orchestra. 
The 


both the Chicago and Peoria houses 


entire sales organization of 
as well as approximately 200 dealers 
attended this meeting. 


* * * 


Southwest G. E. Opens 
Warehouse at Amarillo 


One of the important developments 
in Texas is the opening of a new 
Amarillo warehouse and sales office of 
the Southwest General Electric Sup- 


ply Co. at Amarillo, the two story 





building being located at 802 S. Grant 


Ave. Formal opening date was set 
for January 15. 
The North Plains of the Texas 


Panhandle have been pioneered by T. 
O. Steffens of Amarillo, whose dili- 
gence and hard work has developed 
the business in this section to the 
point to where it was deemed ad- 
visable to put in first-class warehouse 
stocks to take care of the needs of 
the growing country. 

Along with the opening of this 
warehouse comes a slight change in 
the firm name of Southwest General 
Electric Co. which will be known as 
the Southwest General Electric Sup- 
ply Co. This company enjoys a 
large, growing business in Texas, op- 
erating in addition to the Amarillo 
warehouse, head office at Dallas, and 
other branches at Houston, Oklahoma 
City and Tulsa. 

Another important feature of this 
warehouse stock will be special stocks 
of oil well derrick lighting equipment, 
which is being used very extensively 
to safeguard lives of workmen and re- 
duce casualties in oil field develop- 
ment. This particular equipment is 
a recent development of vapor-proof 
construction and prevents ignition of 
gas escaping from wells while being 
drilled or when they are brought in. 

The personnel of the Amarillo 
warehouse will be: T. O. Steffens, 
sales agent; G. B. Valkus, Amarillo 
manager; J. G. Parker, city salesman; 
P. K. Matthews, office sales; and H. 
A. Hitt, service manager. 


— 
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The New Home of Pierce 
in Tampa 


Opening of the new three-s: sry 
building of the Pierce Electric ©) 
of Tampa, Fla. was announced J xy 
uary 6, by B. E. Pearce, vice-pr:si 
dent and general manager. This stra 
ture is one of the largest and most 
complete in the state devoted to ele 
trical jobbing purposes, and is |o.- 
cated at 710 Bell St. It is of 
concrete construction, tile and stucco, 
fronting 71 ft. on Bell St. and 175 
ft. in depth. 

The structure was designed }y 
J. F. Pierce, president of the com 
and it 
features. 


pany incorporates 
unique Mr. Pierce, 


makes it his hobby to provide facili 


many 


whi 


ties for the company visited a num 
ber of large plants in the north and 
east in making plans. 


Quarters and equipment for tli 
shipping and service departments ar 
furnished on the first floor. A load 


ing pit, constructed of concrete, is 
provided for customers at the riglit 
of the At the left 
side is a huge loading pit for the us 


side entrance. 


of company trucks and a mammot! 
electric elevator of sufficient size t 
hoist a loaded delivery truck to th 


roof, stopping at any floor. This 
arrangement expedites unloading 
service and saves an immense sum 


in labor costs. 











——— — 
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On December 27, all Graybar salesmen in the Chicago terri- 
tory gathered at the home office for a four days’ sales confer- 
H. Gleason, presided at the sessions 
and most of the time was given over to the office specialists who 
expounded their various lines and introduced new items that 


ence. Sales Manager, J. 


had been brought out during the year. 


In the evenings, informal gatherings with manufacturers and 
On Thursday all of the out-of-town men 


agents were held. 





tories in the vicinity. 
Herbert Metz, the 


New York to spend a day at the conference. 


—_ 


were taken on a sight seeing tour, visiting the Western Electric 
Company’s plant at Hawthorne and dropping in on other fa 


Graybar advertising manager, came fro 
He reviewed some 


of the problems that had arisen in the process of acquainting 





the public with the change from Western Electric Co. to Gra 
bar and gave a synopsis of the advertising plans for 1927 
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These (artons help make sales for the Dealer 


because they each picture a Bryant “Superior Wiring Device’ and illustrate its use. Many 
people would buy when in your store if they saw a Bryant “Dubl-Duty” socket or a 
Bryant “Spar Tap” for instance, attractively placed before them - inviting ownership. 
That is what these splendidly illustrated cut-outs, cut-out boxes, and lithographed con- 
tainers do - they invite the caller in your store - to buy. 


All of these Bryant devices are household electrical necessities. 
These cartons on display prove themselves real “Silent Salesmen” 


BRYANT NO.750 JUS PLADANT 


Shines in the Dark © 


MADE WITH GENUINE RADIL 





The Bryant 


i : ss a | 
| Phug-IN Bryant No. 750 Bryant No. A V > 
Putt Socxer | «<Unpark’’ Luminous PENDANTS <<Spar Tap”’ 





Bhs 


A-BETTER-way 





=™ BRYANT 
Bryant No. A V 17 KH’? Apapter BRYANT 
«<Dusi-Dury’’ Socket APPLIANCE SWITCH PLUG 


In your next Bry ANT order include these 
devices, and use these display cartons to 
help you make sales. 


WANT BRYANT in ECTRIC com lp 


ie Beis wit Bs 


ie Bes 1421 STATE STREET, BRIDGEPORT, Conn, wit Bs 


q 





New York, 342 Madison Ave. Cuicaco, 84g West Adam: St. San Francisco, 749 New Montgomery St. 
The largest plant in the world devoted exclusively to the manufacture of Electric Wiring Devices 
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Offices of the shipping and service 
departments are equipped in the most 
modern fashion. General offices of 
the firm are maintained in the front 
portion of the second floor and the 
rear of this floor is given over to 
storage. The third floor contains the 
radio department and other storage 
room. 

As unique as the method of un- 
loading goods is the system utilized 
in dispatching merchandise from the 
upper floors to the loading docks. 
Outgoing merchandise is placed on a 
“lowrator,’ which is in truth a com- 
mercial dumbwaiter, and sent to the 
lower floor. The device, which was 
installed at an expenditure of several 
thousands of dollars, is operated by 
the weight of the goods and since the 
series of the miniature freight eleva- 
tors operate on an endless chain, the 
stock superintendent always is en- 
abled to give immediate service. 

The entire building embraces about 
50,000 sq. ft. of floor space, as com- 
pared with approximately 25,000 at 
the old location on Franklin street. 

It is equipped throughout with a 
sprinkler system and is as fireproof 
as is possible for a building to be. 

Railroad siding is provided at the 
rear of the building as another aid 
to speedy unloading and loading of 
merchandise. 

Simultaneously with the announce- 
ment of the new building a great 
10 page section came out in the 
Tampa Sunday Tribune devoted al- 
most wholly to articles about the 
Pierce Electric Co. and to advertise- 
ments of the latter as well as those 
of a great number of Pierce suppliers. 
It was a big publicity feature ex- 
tremely well handled. 

It is stated that the business of the 
company has increased 800 per cent 
in the last five years. And annual 
sales are now about $2,800,000. 

Pierce Brothers Electric Co. was 
formed in 1901 by J. F. 
present president of the Pierce Elec- 
brother, W. G. 


Pierce, now retired. The company 


Pierce, 
tric Co., and his 


opened for business at 105 Lafayette 
street in a small room, which they 
have described as ‘“‘a hole in the 
wall.”’ 

From that time up until the pres- 
ent era, the firm’s business has shown 
a steady, satisfying progress which 
has been a credit to the owners and 
concrete evidence of their square deal 
methods of business. 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS’ THE MOST IMPORTANT MAN IN THE INDUST y” 


i “y/ 


Wes 
a 


. 


i 
i 
2 
Rs 
: 





The photograph from which this halftone engraving was made was transmitted 
over A, T. & T. wires from Los Angeles to Chicago. The fine screen seen in 
the reproduction is not quite as clear in the halftone as it was in the Chicago 
photograph as it came from the reproducing machine, but gives a fairly correct 


idea. The picture shows George Young, 
he had won the Catalina Marathon and, 
Underwood Photo. 


the youthful Toronto swimmer, just after 
incidentally, the $25,000 Wrigley prize 





Robertson Goes A-Fishing 


W. E. Robertson, of the Robert- 
son-Cataract Electric Co., Buffalo, is 
a fisherman. Now the recognized 
proof of that fact in most men’s lives 
is a picture of the “Izaac Waltoner”’ 
taken just after he has snared (or 
whatever they call it) a pike, a shark, 
Not so with W. 
EK. He undoubtedly boasts of being 


or what have you. 


the only man in the jobbing business 
who can display in his office a loving 
cup for his prowess at the piscatorial 
art. 

A great believer in specialization, 
Mr. Robertson carries this through to 
his fishing. Anyone can drop a line 
with a wiggling worm on the end of 
it into the ocean and catch something. 
They don’t pass out loving cups for 
that. 

Anyone can cast a line into a bass- 
They 


don’t donate loving cups for that. 


ridden river and secure a bass. 


But, when one is given a choice of 
poles, varied in color, told to choose 
one, and then catch a fish of the same 
color scheme—that’s fishing. 

At the 
Atlantic City convention of the E. 
S. J. A., the Edison Lamp Works 
installed a pond of colored fish. A 


It all came about this way: 


pole was given each contestant and 
ie was turned loose to catch a fish 
I t i | t tel fis] 


in the pond of a corresponding color. 


It took W. E. 
snare (there it is again) his fish. 
Returning to Buffalo, he thought 


just 18 seconds to 


more of his ability, even going so tar 
as to neglect having his picture taken 

The Edison Lamp Works could not 
however allow such an achievement 
to go unsung. A few weeks ago Mr 
Robertson received a_ package. It 
was duly opened but revealed not): 
ing. So to make a long story longer. 
we ll say the package was discarded 

It occurred to Miss Simpson, Mr 
Robertson’s capable secretary, that it 
really was awfully silly of the Edison 
Lamp Works to go to the trouble o! 
sending her boss a carton of exce! 
sior. She pondered over this thoug!)! 
at luncheon and returning to the o! 
fice decided to specialize on a litt! 
research work. Her efforts were not 
About four o’clock in tli 
afternoon she finally discovered tha 


in vain. 


the carton did after all contain som: 


thing besides shreaded wheat, fo 
there was a loving cup, probably th 
smallest in existence, but engraved 
with the undeniable proof of W. E’s 


prowess. *% * % 


Pat and Mike were looking into 
jeweler’s window. 

“Mike,” said Pat, “how'd ve loik t 
have your pick here?” 

“Faith,” 
rather have me shovel.” 


Mike, “Oi: 


answered 
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_§| The Policy : | 
-—f| Behind the Product Se et eee 


A. Rt. MeNally, Pres. (inset) with five members of staff 


We are mighty proud to be the sales 
rt agents of the Eastern Tube & Tool Co. in 
. the Ohio Territory. Proud of the "Ettco" 
: line, proud of its Quality and proud of 
‘ the Service and Square Deal Policy behind ETTCO PRODUCTS 
it, 
It is not difficult to sell "Ettco." ETTCO TUBE 
Why? Because our customers not only know NON-METALLIC FLEXIBLE CONDUIT 
t the quality of this product, but they 


know they'll get the shipment promptly 


after the order. They feel confident that ETTCO STEEL 


they are buying a product with a square FLEXIBLE STEEL CONDUIT ARMORED CABLE 
deal policy behind it which means service 
in every sense of the word to them. ETTCO-FLEX 

We thank the Eastern Tube & Tool Co. NON-METALLIC SHEATHED CABLE 


for giving us this opportunity to voice 
our opinion of the "Ettco" line. 


&. i eee Cone Eastern Tube & Tool Co., Inc. 
Cleveland, Ohio BROOKLYN, N. Y. 





ANOTHER INTERESTING MESSAGE 
WILL APPEAR NEXT MONTH 
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Another Big Building Year 
Ahead 


The closing figures of the year 
1926 show an astounding total nation- 
al expenditure of well over $6,000,- 
000,000 in new building construction. 
Including alterations and unrecorded 
this total probably 
$7,000,000,000, thus 
establishing for the past year an un- 
precedented record of 
activity and one which probably will 


transactions, 
measures over 
construction 


be unequalled for many years to come. 

“When the figures were tabulated 
for 1925,” says C. Stanley Taylor of 
the “Architectural “ft was 
felt that that year had probably es- 
tablished a total which might never 
be equalled, and while the conserva- 
forecasts -for 1926 promised 
another billion dollar building 
year, it was not conceived by anyone 
that this figure would be as greatly 
exceeded as it has been. 

“Similarly, it is difficult to con- 
ceive that the year 1927 will record 
as great a national building invest- 
ment as that of 1926. All indications 
point to the fact that while 1927 will 
probably prove to be one of the great 
years of building history, its total in- 


Forum,” 


tive 
six 


vestment in new building construc- 
be approximately 12 per 
cent less than 1926. In 
words, the forecast of the ‘“Architec- 


tion will 


in other 
tural Forum,” based on an extensive 
survey indicates for 1927 a total of 
about six billion dollars as opposed 
to the seven billion dollar record of 
1926.” 

For several years past, the “Archi- 
tectural Forum” has carried out a 
comprehensive survey among. archi- 
tects, obtaining over 2,000 confidential 
of work on the 


reports actually 





ANNUAL CHANGES 
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BUILDING N. EASTERN N. ATLANTIC S$. BASTERN S. WESTERN MIDDLE WESTERN 2 1 
TvPss STATES STATES STATES STATES STATES STATES U.S.A. 
Automotive $8,605,000 $37,070,000 — $8,887.500 $8,735,000 $52,365,000 $21,470,000 $137,132.50 
Banks 16,000,000 81,425,000 4,485,000 6,700,000 41,050,000 8,997,500 158,657,50: 
‘Apartments 21,757,500 331,602,500 14,500,000 25,317,500 157,047,500 57,775,000 608,000,00 
Apartment Hotels 6,337,500 117,362,500 5,562,500 5,675,000 48,150,000 25,150,000 208,237,50 
Clubs preemat om 11,882,500 62,362,500 9,687,500 12,395,000 73,667,500 37,845,000 207,840, 00 
Community witli 4,337,500 29,570,000 1,112,500 18,815,000 31,275,000 ‘11,522,500 96,632,501 
Churches 39,345,000 99,840,000 ‘12,937,500 35,402,500 90,960,000 36,415,000 314,900.00 
Dwellings sims" 8,555,000 40,607,500 7,925,000 12,990,000 31,867,500 13,875,000 115,820,001 
Dwellings ge 7,925,000 39,687,500 6,095,000 11,940,000 38,737,500 12,095,000 116,480,00 
Dwellings {2%, 8,075,000 33,520,000 2,212,500 5,915,000 29,220,000 11,387,500 90,330,001 
Hotels 20,970,000 92,442,500 25,762,500 37,725,000 92,950,000 66,917,500 336,767,50% 
Hospitals 17,850,000 126,937,500 7,850,000 18,465,000 78,222,500 23,622,500 272,947,501 
it Industrial 42,362,500 134,205,000 2,415,000 18,555,000 139,455,000 17,797,500 354,790,00 
Office Buildings 32,250,000 —«194,140,000 7,757,500 47,385,000 267,845,000 68,250,000 617,627,500 
Public Buildings 28,102,500 102,027,500 6,950,000 10,912,500 65,845,000 56,440,000 270,277,500 
Schools 52,900,000 144,950,000 24,770,000 43,325,000 219,080,000 ‘81,215,000 566,240,000 
Stores 5,417,500 42,025,000 _‘14,072,500 7,567,500 25,487,500 12,497,500 107,067,500 
Theaters 18,637,500 54,747,500 6,995,000 11,012,500 93,367,500 14,892,500 _199,652.500 
Welfare vaca. 7,425,000 24,167,500 4,262,500 4,745,000 30,537,500 6,280,000 77,417,500 
a eee ot $358,735,000  $1,788,690,000 $174,240,000 — $343,577,500 — $1,607,130,000 $584,445,000 — $4,856,817,500 
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Detailed Forecast of New Building Construction for 1927. 


These 


Figures Only Represent Work Being Planned by Architects 


* Architects Plan Only 20% of Small Houses—Multiply by 5 for Grand Total. 


Plan 


boards or seriously contemplated to 
reach the contract stage the follow- 
ing year. Having those actual figures 
in hand, it has been found possible to 
apply a series of ratios which have 
resulted each year in a fairly close 
approximation of actual figures ulti- 
mately recorded. Primarily, of course, 
this forecast deals with work carried 
out through architects’ offices, but with 
the exception of small residential 
work (houses under $10,000), and 
factory buildings, the bulk of the 
building of this country is controlled 
To the figure estab- 
lished by new work must, of course, 


by architects. 


be added an estimate covering remod- 


eling and alterations. This is pre- 
sented in more detail in _ later 
paragraphs. 


For those who wish to review and 
compare building activity since 1915, 
there is shown herewith a classifica- 






JG CJAN 





SFERS 


w-4ee 


Building Activity in the United States Since 1915 


¢ Archit 
0%. 


tion chart recording monthly totals 
of plans filed, contracts let and thie 
volume of new building as measured 
in cubic footage. These figures ar 
primarily based on reports of the 
F. W. Dodge Corp. There is shown 
also an index of building cost which 
offers an interesting comparison with 
the activity during any period of thi 
past. 
* 
Loyalty 
W. F. Cleveland, manager of tli 
new McGraw Electric Appliance Co., 
house in Memphis has been more than 
busy getting it in shape for business 
But he has found time to send in 
three year subscription to Tue 
Jopser’s SALESMAN and also a little 
piece on “Loyalty” that George Lan- 
dram, city salesman, dug up some- 
where and which they both think is 
pretty good. 


* * 


If you work for a man—in Heaven's 
name—work for him. 

If he pays you wages which supply 
you bread and butter, work for 
him. 

Speak well of him—stand by him and 
stand by the institution he repre- 
sents. 


If put to a pinch, an ounce of loy- 
alty is worth a pound of cleverness. 


If you must vilify, condemn and 
eternally disparage, resign your 
position and when you are outside, 
damn to your heart’s content, but 
as long as you are a part of the 
institution, do not condemn it. If 
you do that, you are loosening the 
tendrils that are holding you to the 
institutions, and at the first high 
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Abraham Lincoln said— 


“You can fool all of the people some 
of the time and some of the people all of the time, but 
you cannot fool all the people all of the time.”’ 


Dura Bill says— 


“You can’t fool the Electrical Trade 
any of the time. They know what’s 
what in wiring materials. That’s 
why they pick this great timesaver. 


DURADUCT 


Reg. U. S. Pat. Off. 


The fast fishing Single Wall Loom 


IT’S A DURABILT PRODUCT 


93 
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TUBULAR WOVEN FABRIC COMPANY :: PAWTUCKET, R.I. 
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wind that comes along, you will be Peerless Light Co., with headquarters Turtle & Hughes Handlir 
blown away, and probably will in Chicago. He came to the position Federal Fuse 
never know the reason why. from the Peerless Light Co. of the Turtle & Hughes of New Y 


x * %& Pacific, which branch he established have been appointed the exclu: 
J R i Ba k in Chica oO ee satiate Son ainee Some years. eastern distributors for the Fed 
oe INCISS c g A. H. Felchen is now in charge at Electric Co. of Chicago. They 
Joseph H. Reiss has recently been the San Francisco branch and Jos. stock the full line of fuses and 
appointed general manager of the Devaney at the Oakland branch. rens. ; 


( 




















A Credit to the Jobbing Business 


The G-Q Electric Co., of Milwaukee is now well 
established in its new home at 208 Broadway. Frank 
and Sylvester Greusel and Perry Poole are pleased 
and not a little proud of these commodious quarters 
fitted up in every way to facilitate the well-known 
G-Q service. 
These pictures are typical of the arrangement of 
the interiors. The clean, light and airy general 
office is shown at the upper left. On the right is 
a view of the counter back of which is 400 lineal 
feet of shelving, 10 ft. high, containing 1200 bins, 
coming up to within 4 ft. of the 33-ft. steel counter. 
The latter accomodates six counter men. Lower left 
is a view of one of the warehouse rooms where Go! 
rubber covered wire, conduit, etc., are frequently 
received in carload lots. Next to that is shown a 
part of the shipping room where prompt, intelligent 
service without excuses of apologies is the motto. 
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Heating Fluids? Heating Solids? Heating Air? 


Low heat or 1100 degrees Fahrenheit? For most of these jobs 
the right heating unit is in this line-up of standard Chromalox 
Units—over 80 Strip Heaters . . .9 diameters of Ring Units, 
3" to 11", one and 3-heat . . . 32 lengths and ratings of Immer- 
sion Units—quickly shipped from stock! Simply send a sketch or 
blue-print or outline in a letter what you want electrically heated! 


The Railway Utility Company of Chicago is sole distributor of Chromalox Strip Heaters for 
use in heating railroad and street cars in the United States and Canada, Sole Canadian 
Licensees: The Canadian Chromalox Co., Ltd.,251 Queen Street, East, Toronto, Ontario, Canada 


OMALOX Nits 


MANUFACTURED EXCLUSIVELY BY 


EDWIN L. WIEGAND CO,, 422 FIRST AVENUE, PITTSBURGH, PA. 

















62 THE JOBBER’S 





M|SALESMAN 











_— * fallen 


Heve's Charlia aud Jim. Evav hear 
thal story about Them! No? Well Take 
iT from me, its a eorkey, and if you 
will sexd a cavd fe * Op’ Cave of VY 
SafeT« Switches, Banulawm Ch. You' ({ 
eT it all wriffen oul, So you caw Tell 
({ To the bay s vp in the smoker. 
By the ay whole sna of Y 
Safety Switches, huudveds of em 
~ just bean put in Crutou 
Gotfou Mills, down south, 
Guess they Know good swilches, 


Po 








#.5. Got abuwm eye. No qood 
for a pictuv. Tough. 
TRUMBULL-VANDERPOEL 
ria ple «Pail ELEC. MFG. _—CO. 


Service Switches 


\I7 


BANTAM, CONN. 


SAFETY 
SWITCHES: 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUST! 


| 
| 


| 











— 


Jobbers’ Active in Associations 


E. H. WappineTon, sales manay+r 
of the Graybar Electric Co., at K 
sas City, Mo., was elected first vii 
president of the Kansas City E).. 
tric Club in charge of Developm: \\ 
Work. 


S. GREENFIELD, who is president 0} 
the Greenfield Electric Co., of Balti 
more, Md., was elected to the advisory 
board of the Salvation Army. Mr 
Greenfield was also elected treasurer 
of the “Baltimore Charity Fund.” 


GiLtBertT WoopILL, vice-president 
of the Woodill & Hulse Electric Co.. 
Los Angeles, Calif., as a trustee ot 
the City of Beverly Hills, partici- 
pated in the welcoming of Wil! 
Rogers, new “Mayor,” 
from the East. 


on his return 


H. R. Byer, general manager of 
the United Electric Supply Co., Salt 
Lake City, Utah, was elected a di- 
rector in the Electrical League of 
Utah. 


A. M. Lirrte, president of A. M. 
Little Co., Syracuse, N. Y., has been 
elected a vice-president and member 
of the board of governors of the Syra- 
cuse Electric League, Inc. 





Industrial Plant Motors 


(Continued From Page 9) 


various kinds involves the use ot 
a large amount of experience in 
making applications of all kinds. 
A good many of them are complicated 
technically. For this reason, we do 
not extend our jobber protection to 
the resale manufacturer but we do 
give them absolute protection by our 
scheme of selective distribution 
wherever motors are purchased for 
use in a manufacturer’s own plant. 
We do not make any exception to 
this in the territories covered by our 
jebbers. It is the only kind of a 
policy that will work 100 per cent, 
because it is futile to enthuse jobber 
salesmen to the point where they wil! 
attempt the sale of motors to indus 
trial plants and then when they run 
into a motor deal of some size go 
over their head and take the order 
direct. We do make some exceptions 
in certain territories among large 


manufacturers employing 50 or moré 
men, but in every case these are 
specified in the contract so that there 
is no chance for confusion. 
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By, 


COLTS PATENT FIRE ARMS MF«G.Co. 


fm, HARTFORD, CONN. U.S.A. A 
& NEW YORK~ BOSTON ~CHICAGO ~SAN FRANCISCO = yt 
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MURRAY 


Switch Installations 




















































































Madison Avenue, New York City 


In every one of these apartments Murray 
Meter Service Switches,—dependable and 
necessary, make it possible to turn night into 
day, with perfect safety and convenience. 


Bulletin 10B lists the complete line of 


MURRAY METER SERVICE SWITCHES 





Metropolitan Device Corporation 
1250 Atlantic Ave., Brooklyn, N. Y. 


PHILADELPHIA DETROIT 
CHICAGO SEATTLE 


ST. LOUIS 
BOSTON 


MINNEAPOLIS 
PITTSBURGH 
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MOTOR STOCKS 


Most manufacturers, it will 
found, are disposed to be len 
with the jobber who is starting 
to handle a motor line. It sta 
to reason that the matter of st 
is gauged quite a good deal by 
territory in which the jobber is 0 
ating. He should carry the pop 
sizes and in the current specificati 
in his territory. One manufactu 
gives a table of the popular sizes 
ratings, which might be said to r 
resent a fair stock in average 
ritories: 

Repulsion-Induction, 60 cycle, 
110/220 volt Motors. 


¥, HP — 1725 RPM 
Y, HP — 1725 RPM 
1 HP 1725 RPM 
14, HP 1725 RPM 
2° HP 1725 RPM 
2 HP 1125 RPM 
3 HP — 1725 RPM 
3 HP 1125 RPM 
5 HP — 1725 RPM 


Polyphase Alternating Current 
(2 or 3 Phase) Squirrel Cage 
Induction Motors—60 cycle. 





1 HP 220volts 1725RPM 
14%,HP 220volts 1725 RPM 
2 HP 220volts 1725RPM 
2 HP 220volts 1125RPM 
3 HP 220volts 1725 RPM 
3 HP 220volts 1125RPM 
5 HP 220volts 1725RPM 
5 HP 220volts 1125 RPM 


The jobber should also have a fair 
opportunity to gauge his market |. 
fore going too heavily into stocks au 
before his begins 
During thi 


organization 
function 100 per cent. 

interval it is the policy of a certai: 
manufacturer to permit the jobber 
tc draw upon his branch office stock- 
maintained in the 


but: 


principal citir-. 





After the turnover on the variou- 
sizes has been gauged we insist up 
his carrying a sufficient amount 
stock to relieve us from the necessi' 
of making shipment of one or tw 
motors at a time. We also attem)' 
to discourage the practice of diré 
shipment to the ultimate user, wit 
the request that we bill the jobber 
There is no question about the ac 
visability of a jobber carrying 


stock of the popular ratings. Thi: 


does not need to be a large sto 
but in the majority of cases th 
jobber who is in a position to mak 


stock shipment will get the busines> 


in preference to one who must rel 
upon branch warehouse or factor 
shipments. In our own case we hay 


found that the stock investment r« 
proper 


quired to give service i 
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WV, hat the Crownco 
a Policy ATeans to You! 











































































| No. 16608—5 Lets. Oo 


























f 


A diversified line. 
A minimum stock investment. 


An assured high profit rate. 





At least six “turnovers” a year. 
Exclusive franchise granted to 
jobbers with a_ merchandising 
policy. 

A complete catalog for distri 
bution to vour trade—iree ol 
charge. 

Designing service on special 
work. 

A manufacturer who can sup 
ply anv kind of lighting equip 
ment for any job, large or small. 

Quick service in all depart 
ments. 

The name Crown, which for 40 
vears has meant to the trade all 
that is best in lighting fixtures. 
Notice to Crownco distributors: 

Within the near future we will 
have ready for vou three new 
plates comprising three new 
lines, which we are sure will meet 
with the instant approval of you 
and your trade. This carries out 
our policy of always being First 
with the Best. 


OWN 


: \ cR 
+ 

re 

lis 


LIGHTING 
FIXTURES 


(CROWNCO DIVISION) 





CROWN ELECTRICAL MANUFACTURING CO. 3762275 
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Test jacks on individual 
bases built in each circuit. 
Simply insert the test plugs in 
jacks, withouts stopping 
motors or removing 
make the necessary meter con- 
nection for a test on anycircuit. 


the 


SQUARE D 
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New and ingenious features of design, available only in the 
Square D Test-Jack Panel, now make it as easy to test 
motor circuits as it is to plug in on a telephone switchboard. 
The panel needn’t be opened; fuses needn’t be removed; 
not a motor need be stopped; not a moment of production 
time need be lost. Just plug in, through a little slide in the 
panel door, on the circuit to be tested—and the meter is all 
hooked up for reading or recording. Tests of current con- 
sumption are becoming more and more valuable and 
necessary in industrial plants—for checking up machine 
production on individual circuits and for locating circuits 
responsible for low power factor. With this new Square D 


Convertible Power Panel such tests may be conducted more 
quickly, more easily, more safely than ever before. 





uses to sumption on any 




















Simplicity of construction 
and safety of operation. 


Che circuit to be tested is continuously 
closed--eyen when test plugs are being 
inse rted. Arcing is impossible Test 
plugs automatically lock in during test 


These features can be supplied either in the standard power 
panel cabinet, or in a cabinet specially designed for column 
mounting. The new Square D Test-Jack Panel retains all the 
convertible features — standard panels being instantly ad- 
justable to either 30, 60 or 100 ampere fuses. Complete in- 
formation on this easily sold product sent on request. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. 
BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 
Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis 

SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 

BRANCH OFFICES: Toronto, Montreal (99) 


'SQUA 


THE JOBBER IS THE 








A New SQUARE D 


Convertible Power Panel 





Test holeswithslidingcovers | 
built in panel door. 

It is no longer necessary to open 
the door to test current con- 
circuit. The 
sliding covers oe the holes 
ciosed when plugs 
inserted. 


are not 


SQUARE! D) 


| Safety | Switch 





Manufacturers of the Square D Safety Switch 


MOST IMPORTANT MAN 





IN THE INDUST 






rather small and we encourage s) 
stocks in order to get a_ reason 
turnover. 





PULLEYS AND A¢ 
CESSORIES 






Pulleys and ‘such accessories | 


spare parts as brushes, brush hold 





classed as service 





ete., may be 





sentials. ‘To have these always 






instant delivery is a kiid 
that the 
in other lines and should be 


hand for 





of service jobber is up 





in tl 





He will readily realize the value 0; 
trade. Pulleys that 
dinarily come with the motor 
not sufficient to fill all the 


ments of operating conditions. | 





it to his 







requ 





meet special speed conditions tli 





must be some latitude as represenied 





by a reasonable stock of pulleys. —\. 


one authority expresses it: 


as the investment in 


As far 


CX! 
pulleys, spare and repair parts 
concerned—this is almost negligil 


Any jobber who is handling mot: 
for tlie industrial trade shotild car 
a small quantity of brushes of ex 





size as well as a few sets of ¢ 
|size bearing. ‘These are the prin 
pal parts that are needed for 


placement. We leave the matter 
special pulleys to the jobber’s ov 
| judgment. 


| INFORMATION FOR 
THE JOBBER’S 
SALESMAN 


general belief 
that a 
/mysterious piece of mechanism whic! 


“There is a among 


jobbers’ salesmen motor is 
'they are 
that it requires technical training 


not equipped to sell and l 


properly sell motors,” says a mai 
| facturer who does not believe in t!i! 


| theory: In 


We have exploded it absolutely 
far as our own line is concerned 
compiling the proper information «1 
putting it into the hands of the jo! 
bers’ salesmen in the proper fori Ve 
This information is contained in 
data publication which 
unlike anything heretofore attempt: n 
by a motor manufacturer. The boos e 
is sectionized, freely illustrated, a1 ) 


written in plain language that ou 





be understood by the layman. It 
a reference book for the jobber> 
salesman and will answer fully 


per cent of the questions that mi¢g!'' 
be asked concerning our guarant:: 
policy, facilities, or product. 
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in A old 





I os service, j 













eames City 


a) |a\\\a 2 e| an J. 17/4 


em Faun ri 


+ le 
Nt 
i 


<= SS we 


And Still 


in'llse/ : 


The fi rst 


in “Use — 


For Jobs Outlastine 
| a Ceneration 


(he old Snap Switch you see above Was that old switch somebody's ’ 
went into a pioneer wiring job—in money’s worth? Did Mr. Osborn : 
1891. Part of an installation made leave a doubt of the honesty of his | 


work and materials? Could a repu- 
tation be more secure than that of 
the veteran Contractor, who can 
point to the serviceability today of his ‘ 
jobs of a generation ago? 


in the Coates House of Kansas City 
by W. T. Osborn, Electrical Contrac- 
tor of that city. 


‘or 35 years in a hotel room, the 
veteran Snap Switch ‘‘worked the 
ights’’ and was working like a °26 
nodel when taken out by our repre- 
entative, as a sample of H&H 


Into your newest H&H Tumbler goes the : 
sound designing, the solid materials, the | 
precision workmanship of those first Snap 
wwe Switches. To help your customers to repu- 
Jurability. tations for lifetime wiring jobs. 


THE HART&.HEGEMAN MFG.CO. 


NARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 
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AUTOVENT FANns are sold 
on the voluntary recom- 
mendation of satisfied 
users. 


‘The Well 





This fact alone overshadows 
all other good reasons why 
AUTOVENT should be your 
choice this coming season. 


Write for 
1927 Jobber Offer 


AUTOVENT Fan & Biower Co. 
730-738 W. Monroe Street 


CHICAGO 





MokrE and MORE::-- 


Built Line’’ 

















SALESMAN’S 
APPROACH TO THE 
TRADE 


Generally speaking, if a salesma: 
is getting the majority of his busi 
ness with any industrial plant b 
working with the engineer, that i 
the man he should approach on mo 
tors. If it happens to be the pur 
chasing agent then he is the logica 
avenue of approach. In the case o1 
the smaller plants employing 50 mei 
or less it will be necessary befor 
the sale is closed to deal direct with, 
the owner or the manager of th: 
business. In this connection, the ob 
servations of a certain well-known 
motor manufacturer are of decided 
interest: 


We have found a good many job 
ber’s salesmen who hesitate to ap 
proach the engineer of an industria! 
plant because of his limited know] 
edge of motors. ‘Too many jobber’s 
salesmen are afraid to say, “I don't 
know and I'll get the information 
for you.” Handling as many items 
as they do they cannot possibly hop: 
to know everything about each on 
of the items nor can they hope to 
be in a position ‘to answer 100 per 
cent of the questions that might b: 
asked regarding motors. We_ find 
that the average jobber’s salesman 
makes up in the frequency of his 
visits what he loses in_ technica! 
knowledge of motors and his abilit) 
to enter into a _ technical conversa 
tion regarding them. Technical dis 
cussions sometimes lead to arguments 
and arguments destroy more sales 
than any other one thing, so we ar 
trying to teach the jobbing organ 
izations handling our line that it is 
not a disgrace for them to refer to 
the reference book or data book that 
we have prepared for them. W: 
want them to use it and to use it 
often, and the oftener they use it. 
and the. oftener they answer the 
same question, the more thoroughl 
the correct answer to that question 
becomes embodied in their mind and 
eventually they find themselves in a 
position to talk motors without the 
data book in a very intelligent man 
ner. 


And still further along this line: 


In many cases, the jobber has not 
proven a good representative for the 
motor manufacturer for the reason 
that a jobber’s salesman has _ suc) 
a large variety of equipment to sell. 
perhaps some 10,000 or 12,000 dif 
ferent articles, that it is practical] 
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aight Bar Hanger, assembled 
Ceiling Box and Lath Supports 
Complete Installation 





Jobber s Salesman” 


I would above all want to sell electrical merchandise that 
was the last word—the best word—in the industry. 


In the long run quality always wins. And in the Box 
and Hanger field, ““Raco” patented Bar Hangers and Ex- 
tended Ear Boxes are the acknowledged pacemakers. Also 
a complete line of standard Outlet and Switch Boxes and 
other wiring supplies of best quality. 


Your boss is holding you responsible for sales in your 
territory. You can make your quota if you know and push 
the best made and advertised products in this field. If you 
are not “up” on “Raco” drop us a line—we will gladly send 
you all the dope. And if you suspect that the boss ought 
to know more about this outstanding line—ask him to write 


us also. 


ROACH-APPLETON MFG. CO. 
3440 N. Kimball Ave. - Chicago 


Branches 
Birmingham Detroit New York San Antonio 
Boston Indianapolis Philadelphia Seattle 
Cleveland Los Angeles Pittsburgh Tampa 
Denver Minneapolis Portland Toronto 





Receptacle Box for BX | 
"Bs 
Protected Straight Bar Hanger with Cast 


By Patents 


Approved — 
By the Underwriters ee 


-! with Outlet Box 
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Standard Announces 
a Beautiful, New Model 
at a New Low Price 

















Model 956: full size (45"' wide by 22" deep); full white porcelain, with nickel 
trim; cast cooking top; two eight-inch hotplates; one six-inch hotplate; 
large size oven with temperature control; fused convenience outlet. 


GAIN Standard has established a prece- 
dent in value-giving. Never before 
has so much beauty and quality been 

offered for so little money as in the new Model 
956. 

Look into this wonderful sales-builder at 
once. Model 956 will not only help you es- 
tablish new dealers for the Standard Line, but 
make the entire line easier to sell. Write at 
once for price and other details. Use the cou- 
pon. Here is an outstanding opportunity to 
send 1927 sales to a new high level. 


The Standard Electric Stove Co. 
Toledo, Ohio 





Mail This Coupon! 


THE STANDARD ELECTRIC STOVE CO., 
Toledo, Ohio 
Gentlemen: 
We're out to make 1927 electric range sales the greatest in our history. 
Send us information about Model 956, your new, low-priced sales-builder. 


Name 
Address 


City : ~ State 



































impossible for him to specialize o 
any one article and in case he does 
the results are that he usually neg 
lects some other important items, an 
placing the sale of motors in th 
hands of the ordinary jobber’s sales 
man who knows nothing at all abo 
motors, is more or less likely to & 
him into trouble early and often fo 
the reason that the application o 
motors is more or less of an ei 
gineering proposition, although a ma: 
with mechanical turn of mind an 
ordinary horse sense can usually 
by very nicely. 


MOTOR BUSINESS AS 
A FEEDER 
Which came first, the hen or thi 
egg, still is a disturbing factor i: 
some people's — minds. Likewise 
whether a jobber’s salesman gets 
nice order of wire, fuses, ete., be 
cause he first sold the plant son 
motors or whether he gets the insid 
track on the motor business becaus: 
of his service already rendered 01 
electrical supplies, is perhaps a ques 
tion. However that may be, one wil! 
not be far from the facts by looking 
upon the motor as a feeder. As 
manufacturer expresses it: 


Motor business should be and is « 
great feeder to supply business in 
that it is the power plant, or first 
unit, of any industry using machin- 
ery, where most supply _ business 
originates. 


Another view is: 


“Supplies are feeders for motors. 
Furthermore, motors run into mone) 
faster than supplies. An _ electrica! 
jobber for instance will go into an 
industrial plant and sell the wire. 
the cut-out, the fuses, the conduit. 
the terminal boxes and_ practically) 
everything but the motor, whereas 
the very fact that the man is buying 
supplies for the power installation 
indicates that he is going to need a 
motor. Along the same lines a mill 
supply salesman will go into an in 
dustrial plant and sell the shafting, 
the hangers, the line shaft pulleys. 
the belting and everything but the 
motor, and yet all of these supplies 
indicate the need for a driving power 
unit. 

While it is true that some of the 
larger plants have standardized upon 
certain makes of motors, making it 
rather difficult to sell any kind of 1 
motor, there are at the same time 
thousands of other plants smaller in 
size who have not felt the urge of 
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69° 
Big Selling Days 
are Ahead 


With social activities at low ebb and the need for household sewing and Spring 
clothes for herself and family at its peak—the housewife can easily be sold one 
of these Hamilton Beach Home Motors. 
































At a cost of $18.50 it makes an electric of her sewing machine. Statistics show 
that only 3.5 percent of the homes now have electric motor sewing machines. 
Think of this tremendous potential market. 


EVERY REQUIREMENT 
for PROFIT 


The Hamilton Beach Home Motor and other 18 numbers in the line offer every essential for 
profit. There is a ready market. Every number is built to the highest quality standard. 


National advertising reaches 31/2 million homes regularly. We also furnish every practical 
selling help. The margin of profit is extremely liberal. 








Retail Price 
Hamilton Beach products are 


518% sold only through reliable job- 

bers. Make sure your dealers 
are well stocked with this fast 
moving number and prepared to 
cash in on this peak selling 


Salesmen— Full Line Dealers 
are the dealers who make money 
for themselves, your House and 
you. The Hamilton Beach Line 
is complete and the margin is @ 
tight. Show them the possi- 
bilities of these high quality 


Denver and 
West $19.00 






season. 
Hamilton Beach Mfg. Co. 


money-makers. : : 
y Racine, Wis. 
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ASSISTANCE 
RESISTANCE 


The salesman working on any prospect with any line 
of goods is helped or retarded by things over which he 
has no direct control. What more natural then than 


an analysis as to what elements are affecting his sales? * 


Are the policies followed by the manufac- 
turer, such as tend to help the salesman out 
on the firing line—or do they hurt? If the 
latter, why waste time? 


Does the quality of the goods lend itself to 
sales’ assistance or are they of inferior 
quality? If the latter, why waste time? 


Is the manufacturer whose line is being 
pushed, so equipped that service is all that 
can be desired, or is he one of those hit-and- 
miss manufacturers whose duty to his trade 
ceases on receipt of an order? Again, if the 
latter, why waste time? 


Policy — Quality — Service 
These are the elements which should influence the wide 
awake salesman—and also necessarily, the buyer. 





“Xduct” and “Electroduct” Rigid Steel Conduits | 


“Loomflex” Non-metallic 
“Red Seal” Armored Conductors and 
Flexible Steel Conduit 


Are all super-quality products, with dependable service and 
policies consistent with good business and Jobber distribution 
behind them. These things are guaranteed and good to tie to. 


We and our branches are at your 
service. A Sample of any of our 
materials awaits your request. 


AMERICAN CIRCULAR LOOM COMPANY 
90 West Street, New York 


Boston Pittsburgh Denver 

Philadelphia Buffalo Portland 

Atlanta Cleveland Los Angeles 
Chicago 


standardization and who are on sut 
ficiently friendly terms with the job 
ber’s salesman to give him the orde 
for the motor along with the othe 
supplies, especially if the jobber ir 
question is in a position to rende: 
stock shipment or to give the manu 
facturer good service. 





Bill Collecting Time 


(Continued from Page 10) 


sponse from the remaining 40 per 
cent. Seldom does this letter go un 
answered from that sheaf of stalk 
accounts, for the debtor is given a 
cloak under which to hide his de- 
linquency. Any reasonable excuse 
will suffice. What we want is the 
cash along with it. And if that does 
not come we keep the debtor warmed 
up again when the next 10-day period 
rolls around, those who still fail to 
respond getting letter No. 2. 

“If no response is received—yet 
here again we always get our per- 
centage of replies—the time is now 
shortened to five-day periods, in or- 
der to cut down on the psychological 
paying resistance of that particular 
debtor. It is only another aggravated 
case of constant dripping wears away 
a stone. And it’s all done in this 
same pressing vein—no_ hard-boiled 
collection method—no severe business- 
like tone to it—only friendly con- 
versation, aimed at getting under the 
skin of that debtor and making him 
come across. 

“The trouble with most business 
men is that they lose patience, grow 
exasperated and wax eloquently pro- 
fane, with the net result that not 
only does the collection letter fail to 
bag its game quietly, persistently and 
consistently, but it loses a valuable 
customer—more frequently than it 
brings home the mustard. And _ so 
now out goes collection letter No. 3 

“This sob letter, as it might be 
called, generally makes the customer 
most apologetic for the delinquency 
and secures the necessary promise 
which enables me to shelve the ac- 
count temporarily until the date set 
for further payments. Invariably I 
secure a small check, plus a promise. 

“At this point many others would 
no doubt use the belaying pin on the 
heads of the debtors, instead of using 
subtle psychology to drive home the 
idea of paying and paying now. And 
so they rile the debtor, ruffle his feath- 
ers, and, instead of paying, the debtor 














becomes a fighting cock or a stubborn 
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} é lamp or portable; to make it 
ictive—is wasted. 


men, too, the trade-marked 
it is the only means of identi- 
_It brands the lamp as one 
: Quality or price. 


a oa .5 ee ee 68 & ot 
ay *? e ef . a S 
20-28 2S” cents difference will return 


1, a festment many times over in 
satisfaction and depend- 


mie Arrow socket identifies the 
} immediately as a quality 
—¥ : 
y THE ARROW ELECTRIC COMPANY 


The complete line of Wiring Devices 
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12 Inch Blades 
$24.00 


16 Inch Blades 
$28.00 


The New 


SIGNAL 


with the 


Dual-Wound Motor 
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Fans That Stay Sold 


are the Easiest to Sell! 


Nine Inch 
Blades 


Oscillating 
Type $12.00 







Straight 
Type $7.50 


IGNAL JR 


Here is a selling point for the jobber'’s salesman— 
an advantage you have never had before. You 
can now, for the first time, offer your dealers two 
large fans with dual wound motors. They operate 
on either A. C. or D. C. current,—no duplication 
of stocks by the dealer is necessary. The stock of 
Signal Fans you offer him will supply any and every 
fan demand. “Great stuff to sell with—and the 
dealer is for it. 


The famous Signal Jr. with its exceptional sales 
records of the past, rounds out a fan line of popu- 
lar selling sizes at attractive prices. The Signal Jr 
with the universal type motor operates on A. C. 
and D. C. current. It has several worthwhile per- 
fections over last year. 


Signal and Signal Jr. Fans are beauties for display 
In design and color finishes they stand out. Their 
appearance and attractive prices move them quickly 
and profitably, Signal Fans are good fans. They 
have that free-from-repair reputation which dealers 
appreciate, They stay sold—they repeat. Signal 
Fans have always been good money-makers. 

They are backed by a guarantee and 37 years of 
successful fan manufacture. No matter what type 
of fan the boss wants you to push, know what the 
Signal Line provides to sell with—what it provides 
to sell against. Ask for a demonstration at your 
office or ours. We have representatives in the cities 
listed below. They co-operate with any jobber who 
gives them half a chance. 


SIGNAL ELECTRIC MFG. CO. 


Electrical Manufacturers since 1890 


Dept. 8B 


Atlanta 
Pittsburgh 


Boston 
New York 
Philadelphia 


Export Office, 30 N. Church St., 


Menominee, Michigan 


BRANCH OFFICES 


Los Angeles 
Toronto 


Chicago 
Minneapolis 
St. Louis 


Winnipeg 
Buffalo 
San Francisco 


106-E, N. Y. 








{ 








mule, as the case may be. All t! 
debtor can see is red, and the writ: 
of that letter is gored and impale! 
on the horns of a further dilemma 
suit or charging off the debt. 

“However, for those still failing : 
reply, this letter, No. 4, now go 
out five days later. 

“This method generally gets wh 
it goes after. Radical treatment 
now clearly essential. I must pu 
the tooth out by the roots—just sim 
ply eradicate that account from m) 
books or put it in litigation. And 
so this letter concludes the final cer: 
monies. Generally, by that time I’m 
down to rock bottom anyhow and hay: 
only a few dozen accounts left out 
of a big stack. 

“This is, of course, the final straw 
which breaks the camel’s back and to 
court we go if it is worth the struggle 

“By continuous pressure and short 
ening up the gap in collections, | 
find that I can bring up my curve ot 
collections to a surprising degree, and 
my system might be said to be just 
about 89 percent successful in getting 
accounts paid-up or partial payments 
made, and in the remaining cases- 
well, it was just another bum credit 
risk, and if the debtor is worth any- 
thing at all or has prospects of ever 
paying, we haul him into court and 
let him tell it to the judge.” 


How I Became A “Steady” 


Salesman 
(Continued from Page 14) 
because I realize how a touch of 
humor will lighten up the day. 

6. “A temporary change of terri 
tory, made at my special request, has 
in two cases, I am sure, forestalled a 
slump. Meeting new people, in new 
towns, I found my stride again. 

7. “I cut out poker parties, and 
I don’t read fiction through the week, 
or attend picture shows. My experi- 
ence may be exceptional, but all 
these things don’t rest, but tire the 
nerve centers I use during the day. 

“T believe any salesman can steady 
himself if he will see that the task 
is something which can be accom- 
plished—through kidding — himself! 
We don’t let the prospect’s personal 
foibles prevent us from selling him. 
Why should we let personal char- 
acteristics of our own prevent us 
from maintaining steady, consistent 
performance? We need to pamper, 
coddle ourselves, and in ways which 
permit steady year round work. 
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S ‘Profitable because ‘Popular 


HE C.L.G. Parrot Globe is “selling like hot 

cakes.” Powerful advertising and effective 
sales co-operation by the factory are speeding 
these sales. Where we have Jobber representa- 
tion, the Jobbers are reaping a harvest of 
easy orders. 
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We solicit an opportunity to present 


to Jobbers the C.L.G. 


EXCLUSIVE TERRITORY 
proposition on commercial lighting glass- 
ware and fast-selling specialties. Write 
SK FOR CATALOG 47 \\ 


CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 


Me 
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In February 1927— 
Can You Afford to Pass Up 


Hemco Men Put $150,000.00 
in Orders Through Jobbers’ 
Salesmen During 1926 


Every nickel of that $150,000.00 in 
initial orders was turned over to Hemco 
Distributors. The credit given your 
territory for these orders is just the be- 
ginning of your profit. The repeat busi- 
ness that always follows an introduction 
to ‘‘Hemco’’ is yours, in addition. 


Hemco Missionary Men work in your 
territory for but one purpose, to help 
you educate your dealers to the profit 
making possibilities of Hemco 
Products. In 1927 Hemco Missionary Men 
are ready to give unlimited co-operation in 
boosting your sales. Considering their value 
to you in 1926—can you afford to pass up 
their help in 1927 ¢ 

The many letters of gratitude written by 


jobbers everywhere prove that the work of 
Hemco Missionary Men is resultful. 









Ever Worked with Us” 


So writes Mr. A.J. Browning, 
Mgr. of the Robertson Cata- 
.ract Company. He continues 
—‘‘Mr. Conroy certainly won 
the gratitude of every one of 
our salesmen. His co-operation 
was 100% and we cannot say 
too much in his favor. If you 
have many men like him, 
you will not have to worry 
about competition.’’ 


It is our aim to keep Hemco Jobber Co-operation so cOle 
it shall be forever established as a standard of comp4pr 


“One of the Best Factory Men 


V1 —-P SS 
\ HEMCO 






Hemco Men Are Kept on Their V 


Toes to Build Your Sales 


The Hemco Missionary Man will do 
his utmost to help you build sales, 
He is always on his 
toes because note- 
worthy achievements 











, eve 

are rewarded. Hard Mi 
work pays him well. hel 
le 

Frequent and_ closely fi 





fought Hemceo sales con- 
tests are held. The most 
recent of these contests 
closed December 18th. 
Prizes were awarded to 
the Hemco Men getting 
the most signed orders 
fr om dealers—all of 
which were filled through 
Hemco jobbers. 








Miles A. Tierney, Hemci 

Missionary Man in Phila- 

d:lphia and adjacent ter- 

ritory, winner of Hemco 

contest ending Deceml« 
1926. 

















Check up on initial orders and “repeats” in 
your territory. See what this contest and the 
every day work of Missionary Men did for 
you in 1926. ‘Then you will be convinced that 
the Hemco Merchandising Plan is a real ail = 
—distinetly more than just proffered «-@ ' 
operation. 


Winners — Fall 1926 Contest 









Ist Place MILES A. TIERNEY Philadelphia 
2nd Place JOHN G. ENGLER St. Louis 

3rd Place JOHN P. RANDALL Dallas 

4th Place LARRY B. GEORGE Boston 
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MCO Help? 


Modern Merchandising Help 
Behind Your Work 


‘The Hemeco Merchandising Plan begins in 
the home and ends in your dealers’ stores. The 
chain of co-operation is complete. 

Throughout 1927, prominent space in lead- 
ing magazines -will carry the story of Hemco 
convenience and quality to appliance users 
everywhere. Besides the efforts of Hemeco 
Missionary Men, trade paper advertising will 
help prepare your way to a bigger volume of 
dealer sales. More sales helps, duplicating the 
effectiveness of the Hemco Display Board 
which has been an unparalleled success, will 
help move your dealers’ stocks. 

e In short, a new stand- 
1 PHEMCO. ard of comparison in sales 
Setters co-operation will be esta- 
blished by Hemeo during 
1927. 

With the addition of 
two new plural plugs and 
a ne w_ satin-finished 
Bakelite wall plate, un- 
equalled for permanent 
beauty, Hemco will again 
break all sales records 
during 1927. Can you 
afford to pass up Hemco 
Hemco Display Beard Help § 














In your territory there is a Hemco Mission- 
ary Man. Write us or ask your sales manager 
to write us so that we can route him to work 
with you as soon as possible. 





yhia 





George Richards & Company 
557 WEST MONROE STREET, CHICAGO 
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c@lete, valuable and real that 
dr. in this industry. ..... 
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PRODUCTS 
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maintained sales leadership — NOW 
three new ones that can keep the pace 


“The Most Beautiful 
Wall-Plate Ever Made” 


This will be your opinion, too, 
when you see this new satin finished 
Wall-Plate. The new exclusive fin- 
ishing process guarantees perma- 
nent beauty. Hemco will never 
tarnish, finger-mark or change col- 
or. Harmonizes with all fixtures 
and schemes of decorat‘on. 


Such lasting beauty will make the 
new Hemco Wall-Plate a quick 
success. Quality assures its per- 
manent popularity. Write for your 





New Hemco Satin 
Finished Bakelite sample today. 


Wall-Plate 





The New Hemco Thru-Lite 
Fills a Positive Need 


A most handy Hemco Plural Plug 
for home or office. Provides two serv- - 
ice outlets above the light shade— 
prong type for easy attaching and 
detaching of all appliances. Bottom 
outlet threaded for all standard 
shades. Made of beautiful jet black 
Bakelite—harmonizes with all fix- 
tures. List price 90c each. 


The New Hemco Trip-Prong 
3 Outlets—Small and Neat 


Designed for use where extra out- 
lets are most needed. Accommodates 
three appliances on a wall outlet. 
Prong type connections allowing easy 
attachment of all appliances. Com- 
pact—fits snugly against the wall. 
Made of genuine Bakelite—practi- 
cally unbreakable. List price 60c each. 


During the holidays, thousands of electric 
appliances were sold. In order to capitalize 
fully on the resulting need for more outlets 
in the home, you should have complete infor- 
mation on all Hemco Products. Write the 
house or us today. 











dis 


- Year after year Hemco Products have 
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i Contemd 


This is the new (7) 
ype ‘“NRSS” Flush 
Service Switch Pan- 
elboard. The line is 


other selling. 


1 @® Panelboards 
Are Specialized Sales 


—that’s why they are so profitable! 


True, that panelboard selling is different from 


It differs in profits too, and well 


justifies the efforts involved. 


You will need to specialize—but this special 
ization pays—others have proven it. 


@ Panelboards will form the first contact for you 
They are an important item on the job and he who 
selis them will be called upon to supply other ma- 
terial as well. So you can see there are other good 


profits to come. 


A Panelboards give a good margin of profits in 
themselves. In fact, no other item you list will pay 


out near so well. 

f @ Panelboard to fit every re- 
you will establish the repu- 
contractor will 


There is a type « 
quirement. Therefore, 
tation for fulfilling all needs. The 
learn to depend upon you and your organization for 
whatever he requires—that’s something that in time 
reduces sales effort and therefore increases profits 



















again 





Ask for 
estimates 
and data. 
We furnish 


them free. 











Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 


Chicago, Tl. 
Cincinnati, O. 





(a) Panelboards are 
a reputation behind them—a line of faithful service 
that proclaims them “The Sign of a Better Job.” The 
contractor knows it—Ask him! 


tigate € Panelboards at 


once! The sooner you do, Write for 
the quicker profits will (73) Catalog. 
jump to a big increase It is fully 
illustrated 
o-~ and shows 
Arank Adam all types. 


ELECTRIC COMPANY 


easy to sell because they have 





You will do well to inves- 


Free, too! 
ST. LOUIS 











District Offices 


Dallas, Texas New Orleans, La. 
Denver, Colo. Omaha, Neb. 
Detroit. Mich. Philadelphia, Pa. 


Pittsburgh, Pa. 

San Francisco, Calif. 
Seattle, Wash. 
Winnipeg, Canada. 


Kansas City, Mo. 
Los Angeles, Calif. 
Miami, Fla. 

Minneapolis, Minn. 
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— a 
— An Open Letter 


Opposing Viewpoints 


(Continued from Page 12) 


and these would have a much harder 


time than they actually do if it wer 


not for the receptive ones who give 
their minds without favor, it is true, 


but on the other hand without preju 
dice, to any new idea, and don’t ob 
struct it merely because it is unfa 
miliar. 


I have sometimes thought that 


there is a good opening for men of 


such calibre to keep themselves un- 
attached from permanent posts and 
to offer their services, at a fee, to any 
firm which feels itself to be in need 
of “oil for troubled waters.” Cer- 
tainly many businesses that I have 
known would have weathered the 
storm much better than they did had 
they had such a pilot unobtrusively 
to guide them. He would not call 
himself business adviser, or consult- 
“doctor”; he would just come 
in and attempt to 
warring elements, and most often he 


ant, or 
harmonize the 


would do so by showing that there 
is a via media, a middle course, be- 
tween the lifeless calm on the one 
hand and the rock-strewn whirlpool 
on the other. I know a big and at 
one time flourishing business where, 
in recent times, the young son of the 
deceased managing-director suc - 
ceeded his father. Dissension be- 
tween him and members of the old 
directorate began at once, and the 
business was split from top to bot- 
tom. Had there been but one per- 
son on the board who had neither 
his “roots fixed firmly in the past’ 
nor his head permanently lifted 
above the clouds, he might have pre- 
vented the deadlock. He would only 
have had to play for time. Sooner 
or later the conflict could have been 
made manageable, for youth would 
learn and age unlearn, and each side 
would have been brought to appre- 
ciate what was to be appreciated in 
the other. But the mediator was not 
there, and the breach widened until 
it could not be crossed. 

It appears to me to be proved that 
the man whose gifts lie in the direc- 
tion of influencing and guiding the 
doers, rather than wishing to do him- 
self, is oftentimes the greatest asset 
that a business at the “awkward,” 
or transitional, stage of its existence 
can possess. 
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JEWEL, 


ELECTRIC VACUUM CLEANER 


RETAILS $ 4 475 


With a Nice Profit 
Reserved For You 





Attachments 
FREE! 


Guaranteed For 2 Years 


A Message of Importance 


Here is a vacuum cleaner which you can handle on a 
desirable basis and one designed to meet the ever-present 


SOLD demand for the best. 


Three features alone of our sales policy are important 
reasons why you should handle the Jewel. They are: 


WITHOUT _ At no cost to you, you may add the Jewel Electric 
Vacuum Cleaner to your line. You are only asked to cata- 
log it—-then order them as you need them. 


Every jobber should carry two cleaners. By handling 

A only one cleaner you secure only one half of your dealer's 
business, because you force him to go to some other jobber 

for a better cleaner such as Jewel. You serve him only 


FRANCHISE 50% of his requirements. 


You are not asked to sign any franchise binding you in 
any manner. 


Write for full details of our jobber policy. 


CLEMENTS MFG. CQ., 
625 Fulton St., Chicago, Il. 
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Musladin On Mailing List 


literature, applicable only to a cer- 





































































































Information tain class of prospects, their names 
C. R. Musladin, sales manager of ™4Y readily be selected from the list 
the Alexander and Lavenson Elec- for such special mailing. 
trical Supply Co., San Francisco It will be noted that the form is 
writes: perforated so that the strictly mail- 
“Mr. W. B. Satterlee’s article rel- ing list information can be separated 
A ROGh ammemcmemeee its a 
. MAIL CLASSIFICATION = 
F Salesman 2 
__ THIS ACCOUNT USES _____f stv or Business 
| Statement 2 J <3 Contractor 13 
Construction Schedule Material 2 Electrical Dealer 14 
Resale Schedule Materials 3_3 Contractor Dealer 15 
Wiring Construction Materials 4 iGen. Mise. - Hardware Store 16 
; 
| Domestic Electric Appliances 5 3 Department Store ae 
Heavy Duty Appliances _ 6 } Radio or Musio Shop 7 _| 18 
| 
| Insulating Materials ss 7 $041 - Lmbr - Mining or Ship-Bldg Co 19 
\ 
Radio Sets and Accessories 8 * Manufacturer (Explain on Reverse) | 20 
| Radio in all Branches 9 § Exporter or Buying Concern 21 
| Lighting Fixtures - Res. and Com. [10 § Motor Winding Shop 82 
| Drug Store Specialties _ 11 ; 23 
All Items Except #7- 8-9 [12 or = 
{ : 
THIS REPORT MUST NOT BE BILLED OUT UNLESS A CALL 
| HAS BEEN MADE AND ACTUAL :QONDITIONS KNOWN. 
RETURK - ATTENTION MR. C.:R. MUSLADIN. 
3 coke 


ative to mailing lists was _ particu- 
larly interesting to me because I had, 
after considerable effort, solved this 
same problem.” 

The article referred to was in the 
January, 1927, issue and described 
Mr. Satterlee’s method of getting the 
necessary information about every 
prospect in the territory, in order 
to intelligently compile a _ mailing 
list. Satterlee showed the form that 
salesmen are required to fill in, 
printed on the back of their regular 


daily expense report form. 
Mr. 


same information 


Musladin gathers much the 
from the salesmen 
through the agency of a special form 
copy of which he kindly sent us and 
is here reproduced. 

The checks the 
classifications under which the pros- 


salesman various 
pect falls after a personal call and 
the actual conditions are ascertained. 
Numbers are given to each, presum- 
ably to be cut on the address stencil 


so that in mailing certain letters and 








and turned over to the mailing list 


department. 
ee 


Free Should Speak of Slaves 

Nine hundred slaves for each in- 
habitant of the United States would 
be required to replace electricity, ac- 
cording to Dr. E. E. Free, New York 
consulting engineer, in a research re- 
port to the Engineering Foundation. 

The extent to which electricity has 
remade the world appre- 
ciated. We used 
United States more than one hundred 


is seldom 
last year in the 
billion man-power of electricity, says 
Dr. Free. 
* * * 
Steiner Completes Fixture 
Room 
The Steiner Electric Co., Chicago 
has just completed its fixture display 
room and celebrated the event with a 
party. About 150 of the company’s 
customers attended. 
ports the meeting may be cataloged 
as having proved imminently success- 


ful.” 


From all re- 





No Success with Perpetual 
Inventory 

John S. Musser, president of tl 
Dauphin Electrical Supplies Co., Har 
risburg, Pa., because of illness, wa 
unable to reply at once to our reques' 
concerning information on inventor) 
methods. Since the interesting sym 
posium on the subject was printed i: 
the January issue he has written as 
follows: 

“We do not now have a perpetua! 
tried it for 
two years using three operators in 
doing so. Why, we 
have not yet determined. We 


inventory system. We 


It was a failure. 
have 
talked with jobbers of various kinds 
in our city and they have ‘had thx 
same results, having eventually to 
throw them out. One of the jobbers 
here spent over $5,000 in perfecting 
a system only to throw it away after 
two years’ trial. 

“We take a fiscal inventory in th: 
old way every January. We have 
two of our department managers to 
take the 
through 


inventory and they get 


with it much quicker and 
more satisfactorily than we used to 
when we worked the whole force. 
“In reference to checking the stock, 
this is carefully checked by our stock 
man and his work checked by two 
others and if shortage occurs it is 
taken up with the shipper and claim 
made. 
trouble in this respect as we find that 


However, we have very little 


we have a very slight complaint to 
make on this line.”’ 














Too bad the camera was not pointed 
straight and we only got Robison’s elbow. 
Apologies and a special column cut for 
him next time. The others, reading 
toward the right are: F. Sowers, Miss M. 
Griffe, S. W. Bair, Miss Mabel Long and 
G. Krone, all of the Dauphin Electrical 
Supply Co., Harrisburg, Pa. 
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HOSE New National Mazpa lamps 
are going over witha whoop. The 
job is 80% done 


To you jobber’s salesmen who are 
riding hard and fast in the Nela Round- 
Up and to all the rest of you, we say 
again—Make every dealer a Four-Star 
Lamp Agent and youll put the new 
line of lamps over 100% in no time 


Then, and only then, will vou fully 
share in the better business that these 
better lamps bring 











NATIONAL 
ly FV AU.N 


ge) 


ov 


_ 


LLAMD WOOKS (44) 
boar Etc tan c¢ Ly, 


ational 
MAZDA 














This 1927 Four-Star Book is now in the 

hands of your dealers who are National re %, proDUc> 

Mazpa lamp agents. It is a gold mine 5) &) 
G 


— dig into it with them. C 


ENERAL ELECTR 


The mark MAZDA is not the name of a product but the mark of a Research Service 
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Good News 


Spotlight 
Complete With 
Five Color Discs 


Jobbers and jobbers’ 
salesmen will be in- 
terested in the new 
price on this Sun-Ray 
Spotlight. The new 
list of $7.50 complete 
with five color discs 
should result in your 
securing an increased 
volume on this neces- 
sity. 
As a 
want to get behind this profit- 


able 


for details. 


live jobber you will 


line so write us now 


Suw-rad 


Inc. 


Lighting Products 


119 Lafayette Street, New York 


















William Farr 


(Continued from Page 25) 


ville’s leading business street, The 
Piedmont Electric Co. made its bow 
to the people of Asheville. — Bill 


Farr had decided to become electrical 


merchant as well as electrical con- 
tractor. 

Shortly after opening, the Pied- 
mont which included 
two people beside its founder, rolled 
the entire stock of wire to the door 
(they had one whole spool) and as- 


The win- 


organization, 


sembled for a photograph. 
dows showed a display of wet cells, 
the round crinkled-glass globe fix- 
tures of the time, a reading lamp 
which consisted of a globe at the 
top of a straight rod, and one of the 
old-type electric fans. 

One big step had been taken. Why 
So Bill Farr married 
after he 


not another? 
months opened _ the 


December 11. 


two 


store——on 


The years passed. The business 
grew. Bill Farr was a_ thinker. 
Here was a fertile territory, and he 


advertised. He 
idea that 
what it 


cultivated it. He 
sold people on the “a job 


well done is worth cost.” 
The electrical merchandise he offered 
for sale was good merchandise. He 
knew, tested _ it. 


There were municipal lighting jobs 


because he had 


_to be carried out, large hotels and 


public buildings to be wired. Into 

each job went his very best. 
Among the big jobs which were 

handled by Mr. at this 


are included the wiring of George 


Farr time 


W. Vanderbilt’s model village of 
Biltmore, which was planned by 
Frederick Law Olmstead and _ built 


in 1889 and 1900; the electrical in- 
in the U. S. Marine Hos- 
pital in Savannah, Ga.; the wiring of 
the Montairy Hotel at Mt. Airy, Ga., 
and the new post-office in Atlanta. 


stallation 


He also planned the electrical work 
in the Grove Park Inn at Asheville 
which is said to be the finest resort 
hotel in the world. 

“TI don’t regard the material things 
I have done,” said Mr. 
asked to what he 
his greatest accomplishment in busi- 


Farr, when 
name considered 
ness, ‘as being so important as the 
intangible things which have come to 
me. I am mostly proud of the con- 
tacts I have made, of the friendships 
that have resulted from my work. | 
have tried to help raise the standards 
of the tried to 


show more people the wisdom and 


electrical business; 


JOBBER IS THE MOST 


IMPORTANT MAN IN THE INDUSTRY 





using better electric 


If I have 


even the smallest degree in helpin 


economy | of 
equipment. succeeded i 
to raise the standards of this grow 
ing industry, that, then, is the bi 
gest thing I have done.” 

Mr. 


and-dried rules for success. 


Farr doesn’t have any cu! 
Servic 
according to his definition, is nothin 
more than honesty. Success and tli 
ability to make money are large! 
in a fellow’s own head; it is onl 
a by-product of energy. The sales 
man of electrical products, just lik: 
the salesman in any other line, mus! 
put his heart and soul into his job 
He must know his product thor 
oughly, must know what it will di 
and it will help the perso: 
whom he is trying to sell. With th 


honest and sincere desire to help his 


how 


prospects, uppermost in his thoughts. 
there is no question about a salesman 
being able to make good. 
electrical 


“TIT entered work as a 


mechanic,” says Mr. Farr. “Later on 
in the shuftle 
Then another bump and I became « 


Still more bumps, and I be 


I beéame a contractor 


dealer. 
came a jobber.” 

The Piedmont Electric Co. 
outgrew its quarters on South Main 
Street. It moved. A few more 
years, and still more space became 
imperative. So the handsome 
story brick and steel building, which 
headquarters of this or 


soon 


four- 


is now the 


ganization which serves _ electrical 























H. F. Viot, manager of the South- 
western Lamp Division, Kansas City, and 
“EKaco’s Little Ray of Sunshine,” Pat 
Farrell, of Electric Appliance Co., New 
Orleans. 
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06 d or - steel poles 


Where street lamps need not be hung more than five feet from the pole, 
the Peirce Presteel Mast Arm (rigid type) is the ideal support. It is 
braced against stresses in all directions and is neat and attractive in 
appearance. For these reasons, as well as for its lower cost, it is every- 
where replacing the awkward looking, expensive and unsafe gooseneck. 


As will be noted by the illustration the arm is very flexible; can be used 

on wood or steel poles with the brace above or below the arm. The 

ornamental scroll is also adjustable. For these reasons this arm can be 
used very satisfactorily 
for most types of street 
lighting. 


The above photograph 
shows the installation of 
No. 3204 Mast Arms 
mounted on steel poles, 
with the Brace below the 
Arm. The lighting circuit 
is supported on each pole 
by two No. 827 Hubbard 
Clevises and No. 514 
Peirce Strain Insulators. 
The Clevises are attached 
to the bolts in the pole 
Bands. 


These Arms are made in 
3, 4 and 5 foot lengths, 
furnished either hot gal- 
vanized or painted. If you 
desire a longer type Mast 
Arm, please write for our 
Mast Arm (chain type) 
Bulletin. 


Carried in stock and sold 
exclusively through the lead- 








ing Electrical Jobbers. 














No. 3204 Mast Arm 
Mounted on a Wood Pole 





} Hubbard ani COMPANY 


PITTS BURGH ” OAKLAND, CAL. * CHICAGO 
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'dealers and contractors throughout 
| . 
| the Carolinas and eastern Tennessee, 





Osh kosh Tools | house was established in Greensboro. 
| 


Fulfill Your 


Customers’ 
Requirements 


Oshkosh Pole Line Construc- 
tion Tools are made by a com- 
pany that has been in the busi- 
ness over fifty During 
that 


thorough a knowledge as is pos- 


years. 
time we have gained as 
sible of the requirements of util 
ity companies and other tool 


Oshkosh Tools have been 


made accordingly 


users 


boost 
their sales records by taking ad 


Jobbers’ salesmen can 


vantage of the country-wide ac 
Oshkosh 


have 


ceptance of the line 


Users everywhere found 


Oshkosh tools to suit their needs 


almost to perfection 


TAMPING 

BARS 

Oshkosh Tamping 
furnished in 


light 


Bars are 
two styles, the 
and the heavy wood 
tamping bars Both 
have selected Wiscon- 














sin Rock maple han- 

dles and a steel shoe 

securely riveted to 

the handle. 

TREE 

' TRIMMERS 
t The new Oshkosh Tree | 
1} Trimmer cuts easily, is 
" =6light, strong and has | 
} positive locking ferrules. | 
i Cuts limbs up to 1%” in | 
} diameter very easily. The 

handle is made in three | 

rigid, easily dismantled 

sections, of 114” straight 

grained Washington fir. 

Furnished complete with | 

handle and _ pull rope 

ready to operate. | 





Oshkosh Tools are bz cked by 


a strict jobber policy. You are | 
free to write us about your | 
problems in our line. Get the 


benefit of 
perience in this field. 


LEACH COMPANY 
OSHKOSH, WISCONSIN 


OSHKOSH 


POLE LINE | 
CONSTRUCTIONTOOLS 


| 


Cai 


our fifty years’ ex- 











| Fulton St. 


}always been very much interested in 


i/was built. A branch office and ware- 


The year 1927 is Piedmont Elec- 
Thirty- 
| three employees are now on the pay- 
roll. Approximately 15,120 sq. ft. 
‘of floor space is required for the 


'tric’s Silver Anniversary. 


Asheville stock-rooms and general of- 
ifices. It is the oldest electrical job- 
bing business, continuously in oper- 


ation under the same name, south of 





| Richmond. 
| William Farr was born in Brook- 
lyn, N. Y. on July 11, 1875. He 


has always maintained that the num- 
'ber 11 has been his lucky number. 
| He was married on December 11 and 
his first son was born on the elev- 
= of the month. 

He attended the public schools of 
| Brooklyn until his father, who was 
'in the book business, moved the fam- 
‘ily to Australia where Bill lived be- 
the of eight and 138. 
| When they returned from Melbourne, 


tween ages 
young Bill took his first job, as cash- 
D. Mathews depart- 
After work- 
|ing there a year, he took a_ short 


boy in the A. 
/ment store in Brooklyn. 


‘course at the Brooklyn Polytechnic 
Institute. Then came his first elec- 
|trical work, with H. E. and C. E. 


| Baxter, Brooklyn manufacturers of 
‘electric bells, speaking tubes and 
other electrical household goods, 


whose factory stood at the foot of 


Did he like the work? He did, 
even though the whistle blew before 
daylight and knocking-off time didn’t 
For Bill had 


come until after dark. 


electricity. He recalls an_ incident 
that happened when he was 12 years 
old, when he was in London on the 
journey home from Australia. 

“With my pockets full of farthings 
and half-pence,” he says, “I stopped 
before one of those London stores that 
There 


was a little wooden cup with a cylin- 


had everything in the window. 


drical piece of zine that caught my 
eye because it was labeled “Electrical 
Battery.” The sheet 
stated that, when the contents of the 


instruction 


accompanying package were put in the 
cup and mixed wih the proper quan- 
tity of water, the wires, one of which 
was attached to the zine and the other 
to a copper tack in the bottom of the 
cup, would produce an electrical shock. 
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how Buckeye 





“TI invested, and a few days after- 








— here’s 
another angle 
on 


BUCKEYE 
CONDUIT 





month we _ told 
Conduit 
stays sold because of the 


Last 


satisfaction always assured 
after installation. 


Here’s another angle 


which has to do with the 
workmen who do 
actual installing—Buckeye 
Conduit is threaded only 
after being thoroly pickled 
and thereby cleaned of 
all scale before the protec- 
tive coatings of electro- 
galvanizing or enamel are 


applied. 


the 


In addition Buckeye 


Conduit reaches the work- 
man with the coupling on 
one end and a protector 
on the other thus assuring 
threads as 
when first cut, and easy 
installation follows natu- 


rally. 


accurate as 


It is a pleasure to sell 


conduit like ““Buckeye’’. 


The Youngstown Sheet 


and Tube Company 
Youngstown, Ohio 
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Costs More—W orth More—Profits More 
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SINCE 1895 





Patent Applied For 





A Metal-to-Metal 
Clamp Socket 


No Breakage 
No Mishaps 





Quicker Assembly 


Lowered Costs 





Can be used on any Sup- 
port designed for Porcelain 


Screw Ring Receptacles 


The Ideal Socket for Com- 
mercial Fixtures and Wall 
Brackets 





Carry a Sample with you to 
show your Customers you 
know what is the newest 


thing in Wiring Devices. 





HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 
Boston Il, MassacHuSEeTTS 








1 ed tw BLE 
IRING L/EVICES 








wards on the ship carried out the 
instructions. The only shock I re- 
ceived was when I realized I had been 
defrauded out of my three pence.” 
Young Bill’s job with the Baxters 


| was helping to make electrical house 


goods. He first secured $2.50 a week 
but when he left, two years later, he 
was receiving the handsome salary of 
$4. 

His hobby along about this time was 
to make something that would demon- 
strate the power of electricity. For 
two years he had been working on a 
static machine, but for some reason or 
other, it wouldn’t produce the static. 
And then he made a high-frequency 
spark coil. He wanted to see elec- 
tricity; wanted to hear it and feel it. 
His father 
said young Bill was wasting his time, 


The spark-coil worked. 


so young Bill arranged to demonstrate 
what he had accomplished. 

“IT asked father to hold two wires 
which were attached to the coil,” said 
Bill. ‘And then I hooked up the coil 
with a_ two-fluid acid battery 
turned on the switch. 

“T’ll never forget the look of sur- 


and 


prise on father’s face when he felt the 
shock. He jerked away, and his jerk 
carried with it the battery whose acid 
contents were spilled over the red 
table cloth. Father refused to talk to 
me for a couple of days after that.” 
After leaving the Baxters, Mr. Farr 
worked for the James W. Queen Co. 
manufacturers of electrical 
ments, in Philadelphia; and for the 
Hall Signal Co., back in Brooklyn. 
Then he took a job in the electrical 
equipment department of the Brooklyn 


instru- 


Navy Yard where he helped to install 
the electric lighting equipment on the 
battleship Maine which was later sunk 
in Havana harbor. Here he worked 
until a weakened physical condition 
made necessary a change to a warmer 
climate. So he came to Asheville. 


Mr. 
creditable part in the life of Asheville. 


Farr has taken an active’ and 


He is a member of the Civitan Club, 
of which he was a director; and he 
recently led the Civitan Division to 
1926 
nity Chest Campaign. He was presi- 
dent of the Asheville 
Association for year, 


success in Asheville’s Commu- 
Merchants 
one and a 
director of the Asheville Chamber of 
Commerce for four years and _ vice- 
president for one year. He also be- 
longs to the Knights of Pythias and 
the “Dokkies.”’ 


Mr. Farr has eight children; his 

















ata 





Geo. Johnston of Midwest, Omaha, and 
Carl Fried of McGraw Electric Co., sam: 
place. They have just finished a heated 
argument over “cash discounts.” 





grown up with the business, having 
recently been appointed to its sales 
managership. 

While the Piedmont Electric Co 
is still his chief interest, Mr. Farr 
loves to get away from the office earl) 
when the afternoons begin to get long. 
and drive up to his cabin in the moun 
tains near Asheville. Here he putters 
away with the system he has installed 
to furnish running water and electric 
light. 
ing in this manner with his hands, he 


And possibly, while he is work 


gets the business-building ideas to 
which his associates and dealers hav: 
long since learned to look forward. 


Exchange Offer on Old Hot 


Water Bottles 
During January, the A. M. Little 





Co., of Syracuse, N. Y., in co-opera 
tion with the Syracuse Lighting Co., 
Inc., and electrical dealers in Syra 
cuse and suburbs carried on a sales 
campaign covering “‘Universal’’ and 
“Thermax” heating pads. An allow- 
ance of $1.00 was made on old hot 
water bottles turned in as part pay- 
ment on pads. 

Newspaper advertising and circular 
letters featuring the campaign were 
made use of, and with very satisfac 
tory results. Some nearby central 
stations, but outside of the Syracuse 
district, tied-in on this campaign, thus 
receiving the benefit of the advertis- 
ing of the Syracuse newspapers with 


eldest son, Bill II., has practically circulation in their towns. 
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Fite g Blades 


Heat Proof 





Hi USky Motop 





Every Day-Fan Fan 
Has Eight Little 
Salesmen to Help 
Your Dealer Sell It ® 


Show your dealers how they can sit back next 
summer and let these little salesmen sell Day- 
Fan Fans for them. 


Tell them how crack salesman Mr. “Extra 
Air Delivery” will demonstrate his sure fire 
blast of the season’s best selling talk—a wide 
sweep of powerful cooling air. Then Salesman 
“Big Blades” will step up with “That—Mr. 
Prospect, is because of me’’—and pipes “Husky 
Motor”—‘“me too, Mister!” Then show him 








how Messers ‘Heat, Dirt and Dampness Proof” 
will further sell the prospect with their con- 
vincing talking points, while “38 Years of Ex- 
perience” and “Economical” will conduct the 
closing arguments and make Mr. Prospect sign 
the dotted line. 

Selling Day-Fan Fans is easy. They do the 
job themselves because each has exclusive talk- 
ing points that can’t be found in other fans. 
And as every dealer and jobber’s salesman 
knows—that’s what sells a fan. 


Note to Enterprising Jobbers’ Salesmen 


Look Carefully at the Group of Little Salesmen Gathered Around the Day-Fan Fan 
Pictured Above. Wouldn’t That Make a Whale of an Interesting Window or Coun 
ter Display? Suggest it to the Dealers You Call to See—They Could Easily Make 
It Up With Little Dolls and Signs Lettered With the Day-Fan Fan Talking Points. 





DAY-FAN ELECTRIC COMPANY, DAYTON, OHIO 
















Day- Fan Radios 


Nationally known as 


Day -Fan Motors 


A ° , f th > r 
the radio_ receiver One he + 


used by great broad- 
casting stations to 
listen to their own 
programs. 


ular f fi ’ 





RADIO + MOTORS > FANS 
oo 


For More Than 38 Years Manufacturers of High Grade Electrical Apparatus 











88 





THE JOBBER'SfAI)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 





/ 


TO SELL— 


THE ‘‘RELIANCE”’’ 


“RELIANCE” 


AUTOMATIC TIME SWITCH 


the “Racine” 
switches. 
reliable and dependable service. 


manufacture. 
guaranteed for one year. 


of Fire Underwriters. 


RACINE TIME SwIT Cy 


“RACINE” 


AUTOMATIC TIME SWITCH 


selling for $19.50 and $23.00 list. 


“Reliance” parts, 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, 





IT’S “TIME” 


first mortgages but with 
third 


AND “‘RACINE’’ 





NOW AND ALWAYS is the 
time to sell the “Reliance” and 
Automatic time 
They give absolutely 


The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
Every switch is 


| even. 


Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 





A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes 


It is used for turning On and Off win- 
dow lights, sign, bill boards, apartment 
house hall light, etc. It also carries a 
year’s guarantee and is made largely of 


RELIANCE AUTOMATIC 


WISC. 








Watch Your Dealers’ 
Assets 


(Continued From Page 6) 


have been mortgaged, not only with 
second, 
and fourths, instalment sales 
are bound to fall off or at least not 


increase. Many who do buy will find 


| it impossible to meet all the pay- 


ments on all they have bought. 
This condition will naturally de- 
crease the demand for goods. De- 


| creased demand will mean decreased 
| production and decreased production 


in turn will mean lower earnings for 
those who have bought on the instal- 


|ment plan and since they have been 
| buying on the basis of their old in- 
| come it will be impossible to meet all 
| payments and some goods will have 
| to be turned back to the dealer. 

When that time comes those deal- | 
/ ers who have done the largest instal- 
| ment selling business will find them- 
selves heavily overstocked with used | 
| appliances, some of which it may not | 
| be possible to sell at a price which | 
will enable the dealers to come out | 


In other words the condition 
will be eventually what it was when 


the crash came in 1920. There will 


be a surplus of merchandise that will | 


be hard to sell and much of which 
will have to be sold for less than 
actual cost. 

This is by no means a condemna- 
tion of instalment selling. There is 
no question about such selling mak- 


° ° . . | 
ing it possible to popularize many 
things that could not be popularized | 


in any other way. There are many 
people owning radio sets that are 
fully paid for which they 


would have bought if one cash pay- 


never 


' ment in full had been demanded. 
| There would be far fewer washing | 
| machines and other electrical appli- | 
ances sold and paid for if no instal- | 


| ment sales were made. 


The fact remains, however, that a 
condition has been brought about 
that must be 
understood. 
will do well 
formed as possible in regard to the 
business _ his 
If they are 
likely to 


volume of instalment 


customers are doing. 
that is 


doing a volume 


throw them into bankruptcy in case | 


it becomes suddenly 
take back an unduly large number of 
appliances out on the instalment 
basis, then the credit of that cus- 


tomer is not of the highest. Unless 











faced and should be | 
The jobber’s salesman | 
to keep as well in- | 


necessary _ to | 








Jobbers and 
Jobbers Salesmen 


Remember These Points 
When You’re Calling on 
Your Trade for Insulator 
Sales. 


Sell Them 
Hemingray 


Their efficiency has been es- 
tablished over many years of 
long and satisfactory service. 


They combine the qualities 
of durability, uniformity and 
low cost. 


They are known universally 
to the trade. 


They are immediately avail- 
able for prompt shipment. 


They are particularly suit- 
able for all low and medium 
voltage lines ranging from 
2300 to 15000 volts. 


These Points Will Make 
Hemingray Glass Insulator 
Sales for You. 





HEMINGRAY 


GLASS COMPANY 
MUNCIE, INDIANA 
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OU may sell an Ivanhoe 
product for every application 
in the industrial, commercial and 
residential lighting fields. You 
may do that with complete confi- 
dence, knowing that no market- 
ing of every item is governed by 
the well-known Ivanhoe policy of 
distribution through appointed 
Ivanhoe Distributors. A partial 
list of Ivanhoe products follows. 


For Industrial Lighting ~ 


{}] RLM Standard Dome Reflec- 
tors 

(} Porcelain-Enameled Bowl 
Reflectors 

() Porcelain-Enameled Angle 
Reflectors 

_}] Porcelain-Enameled Poster 
Board Reflectors 

_} Holders for B-Heel Reflectors 

{_} Glassteel Diffusers 

(| Vapor-Proof Units 

{| Weather-Proof Units 

(J) Industrial Flood Lighting 
Units 

(_] Industrial Spotlights 

|} Trutint Units 

(_] Special Service Reflectors 

{_] Miscellaneous Reflectors and 
Fittings 

For Commercial Lighting — 


(_) The Trojan, fixture and glass 

_]} The No. 5243, fixture and glass 

(_] The Ace, fixture and glass 

_} The Keldon, fixture and glass 

(_] The Tuscan, fixture and glass 

(_] Ivanhoe Celestialite, fixture and 

lass 

(_] Standard Fixtures for Commercial 
Lighting 

() DEPENDO Safety Fixtures for 
Commercial Lighting 

(_] Glass Reflectors and Shades 

{_] Aluminum Window Reflectors 

{_} Trutint Units 

For Residential Lighting — 

(_) Espantine Lighting Fixtures 

{ ] Rozelle Decorative Glassware 

|_] The Daylight Kitchen Unit 

|_] The Ivadine (Dining Room) 

{_] The Dyner (Dining Room) 

(_] Enclosing Globes (Bed Room) 

f_] Etched Glassware 

{_] Cut Glassware 


(_] Miscellaneous Lighting Glassware 
(_) Boudoir Lamps 





IVANHOE 
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Use Ivanhoe’s Industrial Campaign 


F YOU want to sell more industrial lighting material this 
year, use Ivanhoe’s Industrial Lighting Campaign. That’s 
the biggest sales tip of the new year. 


The N.E. L. A. industrial lighting activity has made every 
industrial planta prospect for productive lighting. Your better 
central station customers want to follow through again this 
year. They can very profitably use Ivanhoe’s Industrial 
Campaign. 

Where the power company has other plans—they will in 
some instances—your own House can operate this campaign 
direct to a picked list of industrial prospects. The complete 
campaign prospectus was mailed last month to your Industrial 
Sales Manager. Ask to see it. 


In a word, the industrial market. is unusually receptive; 
most central stations will help you sell it; and Ivanhoe has an 
ideal set-up to serve—an industrial line lately rounded out with 
new developments and the essential publicity and sales tools. 


IVANHOE DIVISION of The Miller Company 
Cleveland: Ohio 


For 22 Years: Quality Merchandise +Definite Sales Policies ~Profits for All Who Serve 


Double your volume on lighting 
material. Carry sales data on every 
Ivanhoe product. Sell somethin 

to every dealer and indanniek 
It is being done. 
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Fan 


Profits 


VENTILATING FAN 

thatismechanically good 
is doubly good if there’s a 
good margin of profit. 


Mechanically, Johnson Fans 


from a profit standpoint 
there’s none that represents 
a better value. 


The next time someone wants 
a fan, say ‘‘ Johnson’’ — that | 
means the best there is. 





JohnsonFan {Blower Co. 


MANUFACTURERS OF FANS & BLOWERS FOR ALL PURPOSES 
1321 West Lake Street, Chicago, Illinois 





Just as a real diamond retains its value—so MASTER 
GUARANTEED MOTORS through years of constant 
service upon a large variety of applications have come 
to be known as “Power Diamonds,” capable of rendering 
service today, tomorrow—every day. 


THE MASTER ELECTRIC COMPANY 
Linden & Master Aves. Dayton, Ohio 


STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER™ MOTORS 
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caution is exercised in extending him 
credit the jobber stands to lose. On 
the other hand a reasonable curtail- 
ment of credit in time will save both 
the dealer and the jobber. If there 
is any dealer who has no more appli- 
ances out on the instalment basis 
than he could take. back without any 
serious financial embarrassment, he 
is in a strong financial condition. 
There is little danger that he will 
fail because of an undue accumulation 
of stock in the hands of his custom- 
ers. 

One and perhaps the greatest dan- 
ger of instalment selling lies in the 
fact that on the scale at which it is 
now being done it is new. There is 





| no past history to indicate just what 
'will happen. It is a case of reason- 
|ing out the results. Yet the results 
are plain. The great accumulation 
of unpaid goods that is yearly grow- 
ing greater can lead to no other end 
than a dangerous one unless the dan- 
ger is fully recognized and_ the 
| proper precautions taken. 

| Every jobber’s salesman realizes 
'that any dealer heavily stocked with 


} 
| 
| 
| 
| 
} 


|goods on his shelves that are not 
‘selling is headed toward bankruptcy 
‘and is not a good credit risk. The 
point to get fixed in mind at the 
'same time is that it makes no differ- 
ence in the long run whether those 
goods are in his store or in the hands 
of his customers. If he has too large 
a volume of unpaid for goods in the 
hands of his customers, he is not a 
good credit risk. The instalment 
business volume must be in_ the 
proper proportion to the financial re- 
sources of the dealer. If too large 
a volume is being done for the 
finances available then the position of 
the dealer is weak. If a smaller 
volume than could be done with 
safety is being done then the posi- 
tion of the dealer is strong. 

Any dealer loaded down with a 
lot of used appliances that he is 
forced to take back from the cus- 
tomer is going to find it a very diffi- 
cult matter to solve the problem that 
faces him. In a good many cases 
the jobber will probably have to 
solve it for him. 

For this reason it is highly im- 
portant that the jobber’s salesman 
fully appreciate what is likely to 
happen and be preparing in advance 
to prevent the consequences from be- 
ing any more serious than is abso- 
lutely necessary. It is well to make 





sure that no dealer is going to be 
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|. Drop a slice of bread 
into the oven slot. 





2. Push down 
levers. 





the 





two 





3. Pop! Up comes the 
toast when it’s done 
and the current is 
automatically turned 
off. 





i eeemmaaeiital 


25,000 Toastmasters sold 


in 4 months in a limited territory 


Stock this new toaster at once and get your share of these im- 
mediate profits during March—the N. E. L. A. toaster month 


If you want a money-making item put 
in a stock of Toastmasters at once. 
For this new toaster has the two things 
which make for profits—a liberal dis- 
count, and speedy turnover. Look!— 
One central power station, handling 
six lower priced toasters, sold 3024 
Toastmasters in 4 months. Another 
dealer carrying four lower priced 
toasters, sold 330 toasters in 29 days. 


Outsells all other Toasters 


The reason the new Toastmaster has 

broken all sales records is simply this. 

There is no other toaster like it—none 

as good. This is why. 

All you have to do to make toast is— 

1. Drop a slice of bread into the oven 
slot. 

2. Push down the two levers. This 
automatically turns on the current, 
and sets the timing device. 





Fhe TOASTMASTER 


3. Pop! up comes the toast automat~ 
ically when it’s done, and the cur- 
rent is automatically turned off. 

No watching, no turning, no burning. 

Both sides of the bread are toasted at 

the same time. Perfect golden-brown 

slices every time. 
Have your secretary write 
at once 


While the Toastmaster is brand new 
it is a proved success. For it is simply 
a compact edition of the big Toast- 
master which has been used for years 
by famous Hotels, Restaurants and 
Sandwich Shops. 

If this interests you clip out the note 
below to your secretary—requesting 
that she write for full details which 
will be sent without obligation. 


WATERS GENTER COMPANY 
213-217 N. Second St., Minneapolis, Minn. 








Note to the Secretary 
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Write the 

Waters Genter Company, 
215 No. Second Street, 
Minneapolis, Minn. 


} 


asking them to send us 
list price and. distribution 


policy of the “new 
master. 


x 


NR 


Toast- 





20 


Reasons why 
the Toastmaster 
will sell quickly 


5. 
2. 


New and different. 

The only 100% Automatic 
Electric Toaster. 
Attractively 
flashing nickel. 
Toasts 2 sides of bread at 
once and takes a larger 
slice than most toasters 
Toast is always piping hot 
when served due to en- 
closed oven. 

Toast kept warm by re- 
tained heat. 

Toasts bread to individual's 
liking. 

Fascinating to use. 

3 simple operations do the 
trick. 

Electric current shuts off 
automatically 

No watching—no turning— 
no burning. 


finished in 


Same as used in famous 
hotels and restaurants 
Other duties can be done 
while toast is being made 
without fear of burning 
Impossible to overheat and 
burn out heating elements 
Hard rubber legs prevent 
burning of tablecloth or 
marring table. 
Makes perfect 
toast. 

Saves electric current 
Prevents burning of fingers 
Easily operated—even by a 
child. 

So well constructed it will 
outlast any other toaster. 


uniform 
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No. J-304 


Extension, 8 inches 
Length, 10% inches 
Diameter, 6 inches 





Mr. Jobber — 


Without profit, interest soon ceases; not only for you, 
the owner, but also for your entire sales organization. 
The Framburg Line of lanterns are made right, 
priced right and make profit for you. 


Write for comp'ete Merchandising plan 


H. A. Framburg & Company 


3320 Carroll Avenue 
Chicago :: Illinois 

















To Sell More Emerson Fans! 


ec 
ed 





EMERS ON fans | 


With the _ Year Seip pean 

















This attractive display, in six colors, is a miniature billboard, 
30x18 inches, for the windows of your Emerson Fan dealers. A 
separate insert on Emerson Junior fans permits varying the dis- 
play from week to week. 

A blotter and a folder, envelope size, are furnished with the 
dealer’s imprint, to tie-up with the window display. 

A portfolio of convenient size to carry shows all the sales helps 
for Emerson dealers. Did you get yours? 


The Emerson Electric Mfg. Co. 
2018 Washington Avenue, St. Louis, Mo. 
The Emerson Company sells no apparatus at retail. 














seriously endangered through too 
much instalment selling if there is 
any way of doing so. 
* * * 
Changes in Personnel 
E. J. Ruetu was appointed sale 
manager of the Frankelite Co., Clev: 


land, Ohio, beginning January | 
1927. 


H. E. Bernxorr has been mack 


| lamp and lighting specialist of th. 
| Graybar Electric Co., Boston, Mass.. 


replacing D. F. Mitchell, who ha; 
gone into business for himself as « 


| manufacturer’s agent. 


CrareNce J. Coatu has been a) 
pointed manager of the lamp depart 
ment of the Shepherd-Fluharty Elec 


| tric Co., Baltimore, Md. 





M. T. Bett, who has been presi 
dent of the Waco Electrical Suppl 
Co., Waco, Tex., since the company 


| was organized in 1906, became activ: 


in the affairs of the company effec 
tive January 10, 1927. Mr. Bell for 
the past 25 years has devoted his ef 


| forts to the manufacture of a line of 
| toilet articles. 





J. R. Haynen has been elected 


| vice-president of the Electric Appli 
| ance Co., New Orleans, and M. A 


Barre secretary and treasurer. Both) 


, have been with the company over nin 


| years. J. Wheaton Flynn has been 


appointed sales manager. 


J.C. Pentz, formerly sales manager 
of the Reiman Wholesale Electric Co.. 


| Los Angeles, has been promoted to 








the position of assistant manager. He 
is succeeded by Jack Shay, formerly 
of the credit department of the Myers 
Electric Supply Co. 


W. A. Reese, known by his friends 
as “Bill” is now sales manager for the 
Virginian Electric, Inc., Charleston, 
W. Va. Bill used to travel the N. & 
W. years ago when there were no 
roads, and he says: “Each and every 
railroad tie between Williamson, W. 
Va., and Coaldale, W. Va., used to 


know me.” 


GLENN Smitey who was for many 
years sales manager of the Commer- 
cial Electric Supply Co., Detroit, and 
who left there some months ago is 
now lighting specialist for the Gray- 
bar Electric Co., Detroit. 
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pee ps PARANITE—here's the spirit of 



























































3 = honesty. Honest products, honestly 
: = formed and honestly merchandized. 
"IF ITS” PARANITE Rubber Covered Wires. 





PARANITE Cables and Cords—“more than code 


ITS RIGHT requires —dependable, superior and 


















































—— : 
= economical. 
— 
a The PARANITE Line—extensive and 
seme 
| = complete. Rubber covered wires, cables 
a 
a and cords—every foot proof of honesty 
eh = in manufacture. 
Code & 
duiniaiant Manufacturers, jobbers, jobbers  sales- 





| 


men, contractors and consumers alike 


—all are certain: If It’s PARANITE 
It’s Right. 


Indiana Rubber & Insulated Wire Co. 
JONESBORO, INDIANA 


F [<CHICAGO KANSAS CITY LOS ANGELES NEW YORK 
140 S. Dearborn St. The beh mee © Butte Co. 
esey 
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OR the past four years, 1926 has 
the 
greatest year. far 
back as 1928 the sages predicted that 
the 1926-1927 would be the 
greatest, both as to activity in the 
and 
and in 


been looked forward to as 


radio Even as 


season 


size of 
broadcasting the 
number and enthusiasm of the broad- 


factories, in number 


stations, 


vast listeners. 

Much of this increase needed to be 
in new channels, and so it has turned 
out, for a great many people pur- 
chased sets last year, who had been 
holding off for some time. A fair 
estimate seems to be that but about 
15 per cent of the increase in busi- 
ness of last year was due to well-es- 
tablished customers, and about twice 
that amount to new people who had 
a radio set before. The 
industry has to go quite 
a way to find prospects who have 
not had a car before, so as yet the 
radio business has a larger field to 


never had 
automobile 


choose from. 

Most of the radio retailers in 1926 
were content with a very nominal in- 
crease in business, rather 
their efforts behind the better 
cles in their stock, and building up 
their service departments. The in- 
crease which the good retailers have 
had, and are continuing to 
comes from the good business condi- 
from 


placing 
arti- 


have, 
tions in general as much as 
When business condi- 
tions are for the 
radio dealer finds them rather excep- 


anything else. 
good everyone, 
tional for himself. 

Radio 


year. 


was good last 


found us 


reception 
The year before 
with an unusual period of several 
months’ poor reception from distant 
stations. We had nothing of that 
sort in 1926, and consequently, be- 
cause of the experience of the pre- 


vious year, dealers were conservative 
in their statements as to just what 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





Why Last Radio Year Succeeded 


By DON C. 


WALLACE 


a set will do. 


result has found that his set actually 


The purchaser, as a 


did a little more than he was led to 
expect from his talk with the dealer. 
The dealers have become better ac- 
quainted with the set they are selling 
as well, and more authoritative in- 
formation, and more intelligent serv- 
ice is resulting from association with 
them. 

There has not been a phenomenal 
increase in the actual number of radio 
sets sold, but the sets that are going 
out are better sets, and even if not 
radically higher in price, are high 
enough to substantiate the care and 
effort put behind the construction of 
them. ‘Trade-ins were not the prob- 
lem that they were in 1925, because 
the average fan was willing to ad- 
mit that he did secure his money’s 
worth from his previous set, and was 
consequently willing to let it go into 
a newer finer set at a small sum 
compared to its original worth. 

A great business has sprung up in 
the past year on better accessories, 


and those well satisfied with thei: 
sets have found pleasure in equip 
ping those sets with the very best 
of accessories. Any set is the basis 
for these accessory additions, and al! 
sets can be improved with the judi 
cious addition of the proper acces 
Tubes are a rather marked ex 
ample of the addition of better ac 
cessories. There is a special tube fo: 
almost every socket in the radio set 
rather than the five or six all of on 
kind The 
better tubes, true, costs a little mor: 
than the other tubes which 
steadily reduced in cost, but the re- 
sultant addition of quality and better 
performance is well worth the added 
expenditure. 

A marked difference in the type ot 
set builder was noted in 1926. A 
better set could be built from the 
parts available on the market than 
formerly, and those mechanically in- 
clined could build rather exceptional 
sets, and in the process have the joy 
of building, and the great pleasure 
of knowing just what is in the set 
they have built and which works so 
well. 

The technical advance in 
however, was relatively little, over 


(Turn to Page 100) 


sories. 


used heretofore. use ot 


have 


radio, 








A gang of hot competitors after a big order. The winner was F. N. Wilson of the 


Northwestern Electrical Equipment Co., St. Paul. 


extreme right. 
St. Paul and Minneapolis salesmen. 


Wilson is the little fellow at the 


He would hate to be caught in a poker game with this bunch of 














February, 1927 





THE JOBBER’SM)|SALESMAN 





95 

































































RADIOTRON Detector 
UX-201-A Amplifier 
RADIOTRON | Detector 
UV-199 Amplifier 
RADIOTRON {| Detector 
UR-199 Amplifrer 
Detector 
wo-11 Amplifier 
RADIOTRON | Detector 
WX-12 Amplifier 
RADIOTRON | Detector 
UX-200 Only 
RADIO Detector 
re ol Only 
Power 
RADIOTRON amplifier 
Ux-120 Last Audio 
Stage Onty 
 RADIOTRON | Power 
UX-192 Ampifier 
Power 
RADIOTRON Ampifier 
UX-171 Last Audio 
Stage Only 
RADIOTRON hotod 
UX-210 mplifser 
Oscillator 
RACYOTRON | Full-Wave 
UX-213 Rectifier 
RADIOTRON | Half-Wave 
 UK-216-8 Rectifier 
Voltage 
RADIOTRON Regulator 
UX-874 are 
RADIOTRON Ballast 
UV-878 Tube 
RADIOTRON Ballast 
UV-886 Tube 
RADIOTRON | Protective 
UV-877 Tube 





Thisad is one of the brilliant 
month ail the year ‘round ia 
a long lise of the most im- . 
portant national 


Have you ever figured 


SEEING 
MORE 
THAN THE 
MICROSCOPE 





clear up the 
tone 


running ¢very 


magazines. 
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the cost of a dissatistied 
customer ? ot ee 
Then you know you can 


afford to sell nothing but 


the best in vacuum tubes. 


ACA~ 


MADE 


BY 





Many years of experience developing and making MAZDA lamps have given to 

the Radiotron laboratories and factories a skill that cannot be matched. RCA 

Radiotrons are far ahead in quality—and always will-be. And they are far 

ahead of all competitors in sales. Surely gambling with inferiors doesn’t pay! 
° 


RADIO-€COQORPORATAON OF AMERICA 





New York Chicago San Francisco 
Kadiotron 
E MAKERS Oe: Tr. RADIOL A 
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New Radio Products, Illustrated 








The Buckingham Radio Corpora- 
tion, 25 E. Austin Ave., Chicago, is 
the manufacturer of the model “P 
500” console set illustrated (left). It 
is made of American walnut. A 
grill covers the speaker opening of 
a built-in Utah unit with a horn 
chamber. This console is a six tube, 
two-dial control, incorporating three 
stages of tuned radio frequency in 
shielded units, having one detector 
and two stages of transformer 
coupled audio. The height is 36 in., 
length 31 in., depth 13 in. 








The Balkite model “B”-X is a “B” 
current supply made by the Fansteel 
Products Co., Inc., North Chicago, 
Ill. It is recommended for sets of 
five to eight tubes (including power 
tubes) where 90 to 135 v. are re- 
quired. Intermediate and detector 
taps give proper outputs for the 
various circuits. Output rating: 30 
milliamperes at 135 v. at 115 line v. 
Consumption: 12 watts. 








The Day-Fan Electric Co., Dayton, 
O. is manufacturing the “Fantenna” 
illustrated above. It is connected 
between the antenna lead-in and the 
set for the purpose of increasing 
volume, range, clarity, and increasing 
“B” battery life as it reduces the 
amount of current used. It may also 
be used with inside antenna. 











The aerial “Cone” is made of 
copper and built so that maximum 
signal strength is attained. Lead-in 
binding post and insulating joint are 
located on the inside of the cone for 
weather protection. It is finished in 
lacquer. This product is manufac- 
tured by the Aerial Cone Mfg. Co., 
Tulsa, Okla. and distributed national- 
ly by the Southwestern Sales Corp., 
of Tulsa. 





CUNNINGHAM 
as tage), 


TYPE Cx 300 A 


PATENTE 





The CX-300A tube is a new prod- 
uct of E. T. Cunningham, Inc., 370 
Seventh Ave., New York. It is a 
new special purpose tube designed 
for use only in the detector socket of 
receivers using five volt tubes. 




















The Sterling Mfg. Co., 2831 Pros- 
pect Avenue, Cleveland, has _ an- 
nounced its “Universal” tube tester 
and set service No. R. 408. It is 
built essentially for testing in mil- 
liamperes the plate current of vacuum 
tubes. By this test the amplification 
value of a tube is immediately deter- 
mined. A socket plug and _ suitable 
adapters are furnished so tests may 
be made directly in the tube sockets 
of a receiver without disconnecting 
wires. 








The “Na-Ald” localized control unit 
is supplied with two, three and four 
.000375 m. f. condensers and with two 
condensers having auxiliary control- 
ler for tickler coil. The moulded 
Bakelite controllers for the con- 
densers project through a single 
opening in the front panel. Mounted 
on a rigid chassis. This unit permits 
single control. It is made by the 
Alden Mfg. Co., Springfield, Mass. 








The Wirt Co., 5221 Greene St., 
Germantown, Pa., has just announced 
its new Wirt cone speaker. A con- 
veniently placed knob at the back 
eliminates need of dismantling the 
speaker when necessary for readjust- 
ment. 
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Variable and Fixed Resistors 
for B-Eliminators 


Endorsed by Engineers and B -F 


Manufacturers 


to best endorsement of a radio product is its use PERFECT VARIABLE RESISTOR 





as standard equipment by large manufacturers of | Bradleyohm-E is an enlarged Bradleyohm de- 
radio equipment. signed especially for B-Eliminator voltage con- 
Bradleyohm-E and Bradleyunit-A are used extensively trol. The extra long columns of scientifically 
as standard equipment by manufacturers of B-Elimina- treated graphite 
tors. Also, most manufacturers of B-Eliminator kits discs insure perfect 
and coils recommend Bradleyohm-E. Leading radio voltage control 
feature writers strongly recommend Bradleyohm-E for | Over a wide range. 
their hookups. | tis madein several 
| ranges for vari- 
There is a constant demand for these resistors. Get your ous f-Eliminetor 
share of this attractive business by ordering a stock, now! | circuits. 





Bradlevaunit A B i ‘. A 
| PERFECT FIXED RESISTOR 


|  Bradleyunit-A is a solid molded resistor for 
radio circuits. It is molded and 
heat-treated under high pressure, 
making it impervious to moisture. 
The silver-capped ends can be 
soldered without affecting the calli- 
bration of the Bradleyunit. 





Wiring diagram ALLEN-BRADLEY COMPANY 


is shown above. | 492 Clinton Street Milwaukee, Wis. 


Sell Allen-Bradley Perfect Radio Devices. 
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New Electrical Products, Illustrated 











The Ilg Electric Ventilating 
Co., 2854 N. Crawford Ave., 
Chicago, has just introduced its 
new “Ilgair” kitchen ventilator. 
The cabinet is weather-tight, 
and the outstanding feature is 
the automatic operation which 
is controlled by opening and 
closing the cabinet door. This 
action makes and breaks the 
electric current by means of a 
jam switch. 








The Signal Electric Mfg. Co., Me- 
nominee, Mich., has developed a dual 
wound motor on the new line of 
Signal fans and are now in produc- 
tion with this addition to their line. 
This dual wound motor enables the 
fan to operate on either direct or al- 
ternating current. This is not the 
“Universal” type motor but a brand 
new development. 








FE 


To permit the use of 100 watt 
type “A” lamps in lighting equip- 
ment originally planned to take 100 
watt type “C” lamps, the Benjamin 
Electric Mfg. Co., Chicago, is now 
making a porcelain socket extension 
which lengthens the socket and is a 
part of it, rather than a screwed-in 
addition. This extension, No. 4649, 
fits between the upper and lower 
parts of Benjamin two-piece sockets 
Nos. 86 and 88, without disturbing 
the wiring, and lowers the filament of 
the new smaller lamp the right posi- 
tion for correct distribution of light. 
The extension will work equally well 
with any medium base lamp in using 
a reflector with the next smaller size 
lamp than the one for which it was 
intended. This is an advantage where 
it is necessary to get a wide distri- 
bution of light with a small amount 
of current consumption. 





George Richards & Co., 557 W. Mon- 
roe St., Chicago, has just announced 
the addition of two “Hemco” conven- 
ient outlets to the “Hemco” plural 
plug line. The “Hemco Thru-Lite” 
No. 204 is designed with one screw- 
type threaded outlet permitting the 
light to hang straight down and two 
prong-type side outlets. It is a screw- 
in type plug and the down outlet is 
equipped with threads to take “Uno” 
or standard shade holders. The 
“Hemco Trip-Prong” plug No. 207 
is designed for prong-type receptacles 
being similar to the “Hemco Tee- 
Prong” plug except that an addition- 
al prong-type outlet provides three 
instead of two outlets. It is designed 
for all standard prong-type recepta- 
cles and all prong-type attachments. 


























The James R. Kearney Corp., St. 
Louis, has placed on the market a 
complete line of switching equipment 
for 7,500 and 15,000 volts, including 
fuse switches, disconnecting switches, 
choke coils, and combinations. Dis- 
tinctive features of the fuse switch 
illustrated includes: Self-aligning, 
full-floating contacts; combination 
clamp and screw type lugs; remov- 
able blade interchangeable with a 
disconnect blade; blade stop; positive 
lock; insulator inserts alike; flat sur- 
face base for cross arm  U-strap 
mounting; and _ convertibility for 
mounting in any position. 





The Reynolite extension utility tap 
No. 755 is designed for multi-purpose. 
It can be used for appliances as well 
as lamps and other devices. The 
eight foot cord extends the permanent 
outlet to the desired position. Made 
of brown Bakelite highly polished, it 
is furnished with white heater cord 
and separable attachment plug. 
Rated at 660 watts, 250 v. The Rey- 
nolite No. 495 attachment plug has 
bronze double tension smooth locking 
contacts with cap prongs white nickel 
plated mounted parralled firmly in 
insulation. The body has quick 
locating groove. It is molded of 
bakelite highly polished, and is rated 
at 660 watts, 250 v. Both are prod- 
ucts of the Reynolds Spring Co., 
Jackson, Mich. 








(eee OTSA 

The Killark Electric Mfg. Co., 3940 
Easton Ave., St. Louis, Mo., has 
added nine new types of conduit 
bodies to its present line. These new 
fittings are made in all sizes from 
1, in. to 2 in. 











The Crescent Shops, 1016 Crescent 
Heights Blvd., Los Angeles, Calif., is 
manufacturing the Crescent hole 
cutter shown above. It is designed 
for cutting holes in sheet metal, fiber, 
Bakelite, wood, also conduit knockouts 
for pull boxes, cabinets, outlet boxes, 
ete. 
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Current Supply 


delivers pure direct current-from your light socket 


Majestic Standard-B 
Capacity seven tubes or 
six plus 1 power tube.45 
miliamperes at 135 volts. 


$26.50 


West of Rocky Mts., $29.00 
Raytheon Tube $6.00 extra 






Capacity one to twelve tubes, 
pe egg the use of power 
tubes. 45 mils. § 

sr 16 seh. 29.00 


West of Rocky Mts. $31.50 
Raytheon Tube $6.00 extra 







Majestic Master-B 
Positive control of all 
output voltage taps. For 
sets having high current 
draw or heavy biasing 
batteries. 60 mils. at 
150 volts. 


$31.50 


West of Rocky Mts. $34.00 
Raytheon Tube $6.00 extra 












No acid or liquid. No filament to burn out. No hum. 
Superior performance. 


DEPENDABLE, ECONOMICAL and DURABLE. 
Will positively give you better reception. 


GRIGSBY ~ GRUNOW~ HINDS ~ CO. 





conditions in every city—and on any set, 


tions on THEIR sets. 











= 
{| 
i} @ 
ms 


Voltage can be accurately adjusted to meet varying 


Instruct your dealers to give customers demonstra- 
It will sell more units. 


4546 ARMITAGE AVE, CHICAGO-ILL. 
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The Magazines are 
Full of BURGESS 
Advertisements 


ICTORIALLY interesting and 
Cp Sicorialy convincing ads like 
these appear in the 87 dominant 
advertising mediums of this country 
and are read in the homes of more 
than 24,000,000 families. 

Cash in on this tremendous adver- 
tising co-operation that every day is 
building greater sales and sincere 
good will for Burgess products. 


Burcess Ba'rTERY COMPANY 


GENERAL SALES Or FIce: CHICAGO 


Canadian Factories and Offices: 
Niagara Falls and Winnipeg 
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that displayed the year before. Look- 
ing back four or five years will show 
a marked increase, but from year to 
year little is shown. To the layman, 
the technical advance may just as 
well be forgotten. There has been no 
one year of great advance, and the 
radio still is, as predicted some time 
ago, following in the footsteps of the 
very little definite 
advance from year to year, but a 
great advance over a long period of 
from five to ten years. In radio as 
in automobile selecting, it is well to 
get the set now and enjoy it as time 
progresses, for if the latest develop- 
ment is wanted, and it is waited for, 
there is likelihood of dying in the 
meantime. 

Public 


is today 


automobile, i.e., 


radio 
for it 


of the 
evident, 

The 
is hardly to be 
among the modern homes of 
and advance. Much of this 
doubt, to proper adver- 
Advertising has been respon- 


acceptance as 
it 


has 


is clearly 


found its home 


without 


place. 
a radio today 
classed 
thought 
due, 


tising. 


is no 


sible for a great many advances in 
our present day existence, and the 
placing of the latest information be- 
fore the public at regular intervals 
has no doubt added to the complete- 
ness of the public acceptance of to- 
day’s radio set. Some manufacturers 
have chosen to spend a good propor- 
tion of their advertising allowance 
on broadcasting. In the early days 
it was necessary for those who sold 
the radio sets to likewise provide 
programs, but today we have more 
broadcasting stations than ever, with 


|a smaller proportion of the stations 





being owned by the same firms mak- 


ing radio receiving sets. Many radio 
manufacturers sponsor very fine pro- 
grams, and some have even gone so 
far as to sponsor whole chains of 


broadcasting stations. 


The organization of the manufac- 
turer-wholesaler-dealer became 
more complete in 1926, so that each 
portion of the chain has become more 
familiar with the product it is sell- 
ing. The giving of franchise arrange- 
ments to individual dealers in a cer- 
with the resultant 
specialization of that house, has like- 
wise enabled finer service facilities, 
more intelligent 
set available for the new 


chain 


tain community, 


and information 
about the 
prospect. 

The individual dealer without a 
stock, and without a place of busi- 


ness, has practically dropped from 


existence, for the dealers who are i) 
it are, because of their year around 
efforts, more able to render the ser\ 
ice and provide facilities for th 
trade-ins which may form a part o 
the sale. Radio ceased to be a fa: 
years ago and we no longer eve: 
hear it referred to as a fad. Ther 
are no indications that it will dro, 
down, and sets are actually going 
higher in price, although many of tl: 
accessories are lowering in price. Th: 
one year set, which had flooded th: 
market was practically out of sigh 
1926. 

The loudspeaker horn has_ pra 
tically disappeared from radio today 
Reproducers have 
in 


in 


othe: 
keeping with th: 


taken on 


shapes, more 
and: with the 


furniture 


house 
Radio 
its place among the necessities of th: 
radio set. 


general situation 


has likewise found 


The man buying a radio set has 
also had the feeling that the factories 
were in the proposition heart and 
soul. The factories were completely 
stocked up long before the rush sea 
son, showing how great their confi 
dence was in their product. They 
have not been into the business with 
the thought of making a cleanup in 
one season, but rather to build on a 
firm foundation for the future, with 
better machinery, better laboratory 
with the resultant greater 
satisfaction to be had for the user of 
the set. 


facilities, 


* * * 
Mid-West Radio Convention 
A call is therefore made by the 
Iowa Radio Listeners League to 
all interested in the betterment of 
radio to attend the Mid-West Radio 
Convention to be held in Des 


Moines, February 22 and 23. 
The great hope of the workers in 


the movement to have a_ midwest 
radio convention in Des Moines in 
February is to point the way to 
vital and effective co-operation be- 
tween all groups and_ bodies in- 
terested. This includes _ listeners, 
manufacturers, dealers, jobbers, 


broadcasters and public utilities. 
The chief features of the conven- 
tion from a business point of view 
will be addressed 
known with 


by nationally 
many dis- 
cussions on the various questions in- 
volved, primarily directed to the 
problem of the present confused 
status of radio and desirable legisla- 
tion to remedy the situation. 


men open 
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Your Dealers’ Windows 


offer to us, to you and to your dealers themselves, the most valuable adver- 
tising space in the world. We realize this fact and that is why we have 
created such an attractive series of colorful and artistic seasonal displays in 
the preparation of which we have spared no expense. We have endeavored 
to make these displays worthy of the prominent position they are occupying 
in thousands of Cunningham dealers’ windows throughout the country. 

Increase your Cunningham Radio Tube sales, and therefore your profits, 
by trimming your own window (mailing in coupon attached) and by selling 
your dealers on the idea of trimming their windows accordingly. 


Show them this window display wh‘ch is theirs ~~ = =e 
free of charge. Simply send us the names of the COUPON 













dealers and we shall be very glad to mail at once E. T. Cunningham, Inc. 

. . . . . 370 Seventh Avenue, New York City 
their displays. They are printed in nine colors by a iaiaeial 
special oil paint proc2ss and ‘llustrate all the delight- Shinn: enh unk tik nities Wie tad in Cian 
¥ bd ° ° ° ha adio Tube seasonz window isplays 
ful forms of entertainment that radio brings into the ee eT a 
American Home. Pitmi. NOQhe. 02002 cence wcs 





Street Address.... 


E. T. CUNNINGHAM, Inc. 


New York Chicago San Francisco 


Cre Oe Sees. < osetia 


Signature of party ordering....... 


POP Se en OE CD SP ED CD GEE NE GED SED ET 
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KESTER 
Rosin Core 


RadioSQLDER 


Sure : is Safe and Simple 


Easy Lo Sell 


BECAUSE IT'S 
Easy toUse 


THATS the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It “Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 

Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


APPROVED BY 
RADIO ENGINEERS 


Onvigina 


fucturers of 
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| Service That is Essential to without placing themselves in ban! 


Radio Sales 


By A. H. BARTSCH 
Gen. Sales Mgr., American Bosch 
Magneto Corporation. 


N°? radio dealer can be a success 
unless he is capable of properly 
servicing the radio 
equipment which he sells. Neither 
can he consider his future in radio as- 
sured unless he is thoroughly grounded 
in radio, so that he may operate in- 
telligently a radio repair and service 
shop, to back up his radio service sys- 
tem which, as I have intimated, is es- 


installing and 


sential to success. 

But, who is to render the service 
educational work so essential to the 
dealer’s livelihood and ultimate suc- 


cess? The answer is, I believe, the 


'manufacturer through the wholesaler 


or jobber. 
“through the jobber,” 
my firm 


May I amplify the words 
because it is 

radio 
jobber, 
valled, can be 


conviction that no 


wholesaler, distributor or 
whatever he may be 


successful without assuming a definite 


responsibility in the service educa- 


tional work among his dealers. 


What constitutes a suitable service 
layout for a wholesaler to possess in 


_order to establish a suitable school or 
‘center of service for his dealers has 
| been, up to recently, a question gener- 
_ally solved by some youthful so-called 


radio expert, who laid out a series of 


| testing devices that were good or bad, 
| based upon the number of meters they 


possessed or the number of dollars 
they caused to be pulled out of the 
bank. 
dollars it cost, the better the testing 


The more meters, and the more 


equipment was supposed to be. 

Radio, being a new industry, has 
caused many a dollar to be wastefully 
applied along these lines, and not a 
few of the golden dollars have gone 
into the development of testing equip- 
yas really nothing better 
than play toys. 

It has been my hope, in talking 
with this sub- 
ject, to impress them or to convince 


radio wholesalers on 
them of at least three things, in our 
effort to make them successful—first, 
that there is a need for establishing 
themselves as a_ service center for 
their dealers, so that they may de- 
pend upon them for guidance and as- 
sistance; second, that there is a need 
for them to build a series of simple 
but effective test fixtures or units, so 
that dealers may easily copy them 
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ruptcy; third, provide the dealer wit 

fundamental know-how, facts and fig 
ures, so that they might carry on suii 

able service and educational work, i), 
order to make their sales “‘stick.’’ 

If a wholesaler decides to so organ 
ize his establishment and his deak 
organization, he can do this during 
the summer time, when business j, 
more or less lax, so that when tly 
peak season arrives, the burden ot 
service which heretofore might hay: 
been carried by the wholesaler, will b: 
relieved to a considerable extent, 
through the supplementary work car 
ried out by the man who sells th 
goods to the user—the dealer. 

It is a fact that the service material 
essential for a dealer to possess, can 
be simple and inexpensive and yet b: 
entirely practical, so that there is 
really no excuse for any real worth) 
while dealer to attempt to sell radio 
without also possessing the necessary 
fundamentals of radio, the tools and 
test fixtures to properly render ser 
vice and maintain his position in the 
selling field. 

Manufacturers of high standing ar: 
in a position to back up definitely, 
service instructions campaigns as | 
have indicated, by holding service 
schools at the wholesaler’s establish- 
ment, and showing his men and such 
of his dealers as he will get together 
from time to time, exactly how to test 
his equipment, and how to lay out 
effective, if not beautiful, testing units. 

The manufacturer, of course, can- 
not give the jobber or the dealer the 
brains to use this material, but he 
can tell them much and with what he 
tells digested properly and applied by 
a considerate, conscientious young 
man, the wholesaler and dealer both 
can establish themselves on that most 
sound of all foundations of business- 
service. 

Many dealers have lost money in 
radio because they did not realize that 
in addition to selling the unit, it had 
to be installed properly, it had to work 
properly and it had to be checked soon 
after installation was made, to see 
that it continued to work properly. 

It is surprising the ridiculous and 
costly things that come up in radio, 
which in themselves have prevented an 
even more rapid growth of the indus- 
try. 
pened in Chicago, not so long ago, and 


I recall an instance which hap- 


this is an absolutely true fact. A 


radio .set was delivered over the 
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The New Balkite Charger 


MODEL J. Has a low trickle charge 
rate and a high rate for rapid charging 
and heavy duty use. Can thus be used 
either as a trickle or as a high rate 
charger and combines their advan- 
tages. Noiseless. Large water capacity. 
Visible electrolyte level. Rates: with 
6-volt battery, 2.5 and .5 amperes; 
with 4-volt battery, .8 and .2 ——. 
Special model for 25-40 cycles wit 
amperes high rate. Price $19.50. West 
of Rockies $20. (In Canada $27.50.) 





Balkite Trickle Charger 


MODEL K. For those who require a 
charger of limited capacity only. Can 
be left on continuous or trickle charge 
thus automatically keeping the battery 
at full power. Converts the “A” battery 
into a light socket ‘‘A’’ power supply. 
Charging rate about .5 ampere. Over 
300,000 in use. Price $10. West of 
Rockies $10.50. (In Canada $15.) 





Three New Balkite “B’’s 


Balkite “‘B”’ eliminates ‘ ‘B” batteries 
and supplies ““B” current from the 
light socket. Noiseless. Permanent. 
Employs no tubes and requires no re- 
placements. Three new models. The 
new popular priced Balkite “B’’-W at 
$27.50 for sets of 5 tubes or less re- 

uiring 67 to 90 volts. Balkite ““B”-X, 
ried for sets of 8 tubes or less; 
capacity 30 milliamperes at 135 volts— 
$42. Balkite ““B”-Y, for any radio set; 
capacity 40 sstieamiones at150 volts— 
$69. (In, ore «+ -W $39; “B” 
$59.50; *-Y $96 





Balkite Combination 


When connected to the “A” battery 
supplies automatic power to both “A” 
and ‘‘B” circuits. Controlled by the 
filament switch on the set. Entirely 
automatic in operation. Can be put 
either near the set or in a remote 
location. Will serve any set now us ing 
either 4 or 6-volt “‘A’’ batteries and re- 
quiring not more dae 30 milliamperes 
at 135 volts of “B” current—practically 
all sets of up to 8 tubes. Price $59.50. 
(In Canada $83.) 

All Balkite Radio Power Units operate 
from 110-120 volt AC current with 
models for both 60 and 50 cycles. The 
new Balkite Charger is also made ina 
special model for 25-40 cycles. 


THE BALKITE LINE OF ELECTROLYTIC DEVICES IS PROTEC 





CO 


Now is the real selling season 
for Li ght Socket Radio Power Devices 


Keep your radio department 
operating at a profit by pushing Balkite 
—the standard line in this field 


Your greatest problem during the coming months 
is to keep your radio department operating at 
a profit. It can be done. It’s entirely a question 
of choosing the right lines to push, of concen- 
trating on those which can be sold in volume. 

Balkite is one of those lines. During the 
1925-26 season the sales of Balkite Radio Power 
Units were 15% greater after than before Janu- 
ary Ist. With Balkite the selling season is 60 to 
90 days later than that of most radio lines. 

This is logical. Every sale of a radio set cre- 
ates a Balkite prospect. In a few cases the Balkite 
sale is made at the time the set is sold, but usu- 
ally it followsa month or two later. That is why 
Balkite sales continue to mount months after 
the peak in set sales is passed. 

True as this has been in past years, it will be 
even more true this year. Never has public in- 
terest in light socket radio power devices been 
so great; never have sales been so large. And as 
usual Balkite is the leader in this field. 

Take advantage of this situation for your 
profit. Feature Balkite, which you know will 
sell, for the coming months. Prolong your sell- 
ing season 60 to 90 days, and keep your radio 
department operating at a profit. 


FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


Balkite 


Kadio Power Units 
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Do your trade a favor — 








In addition to the exclusive Tower unit, the Meistersinger 
incorporates these special features: 
Model combined; free-edge, 
finished frame; heavy art metal base with felt pads; 15 feet 
of cord; adjustable direct-drive unit; no breakage in transit 
due to wooden box packing; convenient carrying strap, etc. 


start them right — 


TOWER MFG. CORP. 


Towel 


cee 





\ yee Zower feature 






This ingenious and excep- 
tionally rugged design as- 
sures at once maximum 
unit energy and a range 
and quality of tone unex- 
celled by speakers at twice 
the price, Remember— 
there are no patent com- 
plications with the Tow- 
er Cone. 


Both a Wall and Table 


vellum cone with mahogany 


- with Tower 


Boston, Mass. 





CONE 








Quicker and Better 
Connections 


: VIA 
BS An tosis cop WIRE NUTS 


h with a split screw 
R that bites twisted 
§ wire ends, 


Show ’em to some of your 
busiest Electragists. Let’em 
see how they clip time off 











Standard 
Package 1000 


is their wiring contracts. 

i They'll buy. 

wy 

AN 

a 

AS 

is 

- 

“a: 

A: 

i 

fh : Approved by the Underwriter Lab. 
ss. 

\: 

n: For FREE Samples 

ie ‘ ° . ° 
Ae =6Prices and Discounts, Mail This 
ea 
Ay S Colt’s Patent Fire Arms Mfg. Co. 

\ : Hartford, Conn. 

At 

"\ 8 Send Wire Nut Samples to show to our trade. 
“a: 

V: 

A f Name d Se nn eee 
“ay 

‘\ s Address _— 

R: 

n: 

ay 

n> 

“ay 

he 

A: 

Af 


of 100 
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A GOOD 
BUY 


A majority of the job- 


bers’ salesmen of this 


country consider THE 
JOBBER'S SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 


little iron man! Subscribe 


today and recommend 
THE JOBBER’Ss SALESMAN 


to your friends. 
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counter with so-called full instru 
tions. Thirty-six hours after the s 
had supposedly been put into opera 
tion, a telephone bell rang in tlh 
dealer’s establishment and a _ weal 
feminine voice said, “Will you pleas 
come up and take away our radio set 
I guess it died last night—in fact, 

never lived.” 

After much cross-examining, tli: 
dealer finally asked if they had mad: 
a good ground connection. The lad) 
replied, “Yes, we ran the wire int. 
the ground of our rubber plant—it - 
got a lot of ground in its pot.” 

This may sound ridiculous, but it’- 
a fact that happened and I will not ly 
surprised if we some day find a lo! 
of “experts” hooking the ground wir: 
of the radio to the coffee grinder, be 
cause the coffee is “ground”’ there. 

A thousand cases as foolish as thes: 
come up every day, due to improper 
selling, which comes from an improper 
understanding of service. Let the 
dealer and distributor get together- 
let them understand what is befor 
them and correct it before this fool 
ishness begins,—then, we will all save 
money and satisfy customers mor 
easily and better. 


* ¢ *®@ 


Putting It Up to the Jobbers’ 
Salesmen 

As another indication among man) 
preceding it, of the fact that led to 
printing the slogan at the top of every 
page in THe Jopper’s SALESMAN, that 
the salesman of the jobber is the most 
important man in the industry, a few 
paragraphs are here quoted from a 
letter recently sent out by the Nation- 
al Radio Exposition, Chicago. In 
this letter it is urged by the man- 
agement that manufacturers contribute 
their share in the stabilization of the 
industry by pledging themselves not 
to make radical changes in their lines 
between the closing time of the ex- 


| position, to be held next summer, and 


| the dealers’ 


| bers’ 


the close of the year—a pledge possi- 
ble for any one who is interested in 
welfare. It is further 
suggested in the letter that: 

“You will readily appreciate that 
the dealer looks to the jobbers’ sales- 
The job- 
therefore will each 
carry a list of manufacturers making 


men to keep him advised. 
salesmen 


such pledges and post the dealers ac- 
cordingly. With the jobbers united 
and their sales forces instructed, you 
can realize that we will bring to the 
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exposition a larger attendance of deal- 
ers than can be brought together in 
iny other manner. 

“It is the dealer who suffers loss 





when changes make certain models 
obsolete. It is only natural that he 
should favor those who work in his 
interest. It 


lave radio dealers prosper because 


is to your interest to 
prestige comes with years of service 
ind when you have sold the dealer, 
lis word is sufficient for his steadily 
increasing clientele. 

“Will you let us have an expression 
for the jobbers’ salesmen to pass on 
to the dealer as we will keep working 
for attendance from now on until next 
summer?” 





Encyclopedia of 
Radio Manu- 


facturers 


The following manufacturers deal 
through the jobber. The data con- 
cerning these companies, their 
products and policies will be found 
of value to the jobber. This list 
is arranged alphabetically and will 
be continued from month to month. 











All-American Radio Corp. 4201 Belmont 
\ve., Chicago. EK. N. fauland, pres- 
treas.; D. MacGregor, vice-pres.; C. P. 
Cushway, sec.-sales mgr.; Earl Freese, 
adv. mgr. 

Distribute wholly through 
Electrical 40%, music 10%, radio 20%, 
hardware 10%, automotive 20%. One 
jobber to a territory in the “Rauland” 
line. Two or three on the “All-American.” 

Receiving sets. “Rauland” 

“Sextet,” Circuit, 2 stages T. R. 
detector and 3 stages audio. 
model. Blended walnut. Front panel 
drops to form arm rest. List, $175. 
“Duet.” 


jobbers- 


F., 


| 


Colonial | 


Circuit same as above, table | 


model with sloping panel. Two knob con- | 


trol, tuning dials concealed. List $115. 
List (chinese red lacquer finish) $120. 


“Sovereign.” Circuit, 3 stages T. R. F., | 


3 stages audio with single tuning knob. 
Spanish Renaissance type cabinet in 


brown crackle parchment on a gold back- 


ground. Solid walnut base. List, $435. 

“Lorraine.” Circuit, same as _ above. 
Italian Renaissance period design. Blend- 
ed walnut. Also furnished in 


blended | 


dark green crackle lacquer with base of | 
| 


blended walnut. List $335. 
“Forte” Circuit, same as above. Spanish 


“Treasure Chest,” table model. Matched 
burl walnut finished in blended 3 coat 
walnut. Loop aerial. List $210. Toop 
310. 


Receiving Sets. “All-American.” 
“Hi-Boy.” Circuit, 2 


detector, and 2 stages audio. Colonial 


stages T. R. F., | 


design. Walnut, finished in blended 3 coat | 


walnut or Chinese red lacquer. 
List (Chinese lacquer) $120. 


“Compartment.” Circuit, same as above. 
Table model. 2 tone walnut. List $90. 

“Cabinet.” Circuit, same as_ above. 
Table model. Blended 3 coat walnut. List 
$80. 


List $115. | 












RADIO RETAILING—February 


Sell- 


Sterling ‘ 















— 











‘B’ Eliminators 


and you are selling 


Tone Quality plus Sterling Dependability 


—and there’s 
a Sterling to suit 
every type of set 














dels 
7 and 
R-99 
Ray- 
theon 
Tube 
Types 
BH 
pst 
sitages 
$55.0 
S45. 
Model 
RT-41 
terling Model RT-41 is recom 
nended tor sets of not more than 
tubes, gives 130 volts at 20 mills 
uses CX-313 type tube, has ad 
justable detector and amphi. 
voltages, in size and po 


deally suited to Radiolas 


TERLING “B” Power units offer you new selling points, 
vital owner advantages that will interest every “B" 
eliminator prospect. 

The Sterling is different —ditlerent in that just the right 
adjustment of “B” or “B” and “C” voltages can be obtained 
to suit any set. And this superior tone quality from Sterling 
Eliminators is no accident. It is the result of perfected 
engineering design, coupled with the selection of the finest 
materials obtainable, regardless of their cost. 

And what about dependability? The answer is quality 
first, and big production only on the basis of real merit. 
Sterling “B” units are giving thousands of radio owners 













complete satisfac- 
tion. These are 
the reasons why 
dealers are selling 
more every day, 
because the Ster- 
ling stays sold. 

There's aSterling 
“B” Eliminator for 
every man who 
enters your store, 
whether he owna 








2-tuber or a 10- 
tube set including 
the latest power 
tube combina- 
tions. Try Sterling 
“tone quality” 
Eliminatorsonthe 
guarantee of power 
and dependability 
—eliminate your 
eliminator 
troubles. 


terling 


“BY” ELIMINATORS 


Write for information about 


Sterling's 


comprehensive line of 


battery chargers and other accessories 
that meet every Radio buying need 


THE STERLING MEG. CO 


~ 





Inst PROSPECT AVE 


CLEVELAND 


PTC ROT a eee Mee NY 



















we 

















ir— 
Sterling “B” Eliminators 


offer Tone Quality 
and Dependability 


That’s what we are telling your dealers in the leading trade 
publications. When you call on them emphasize these sales 
advantages of Sterling Eliminator tone quality and depend- 
ability. Sterling quality merchandise does not eat up deal- 
ers’ profits in after-servicing, for they are built to give sales 
satisfaction to the radio dealer as well as permanent service 


to the set owner. 


We shall be glad to give you any further infor- 
mation that will assist you in the sale of Sterling 


Radio products. 


The Sterling Mfg. Co., 2831 Prospect Ave., Cleveland, Ohio 


Write! 
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|  Semi-finished _ receivers. “All-Amax” 
| Senior and Junior. Ready to assemble. 
List (Senior) $34. List (Junior) $18. 
Transformers, “All-American” 
Standard audio. Type R-14, ratio 3 to 
1. Type R-15, ratio 5 to 1. List, $4.50. 
“Push-pull.” For final audio stage. 
Type R-30, input. Type R-31, output. 
List, $5. 
“B”—eliminator transformer. 


Choke, $4. 


List, $4. 


Radio frequency transformers. Type 
R-201. Type R-199. List $4. 

Universal coupler. Either antenna 
coupler or T. R. T transformer. Type 


R-140. List $4. 


“Rauland-Lyric.” 
List $9. 

“Rauland-Trio.” Impedence unit. Type 
R-300 and type R-310. List $6. 

Sockets. “All-American.” Standard for 
201A tubes. Type R-25. List $.75. Type 
R-26. List $.50. 

“B”-Battery Eliminators.. Finished in 
maroon crystalline. Type A-l. List 
(110 v., 50-60 cycle.) $37.50. 

Reproducer. “All-American.” Blended 
walnut with grill work. List $25. 

Station Eliminator. “Fitrola.” Tunes 
out signals of any station. List $12. 

Coils, “Toroid.” Straight-Line-F requency 
Condensers. 360 Degree Dials. 


Audio transformer. 


Signal Electric Mfg. Co., Menominee, 
Michigan. J. Henes, Jr., pres.; F. A. 
Roper, vice-pres.; O. H. Henes, sec.- 
treas.; W. J. Tideman, gen. mgr.; W. E. 
Hopper, sales and adv. mgr. 

Distribute wholly through jobbers— 


| electrical 70%, radio 15%, hardware 10%, 


mise. 5%. Jobbers credited with all sales 
in territory. 
Receiving Sets. 


“Signal.” Circuit, T. R. F. tubes, 6. 
Controls, 1 tuning, 2 tube. Batteries 
“A” storage, “B” 90 v. Cabinet or con- 
sole. Cabinet, antique walnut. Panel, 
treated vernier. Size (cabinet) 23x12x12 
ins. List $95. 

Loops Variable Condensers. 


Stanrad Corp., 427 E. 76th St., New 
York. J. M. Goldberg, pres.-gen. mgr.; 
S. Goldberg, vice-pres.-sec.-adv. mgr. H. 
Goldberg, treas. 

Distribute wholly through jobbers— 
electrical 75%, music 2%, radio 20%, 
automotive 3%. 2 or 3 jobbers in a 
territory. 

Receiving Sets 

“Standard Five.” Circuit, T. R. F. 5- 
tube. Controls, 3 tuning, 2-tube. 
Batteries “A” storage, “B” 2214, 67, 90, 
135 v., “C” 414%, v. Cabinet, walnut finish 
Panel, Bakelite. Size 201/,x1014x9 ins. 
List $45. 


“Standard Six.” Same as above but 6 


tubes. 3 drum type dials. “C” voltage 
4, to 71. Size 221/4,x14x12% ins. List 
$75. 


“Special New Type.” Audio amplifica- 
tion. Letchasis built to order, or for job- 
bers’ own cabinets. Prices on applica- 
tion to company. 


Sterling Mfg. Co., 2831 Prospect Ave., 
Cleveland. R. E. Tresise, pres.; W. M. 
Scott, vice-pres.-treas.; W. W. Dowdell, 
sales mgr.; L. E. Honeywell. 

Distribute wholly through jobbers— 
electrical 10%, music 10%, radio 20%, 
hardware 5%, automotive 50%, misc. 5%. 

Pocket Ammeters. 

For dry cell “A” batteries No. 24. 0-35 
amp. List $1. No. 25, 0-60 amp. $2.25. 
- Pocket Voltmeters. 

For dry or storage batteries, 9 num- 














bers, ranging in price from $1.25 to $4. 






INDUSTRY 








Pocket Voltammeters. 

In single case. No. 44, 0-35 amp., 0-1 
v. List $1.50. No. 45, 0-35 amp., 0-50 \ 
List $3.50. 

Battery Charge Indicator. 

For 6 v. “A” battery. No. 32. Lis 
$2. No. R-1632. List $3. 

Panel Meters. 

Ammeters. Milliammeters. Vol 
meters. Voltmeters with push button. \ 
C, Voltmeter. R25-28. Radiola filamen 
volt meter. All standard capacities. Lis: 
from $2.50 to $6. 

Microcondenser. 

Adjustable, balancing. No. R-311, ', 
min. to 5 max. microfarads. List $1. No 
R-312, %o to 40 microfarads. List $1.50 

Audio Transformer. 

“Full Range.” No. R-356. List $ 
“Air King.” No. R-310. List $1.75. 

Rheostats. 








“Soft tread.” 4 to 50 ohms. I, to 
¥% amp. List $1.25. 

Potentiometer. 

400 ohm. No. R-309. List $2. 

Battery Chargers. 

Combination “A” and “B” charger 


Bulb type. 6 v, “A” and auto charger, 
vibrating type. 6 v. “A” charger, bull 
type. “A” battery trickle charger. “A” 
battery trickle charger. “A” and “B” 
charger, vibrating reed type. Model 17, 
6 v. “A” charger. Lists from $4 to $25 

Tube Testers. 

Four types. Lists from $7.50 to $18. 

Reactivators. Combination tybe tester 
and reactovator. Metered tube reactovator 
“Midget” reactovator. Lists $30, $12.50 
and $3.75 respectively. 

“B” Power.” 

In 2 models, R-99 for “B” plate volt 
age supply, R-97 for both “B” and “C” 
supply. With Raytheon tube. List No 
R-99, List No, R-97, $55. 


Swan-Haverstick, Inc., Peace & Lafa 
yette St., Trenton, N. J. C. E. Swan, 
pres-treas.; D. F. Haverstick, vice-pres.: 
sales mgr,; H. H. Cape, sec.-gen. mgr. 

Branch office, Chicago. 


Distribute wholly through jobbers 
electrical 50%, music 5%, radio 30%, 
hardware 10%, automotive 5%. Large 
number of jobbers in territory. Jobbers 
credited with all sales. 

Aerial Kits. 

“Aero.” Wet. 4 to 5 Ibs. Lists $2.50 
to $5. 

Lightning Arrestors. 
List $35. Bakelite, “Safe Guard.” List 


$1. 
Window Lead-in Strips. 
List $0.121/,. 

Battery Switches. 

List $0.20 to $0.50. 
Insulators. 

Porcelain. List $0.10. Glass, $0.25 to 


$0.35. 


Timmons Radio Products Co., 79 EF. 
Wister St., Philadelphia. J. S. Timmons, 
pres.; R. S. Simpers, vice-pres.; E. B. 
Loveman, treas.; C. A. Malliet, sales mgr. 

Distribute wholly through jobbers— 
electrical, music, radio, automotive. 2 or 
3 jobbers in a territory. Jobbers credited 
with all sales in territory. 

Loud Speakers. 

“Cone.” Mahogany finish. List $25 and 
$30. “Concert Grand” cone. Table or 


wall type. List $56. 
“B-Liminator” 
“Raythem” tube type. List $47.50. 
Power Amplifier and “B” Supply. 
List (without tube) $70. 
Power Amplifier. 
List (without tube) $45. 
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Executive Offices: 








HE orders you take come 
under the watchful eye of the 
credit man. 


How about the orders your 
company places—the orders that 
you make? 

If the reliability of the manu- 
facturer is checked when you sell 
it should be checked when you 
buy. 

Whether his is a dependable 
source of purchase is important to 
learn before—not after his prod- 
ucts are in your plant. 

What can you expect in the 
way of prompt and continuous 
deliveries? 

W hat about quality uniformity? 


Has he the ability to finance 


your orders? 
* * * 


A reliable aid is here—in this 
publication. Most of the manu- 
facturers in this issue have been 
running their advertising in this 
publication continuously year 
after year. 

They are established. They do 
not advertise something they can- 
not deliver. They cannot deliber- 
ately exaggerate product merit or 
institutional service. 

Why? Because this publication 
is A.B.P.—meaning it is a mem- 
ber of the Associated Business 
Papers. This means, broadly, 
that this publisher has that basic 
A.B.P. requirement—integrity. 

If a product you need is not 
advertised in this publication, ask 
the publisher to direct you to a 
reliable source. 


This publication is a member of 


Kaen 


‘‘-OUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Ou ave YOUr 


CG Credit Man When 








An association of none but qualified publications reaching 
the principal fields of trade and industry 


220 West 42nd Street, 





The ASSOCIATED BUSINESS PAPERS, Inc. 


New York, N. Y. 
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MANUFACTURERS 








J. R. Crawford Now Sales 
Manager for Bright Star 


The electrical supply jobbing trade 
in general will be glad to learn that 
after an absence of a year from elec- 
Crawford, for 


trical circles, J. R. 








J. R. Crawford 


many years general sales manager of 
the National Carbon Co. 
the field as general sales manager of 
the Bright Star Battery Co., Hoboken, 
N. J., as of December 6, 1926. 

The Bright Star Battery Co., found- 
ed 14 years ago in a basement, has in 


is back in 


the past few years experienced a 
large growth, until at the present time 
it occupies a modern six story build- 
ing with up-to-date manufacturing fa- 
cilities and equipment. 

Within the next 30 to 60 days Mr. 
Crawford expects to make a swing 
around the country to visit his old 
friends among the jobbers and tell 
them of his plans and policies—as 
well as his extensive line of flashlights 
and batteries of which he seems very 
proud. Under his guidance, the Bright 
Star Battery Co. will maintain a sell- 
ing policy which, he says, is in line 
with anything that high grade jobbers 








might ask. To assist Bright Star 
jobbers, he is also preparing a cam- 
paign of national advertising in the 
Saturday Evening Post and in news- 
papers. 

Mr. Crawford also announces that 
early in the spring he will present an 
improved line of flashlights to the 
trade. With him are Dick Wyler and 
Dick Boehler as eastern and western 
managers respectively. 


* * * 


Williams and Smith on the 
Board 


M. G. Williams and Gordon Smith 
have been elected to the board of di- 
Matthews 
Supply Co., St. Louis. 


rectors of the Electric 

















J. E. 
been appointed sales manager for Curtis 


“Jess” Lauderdale has recently 


Lighting, Inc., Chicago. While “Jess” has 
been Chicago sales manager for eight 
years, he is still a comparatively young 
man to hold a position of such national 
prominence. His appointment is another 
example of the reward of conscientious 
application to duty in the electrical in- 
dustry. Norman B. Hickox continues in 
his present capacity as vice-president in 
charge of sales. 





Bill Goodwin Resigns 


The board of directors of the So- 
ciety for Electrical Development an- 
nounces the resignation of William 
L. Goodwin who for eight years has 
operating 


been vice president in 











William L. Goodwin 


charge of the Society. In regret 
fully accepting this resignation, tli 
board adopted a resolution paying 
tribute to the fundamental contribu- 
tions which Mr. Goodwin has mad 
during this period to the development 
of the co-operative organization of tli 
electrical industry. “With rare clarit) 
of vision,” it says, “and the most cou 
rageous idealism, supported by un 
tiring industry and an energy that is 
indefatigable he has pioneered in thie 
thinking of the industry toward a 
closer and more purposeful coordina- 
tion among electrical men for market 
development. This leadership has had 
conspicuous expression in the inaugu 
ration of the annual conferences 0! 
electrical leagues held at Association 
Island through which the Society has 
been for five years the national head 
quarters for league development and 
service and has assisted in the rapid 
growth of the local league movement : 
in the establishment of the Red Sez! 
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“American Brann” 
WEATHERPROOF Wire AND CaBLes 
HAS NO EQuAL 





Down in Cincinnati, there is a real, live Electric Club, headed up by a real, live- 
wire manager, Robert Dederick. In order to demonstrate the effectiveness of 
modern window lighting as a means of forcing increased attention to merchandise, 
he obtained the use of some windows in the new Avery Building for the purpose. 
During the 10 weeks of the period covered by the displays, 24 merchants co-operated 
in the work of displaying different lines of merchandise. As for the lighting, five 
manufacturers of reflector equipment were invited in and given two weeks each in 
order to demonstrate the effectiveness of their various types of lighting equipment. 
Every form of merchandise was included in the various displays and it must be 
said that this good work was supported by a great deal of public interest in the 
displays. Checks on the number of people stopping to look at the windows while 
illumination was on, out of the total passing show that the lowest percentage 
stopping was 31 per cent, and the highest 69 per cent, on a careful count made the 











same time of day for each check. 
window lighting. 


This clearly shows the selling 
The installations consisted of 47 special window reflectors, with 


value of intensive 


200 watt mazda C lamps, and photometer results were registered as high as 340 


foot candles. 


This demonstration gave the merchants of Cincinnati an opportunity 


to observe at first hand the benefits arising from the use of recommended intensities 


on window display lighting. 
business as result, and Mr. Dederick 


There is a great deal of impetus expected in this 
as manager of the Cincinnati Electric Club, 


is to be congratulated for his good work in not only making all the arrangements, 


but for following out the idea. 


Benjamin units used in above picture. 





Plan on a national basis as an ap- 
proach to the great market for more 
adequate wiring in the home; and in 
the conception of the market develop- 
ment plan, now in process of refine- 
ment, to bring about a coordination of 
the commodity campaigns of manu- 
facturers and their proper relations 
to the leagues. His enthusiastic and 
self sacrificing work for the Society 
has endeared him to us all and we 
wish him God-speed in his future ac- 
tivities.” 

Mr. Goodwin's 
effect April 1, 
from January 1. He 
innounced his plans. No successor to 


Mr. Goodwin has yet been announced. 
* * * 


Williams of Wilkes-Barre in 


New Connection 

J. H. Williams, formerly with Hot- 
point and Ostrander, is with 
5. G. Cummings, factory representa- 
tive of Philadelphia. Mr. Williams 
will Pennsylvania 
territory with headquarters at Wilkes- 
Barre. He is thoroughly acquainted 
with all the trade in this section of 
the country and his friends will be 
glad to hear of his new connection. 


takes 


with leave of absence 


resignation 


has not yet 


now 


travel northern 


Collier Joins Staff of 
A. L. E. A. 


R. L. Collier has joined the staff 
of the 
Association as assistant to the manag- 
ing director, G. P. Rogers. 

Mr. Collier was born in Massillon, 
Ohio. He received his education in 
the Lakewood, Ohio, High School and | 
A.B. at 


Ohio State University. His experience 


was granted the Degree of 


in engineering, sales work and analyti- 
cal work particularly fits him for as- 
sociation activities. For the past two 
years and one-half he has been in the 
employ of the Cleveland Electric II- 
luminating Company in 


various de- 


partments. 

The general offices of the associa- 
but it is 
the plan of the Association to move 
the offices to New York about March 
Rk. 


tion are now in Cleveland, 


* * * 


Reno Takes on New Men 


The Reno Electric Sales Co. of 
Brooklyn, N. Y., has appointed Phil 
Lipshitz to travel the New England 


Artistic Lighting Equipment | 








territory and Joe Falkin to cover 
New York state as far as Buffalo. 








Winter and early’ spring 
storms exact heavy toll on 
transmission lines. Hundreds 
of miles of wire and cable 
will have to be restrung 
quickly to maintain service. 
Will you get your share of 
the replacement orders ? 
“AMERICAN BRAND” 
weatherproof wise and cable 
will help you do so. Our 
large stocks and wide manu- 
facturing facilities will enable 
you to make prompt 
deliveries. 


Requests for quotations will 
be attended to promptly. 
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New Radio Products, Illustrated 





The American Bosch Magneto 
1 Corp., Springfield, Mass., has an- 
"4 nounced its new Library Ambo- 
‘| tone radio reproducer. It is dec- 
} orated in the oriental motif and 
finished in a black and gold com- 
bination. 





The “Bristophon” is a device manu- 
factured by The Bristol Co., Water- 
bury, Conn., which makes it possible 
to operate the old type of phono- 
graph electrically. It is said that it 
gives it a tone richer and smoother, 
and of far greater volume, than it 
ever had before. It displaces the 

—_ regular tone arm and horn, and uti- 

a ' ee lizes a radio speaker either horn or 

5a aan 4 by 4 a 1g cone type. Tt can be operated 

=> ; through the medium of a radio power 

J - speaker, with any good radio ampli- 

fier and speaker; or with speaker 
only. 

















The model 507 Kellogg receiver is 
made by the Kellogg Switchboard & 
Supply Co., 1066 W. Adams St., Chi- 
cago. It is a six tube, non-oscillating, 
T. R. F. set, balanced and shielded. 


The Day-Fan Electric Co., Dayton, 
O., is manufacturing “Daycraft” 5 
and 6 tube sets of the style illus- 
trated above. They are single dial 











The Gemco Mfg. Co., 742 S. Pierce 
St., Milwaukee, Wis., is making the 
Gemco model 25 “Mantel” drum type 


Tuning is accomplished by dividing 
the broadcast band from 200 to 550 
meters into seven groups. The group 
switch selects the group in which it is 
desired to tune and the selector knob 


control with straight line condensers. 
The panels are of Bakelite with gold 
markings. The cabinet is of mahog- 
any with lacquer finish. The com- 
pany also manufactures seven tube 


speaker shown above. It contains a brings in all stations in that group. sets and speakers. 
wooden horn and is equipped with 
the company’s semi-floating armature 
type giant loud speaker unit. The 
drum has gold cloth panels drawn 
over wire mesh. 


































The radio tube illustrated is-a No. 
201 “Concert Master” copper shieided 
tube manufactured by the Continen- 
tal Corp., 179 W. Washington St., 
Chicago. It is copper shielded from 
top to base. The copper shield is 
grounded to the negative “A” termi- 
nal eliminating all stray capacities. 
The interior is insulated with a soft 
cushion allowing no period of vibra- 
tion. This insulated cushion also 
protects the tube against breakage. 
It contains a thorium impregnated 
filament thus enabling it to withstand 
re-activation any time loss of effi- 
ciency is sighted. 





The model B-30 receiver of the 
Federal Radio Corp., Buffalo, N. Y., 
is a five tube set with balanced T. 
R. F. All delicate parts are shielded. 
The cabinet is in genuine mahogany 
with rich brown finish. A loud speak- 
er and ample space for all batteries 
is included in this model. 
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HUBBELL 
Screwless Plate 


THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 

















Bakelite 
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Mr. Philip Kent, Electrical Engineer 


HARVEY HUBBELL, Inc. BRIDGEPORT, CONN. 
New York Chicago 
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New Electrical Products, Illustrated 








The Novelty Mfg. Co., Waterbury, 
Conn., is announcing its new “Wil- 
wear” electric range. It is intended 
for wall outlet operation and is de- 
mountable, being furnished in three 
sections. The finish is of porcelain 
enamel. 








The Chicago Fuse Mfg. Co., Chica- 
go, have announced a new type clamp 
furnished regularly with their standard 
sectional switch box, Type XC; bracket 
switch box, Type “Gem” XCB; and 
“Locktite” switch box, Type “Gem” 
XCT. These boxes take sheathed or 
metallic cable or loom. The new type 
clamp is known as their No. 7, and 
differs from others in that it has a 
right angle flange. When the clamp 
is placed over the cable or loom, the 
flange effectively closes the opening. 








The No. 300 “Latrobe” floor recep- 
tacle and box is a new product of the 
Fullman Mfg. Co., 1209 Jefferson St., 
Latrobe, Pa. It is a small conven- 
ience outlet 2 in. in diam., designed 
particularly for use in wood floors in 
place of wall or baseboard outlets in 
new or old houses. 





The Square D Co., Detroit, has 
announced the addition of a new ac- 
cessible main fuse switch, with dis- 
tribution cabinet. This new type 
switch has main fuses, which are 
accessible when the switch is “off.” 
The switch has one fuse, one switch 
blade and a solid neutral. The dis- 
tribution cabinet provides for two 
branch circuits. Wiring connections 
between the switch and the branches 
are made at the factory. 


{| 


Above is illustrated two types 
(SPE and SPD) of the Arrow line of 
new 214 in. shadeholder bodies. Par- 
ticular note should be made of the 
fact that the body and shade holder 
are made of one piece of porcelain. 

















The Haring Switch Plate Co., 353 
N. Fourth St., Philadelphia, is manu- 
facturing the “Mirror” push button 
plates and toggle plates shown above. 
These art glass plates will fit any 
standard make of switch and _ re- 
ceptacle. 














The Acornlite Studios, 675 Seventy- 
second street, Brooklyn, has _ an- 
nounced a new luminous pendant. 
It is made entirely of glass and is 
made to represent an acorn. A rod 
of “Undark” luminous compound is 
enclosed in the acorn-shaped cup. It 
is furnished with chain connector. 








A new type power 
panel has been = an- 
nounced by the Square 
D Company, Detroit. In 
addition to the convert- 
ible feature which per- 
mits a quick and easy 
change to 30, 60 or 100 
ampere fuses in the cir- 
cuits, testing facilities 
have been added and a 
duplex design cabinet 
makes it possible to re- 
duce the size of the 
power panel cabinet ma- 
terially. The cabinet is 
of the duplex design, for 
column mounting with 
doors on each side of the 
cabinet. The main bus 
bars are brought down 
the side of the cabinet 
and in this way it is 
possible to place half the 
total number of circuits 
oneach side of the cabinet. 
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Selling Electric Ventilation 


to the tune of O 3 Oo 


9 advertisements | 
r 1927 : 
























“Vo Every Guest Bod Ain 20, | 
| ‘ar hispers 
DONT.COME Bac) 


Pe 
nen : 


ad. Wr bs 


BAD BUSINESS 















a MATERIALS HANDLING 
. REFERENCE NUMBER y 


Wh ei 
‘ 







». 2 
if?» ' 
iy ro ts ee eee 


3 A 
; es ¢ WANDLE WITH CARE + 
i 


As catchy as a new tune at 
the theatre—this big cam- 
paign by American Blower 
will be hummed by elec- 
trical dealers everywhere 
—if you only start them off. 














AMERICAN BLOWER COMPANY, DETROIT 
BRANCH OFFICES'*IN ALL PRINCIPAL CITIES 
Canadian Sirocco Company, Limited, Windsor, Ontario 
























we a ~ a —— i “ - 
Qarocee” VENTILATING, FBATING, AIR CONDITIONING, DR . MECHANICAL DRAFT 


SE EB wiancractunens oF ALL TYPES OF AIA Sw onnounc EQUIPMENT SINCE 168: 
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The Arnesen Safety Plug Mak 
the Iron an Automatic 
Safety Device 


LIST PRICE 


$2.50 
WITH CORD 


$2.00 
WITHOUT CORD 


It Had To Come—the auto- 
matic safety plug giving abso- 
lute protection against fire, due 
to forgetfulness, negligence or 
conditions beyond the control of 
the operator. 

Distributors are now being 
appointed. Write us at once 
for territorial arrangements. 

A big margin of profit has 
been reserved for you. 


Electric Safety Devices Co. 
11-17 S. Desplaines St. CHICAGO 











Instant Approval Everywhere! 


of the 
“Quad” Swivel Hanger 


Means Increased Sales For You 


Push this simple, practical time-sav- 
ing Swivel Hanger, approved without 
hesitation by all contractors. 


Your customers will buy readily— 
they will see its advantages immediately. 


“Quad” Swivel Hangers bring rows of 
“QUAD” fixtures into perfect alignment on any 
REFLECTORS ceiling, flat or sloping up to 45 degrees. 


Exclusive ball and socket joint makes 
stem hang straight and swing free, elimi- 
nating hand cut shims to level up. These 
Swivel Hangers cost no more than stud, 
hickey and canopy—three parts replaced 
when a “Quad” Swivel Hanger is used. 


Cover section made 
of pressed 14 gauge 
steel, to fit both 
3” and 4” round 
or octagonal out- 
let boxes. Ball 
section is iron, 
threaded to take 
%” conduit stem. 


This Shallow Bowl 
Reflector added re- 
cently to the _ pop- 


. ee “te is : . : All parts fully 
9 BB og he _ Write for selling information. A sample galvanized. 
porchain  enameinll. Swivel Hanger will be sent FREE upon request. 

green outside and 

white inside. Made 

in fitter type, sizes Q 

in, fitter type, size UADRANGLE MFG. CO. 

This _ low - priced Ww onroe 

“Quad” B H reflec- 553 -M Street 

tor is ideal for fac- Chicag 

tory lighting. o, ql. 











SWIVEL HANGER 














Death of P. S. Klees 
People throughout the electrical 
dustry will be shocked to learn of : . 

death of P. S. Klees. The n 
reached us as this issue was about 
go to press, and few particulars w: « 





P. S. Klees 
available. It is understood that |)\. 
death occurred on January 20, 


New York, as the result of an oper: 
tion for appendicitis. 

It seemed that everyone knew Pet: 
Klees, and his friends were without 
number. He was one of the founders 
and owners of the Franklin Electri: 
Mfg. Co., which was later bought out 
by the Westinghouse Lamp Co. 

As general sales manager of tli 
Tubular Woven Fabric Co., for many 
years, he attained his widest acquaint 
ance and popularity in the electrica| 
field. His jovial countenance and 
wholesome, genial personality seemed 
to be one of the necessary elements in 
every electrical convention, and li 
attended most of them. 

Within the past year he left th: 
Tubular Woven Fabric Co. to becom: 
district manager for the Erie Mallea 





ble Iron Co., with headquarters in 
New York. 


* * * 
Household Utility Recent 
Appointments 
The Electric Household Utilit: 


Corp., formerly the Hurley Machin 


|Co., has made the following appoint 


ments as distributors: 


Bluefield Supply Co., Bluefield. 


|W. Va.—Appalachian territory of W 
| Va., and Virginia. 





Virginian Electric, Inc., Charles 
ton, W. Va.,—Ohio River territor) 
and Kanawha and New River terri 
tory. 

Southeastern Electric Co., Chat 
tanooga and Knoxville, Tenn.—th: 
territory in and around Nashville. 
Chattanooga, and northern Alabama 
and Georgia as far south as Rome. 
The Knoxville territory will be cov- 
ered from its Knoxville branch as far 
north in Tenn. as Bristol. 


















\ 
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About Lamps? 


buying and the hustle to get home, lamps 
are so often neglected. How few homes have : 
every socket filled and spare lamps on the F 
pantry shelf. 





How many sales are lost, and how many 
customers hurry out of your store without 
that carton of lamps because of the lack of 
those three words: 


. «+ What About Lamps? 


It requires no effort to question your cus- 
tomer, yet it is necessary. It is human nature 
to forget the simple things. In the rush of WHAT ABOUT LAMPS? 











Our “Light-Up!”’ displays, counter cards, 
and window cards will help you fill a great 
share of them. Put them where the customer 
will see them. Get into the habit of asking: 


EDISON MAZDA LAMPS 


GENERAL ELECTRIC 
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New Electrical Products, Illustrated 





Wiring the socket has 
been made easier in Ben- 
jamin type RR heavy 
duty lighting equipment 
by the development of a 
separable feature in the 
cast iron hoods of that 
line. The “easy-to-wire” 
feature is accomplished 
with two-piece hoods in 
place of the former one- 
piece type, the body of 
the hood being attached 
to the cap by means of 
a fine screw thread. Re-: 
moval of the body ex- 






poses the terminal base 
and gives easy access to the 
wiring terminals, in con- 
trast to the terminals 
having heretofore been 
recessed by the body of 
the hood. The new hoods 
are made in both pendent 
and outletbox types. 
They have the type RR 
screw thread for attach- 
ing reflectors, the same 
as the former one-piece 
hoods, and are adaptable 
to the same socket equip- 
ment. 








Announcement of a new type of 
airport projector for the lighting of 
airplane landing fields has recently 
been made by the Westinghouse Elec- 
tric & Mfg. Co. The new unit is de- 
signed to furnish sufficient illumina- 
tion over an uneven field, at the same 
time keeping the source of light low 
and eliminating objectionable glare 
in the eyes of the aviator. 











One of the Diehl fans for the 1927 
season is a 16 inch oscillator for use 
on circuits of all standard voltages 
and currents. It is manufactured by 
the Diehl Mfg. Co., Elizabeth, N. J. 























The Standard Electric Stove Co., 
Toledo, O., has announced its new 
model 956. The general specifications 
are: angle switch panel; cast porce- 
lain enamelled cooking top; conven- 
ience outlet; rustless oven lining, and 
panelled oven top and sides. The fin- 
ish is full white porcelain enamel 
with conservative nickel trims. ‘Two 
eight in. one six in. open or enclosed 
type hot plates. The floor space is 
45 in. wide, 22 in. front to back. 








The Trumbull Electric Mfg. Co., 
Plainville, Conn., is introducing its 
new line of 600 v. double throw 
switches. It has adapted its “snuf 
arcs” to these double throw switches 
and still retained their quick break 
action. They are for 600 v. alterna- 
ting current, with capacities ranging 
from 30 to 600 amp. in the single 
throw and from 60 to 200 amp. in the 
double throw. 








The Allen-Bradley Co., 286 Green- 
field Ave., Milwaukee, Wisc., has 
added the type J-1552, form “B” 
switch to its line of across-the-line 
starting switches. This switch now 
extends the advantage of push-button 
control, thermal overload relays, and 
no-voltage protection to small motors 
up to one and one-half horsepower. 
It is 8 in. high, 6 in. wide, and 414 
in. deep. Form “B-1” is equipped 
with start and stop push button on 
cover. Form “B-2” is without push 
buttons. Form “B-3” has a two-way 
lever switch for automatic and hand 
control. 
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The Quality 


| P 
human hands machinery 
| ] 
| 


duce 


Bic ee [There is a tremendous mark tor Inland domestic and commercial elass- 
ware. Dealers everywhere are expertenecmy a rapid turnover in this line that 
is stimulated by a constant demand 


1 al th e It you are not already selling Inland Glassware you are missing a splendid 
opportunity for increased business. Write us today. 
Gl Pe | SS 4 Inland Glass Company 
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| O. K. TAPE IN DISPLAY BOXES 


Size Display Box Standard Package 

4 oz. 12 rolls, Wt. 3 Ibs. 16 Boxes 48 lbs. 
3 oz. | iia “ 3 ibs. 16 “ 48 Ibs. 
2 02. .) a a © 16 ‘“ 48 lbs. 
1 oz. 48 “ “ Fm. 16 ~*~ ~hO ibe. 


MANUFACTURED BY 


APPLETON RUBBER COMPANY 














Assembled Split Knobs 
for STRENGTH! 


That’s the outstanding feature of 
these knobs! Look at the illustration 
—Note that all grooves and depres- 
sions are in the lower, stronger section 
while the smaller top part is strength: 
ened by projections above and below. 
Strength is also gained by the use of 
fine grained porcelain and a nail of ex- 
ceptional quality, carefully covered 
with resin and protected at its head 
with a tough real leather washer. The 
convex metal washer below the knob 
makes “crimping” unnecessary. Once 
attached, a “Bull Dog” Knob stays put 
with all the dogged persistency of its 
canine namesake. 








MACOMB, ILLINOIS 





FRANKLIN, MASS. | 
ul MARK 
ull D 
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Cornelisen Manages Curtis 


Chicago Sales 


Curtis Lighting, Inc., Chicago, a 
nounces the appointment of Paul | 
Cornelisen as sales manager of t! 
Chicago territory. As a Curtis re 








Paul D. Corudtiinn 


dent engineer in St. Louis for three 
years, he has been highly successfu! 
in developing that territory, and lh: 
will now handle the sales work for 
the Chicago district with a force ot 
trained sales engineers. 

He is a graduate of the engineer 
ing school of the University of III 
inois. 





Two Allen-Bradley 
Appointments 


J. A. White, formerly manager ot 
the electrical department of Charles 
A. Strelinger Co. of Detroit, has been 
appointed district manager of the 
new Detroit office recently opened by 
the Allen-Bradley Co., Milwaukee. 
manufacturers of electric controlling 
apparatus. Mr. White, previous to 
his connection with the Charles A 
Strelinger Co., was connected for over 
six years with the industrial sales 
department of the Westinghouse Elec- 
tric & Manufacturing Co. at East 
Pittsburg. 

George F. Pain, formerly manager 
of the electrical department of the 
Baltimore branch of the Fairbanks- 
Morse Co., has been recently appoint- 
ed district manager in charge of the 
Philadelphia office, 421 Bulletin 
Building. 








D, 
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No “Dead Stock” with 


rS 18 YEARS the distinctive features of the Gyrofan principle of ventila- NS 
tion have made GYROFANS aa sure-fire selling line. For 18 years WN 
= GYROFANS have demonstrated their ability S 



































to create goodwill and better “‘fan season’”’ SN F 
profits for jobber and dealer by their out- S N 
standing ruggedness and reliability. S$ 
S 
CEILING ‘‘Be Prepared’’—Order NOW S$ 
S 
X 
TYPE The New 1927 Gyrofan MS 
GYROFAN The 1927 Model Gyrofan is even ketter, S S 
more economical and more attractive than SN 
the 1926 type. New powerful motors, SS 
designed by one of the: world’s leading SS 
motor designers. Every detail as SS 
good as long pei and care- S COLUMN 
ful i ke it. 
ul workmanship can make it SS : TYPE 
WS GYROFAN 
S 
S Electrical details 
S 
2 S same as for Ceil- 
@ S ing Fans. Standard 
4 SN column, 6 ft. 9 inches. 
aa S 
wr 
S 
S 
S 
S 
S 
Direct or Alternating Current. THE 
Voltages, 100 to 250 volts. GYROFAN 
PRINCIPLE 


25 to 60 cycles. Fan blades 
15” diameter. Specify Pi noting lies 
angle, cause the 
frame to revolve 
slowly on_ball-bear- 
ings, the speed being 
readily adjustable. This 
produces a pleasant 
breeze of CONSTANTLY 
VARYING DIRECTION 
AND INTENSITY in every 
part of the room. ‘Refreshing 
as a Spring Breeze’”—and for 


the SAME REASON. 


FOR 


Public Bldgs. Movie Theatres 
Hotels Office Bldgs. Dance Halls 
Stores Restaurants Club-Rooms 


---in fact, ANYWHERE 


The National Screw & Mfg. Co. 


(A B Products Division) 


2440 East Seventy-Fifth Street 
CLEVELAND, OHIO 


length of stem required. 
Standard Finish, 
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DIEHL FANS 


The 1927 models of DIEHL Electric Fans cover all practical sizes, 
standard voltages and cucirents, and offer fan buyers a wide range from 
which to make selections. There is a DIEHL fan for every purpose. 

For more than thirty-eight (38) years, the DIEHL Organization ot 
fan engineers has maintained its position as the acknowledged leader in the 
development and manufacture of electric fans of superior quality. 

Send for the DIEHL 1927 fan proposition—now. 


DIEHL MANUFACTURING COMPANY 


ELIZABETH, 
ATLANTA BOSTON CHICAGO NEW YORK PHILADELPHIA 


_ Manufacturers of Fan wand Motors for More Than Thirty-Eight Years 


DIEnHLWL 

















KLEIN TOOL 


SZZZCC 








Mathias 





KLEIN 


& Sons 









MAN IN THE INDUSTR\ 


George Richards’ Prize 
Winners 


The four men in the George Ric | 
ards organization who won places |; 
the four-month fall campaign’ con- 
test were: Miles A. Tierney, Phi!» 
| delphia, first place; John G. Engl: r, 


| 





M. A. Tierney 


| St. Louis, second place; John ?P 


| Randall, Dallas, Tex., third place: 


Larry B. George, Boston, fourt! 
place. 
Mr. Tierney’s leadership in tl 


contest was very pronounced, going 
41 points; Mr. Engler 35; Mr. Ran 
dall 26; and L. B. George 24. J 
R. McGinnis was very close to fiftli 
place and E. J. Hansman a ver 
close sixth place. Mr. McGinnis 
scored 23 points and E. J. Hansman 
22 points. 





| The first four places received cas! 
$75.00 being the capita! 


| awards, 
| prize. 

The contest was based on mission 
-ary work performed for ‘““Hemco 
distributors and was conducted over 
_a period of 18 weeks. 

In addition to the regular contest 
L. R. Keller of Atlanta won 3 
$25.00 prize for turning in the larg 
est number of “Hemco” orders to 
distributors in any single week, whil: 
J. P. Randall additiona! 
prize for turning over the greates! 
value of orders to distributors in an\ 
single week. Mr. Keller's record was 
'84 orders, while Mr. Randall's re« 
ord was a total of $428.00. L. B 
George of Boston was a close secon! 
in this Contest with $410.00. 


* * * 


won an 


Lyman in Charge of Sales 

mM. F. 
|pointed in charge of sales for th 
New York office of the General Dr 
Batteries Co. of Cleveland. 


Lyman has recently been ap 
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BUILDINGS IN WHICH 
GOODRICH REFLECTORS 
AND COMMERCIAL 
LIGHTING FIX s 
WERE RECENTL 
INSTALLED 


Write our nearest office for 
information on the Goodrich 
Line 
109 Laraverre St, ~ 3@ Bann Sr~ 131 Stare Sx 
New Yerk Prnaverpmia  Bosron 
336 Azusa Sr 
LOS. AnGries. 


GOODRICH ELECTRIC CO 
1650 Ogden Avenue, Chicago, Ti 





METROPOUTAN BLOG 






































” canspeste- canna: seo emcecpeomenetrerons cama _ 
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Great 


Hotel 
CHICAGO 


Jackson Blvd., Dearborn 
and Quincy Sts. 


Inthe shopping and 
theater district, two 
squares from the finan- 
cial center, and con- 
venient to the whole- 
sale section. 


ONG favored by the 
patronage of visiting 
merchants, buyers 

and salesmen, the “Com- 
fortable Great Northern” 
provides special accom- 
modations for their par- 
ticular business needs. 
Large, light, livable 
rooms at prices not ex- 
cessive. The largest, best- 
lighted sample rooms in 
all Chicago. 

In the famous restaur- 
ants, foods of choicest 
quality at prices in keep- 
ing with the hotel’s policy 
of moderation. 











Accommodations for 
1000 persons 


Rates 





From $2.50 \ = 


Northern 



























a day 






































Trumbull-Vanderpoel Offices 
Beginning February 1, the Trum- 
bull-Vanderpoel Electric Manufac- 
turing Co., manufacturer of safety 
and knife switches, will have quar- 
ters at 51 Barclay St., New York. 
This office will be under the super- 
vision of George J. Gillingham and 
Fred Carry, who have been identified 
with the sales force of this company 
for some time. 

A Chicago branch office and dis- 
tributing point will be opened in the 


Doolittle, who has represented the 
company in this territory as the D-E 
Distributing Co., will be in charge. 

The company feels that with its 
own office established in the two 
largest cities of the country, with 
complete stocks, better and closer co- 
operation can be had with the dis- 
tributing forces for T-V_ safety 
switches. 


* * * 
Master Electric Holds 
Convention 


On January 3 and 4, the Master 
Electric Co., Dayton, Ohio, held a 
sales convention which was attended 
by all district managers, factory rep- 
resentatives, agents, and distributors 
east of the Mississippi river. The 
greater part of the two days was 
used in discussing sales plans for the 
year, and the explanation of a large 
number of quality refinements that 
were made both in manufacturing 
processes and in product during 
1926. 


Talks were given by various off- 


general manager; W. R. Clements, 
vice-president and sales manager; R. 
EK. Blackford, superintendent; Geo. 
A. Arnold, advertising and sales pro- 
motion manager, and by foremen of 
the various departments. 

At the banquet, prizes were 
awarded to the winners of the 1926 
sales contest running from November 
15 to December 15 inclusive. 

* * * 
Davis Chairman of N. B. 
Co. Board 


H. P. Davis, vice-president of the 


service in the United States was es- 
tablished, has been elected chairman 
of the board of directors of the Na- 





tional Broadcasting Co. 


Madison Terminal Bldg., and H. T. | 





; | 
cers and executives of the company | 
including: E. P. Larsh, president and | 


Westinghouse Electric and Mfg. Co., | 
under whose encouragement and di- 


rection the first regular broadcasting | 
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2+2=4— 


Two plus two equals four. 
That’s the answer to asimple 
arithmetic problem. Day- 
Brite Reflectors are answers 
to display lighting problems. 
You can count on Day- 
Brites to please. They are 
easy to install—require little 
current for correct illumina- 
tion—and last a lifetime. 





Porcelain enameled linings were 
used for the first time in Day- 
Brite Reflectors. Others have 
copied — none have excelled. 
Day-Brites are furnished in 
parts, or—completely assembled 
and Union Wired at the fac- 
tory. 


pAY-BRItE 


REFLECTOR Co. 





vem ge 


703 So. Broadway, Sts Louis, Mo. 



















a 














Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


LW 


Be A Booster 


Tell your friends 
about 


The 
Jobber’s Salesman 
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RESUMABLY all of your 






Ee 








GBsS)} duick-acting customers have 
Se og 
ae come through and their fan re- 





newal contracts are safe in the 





strong box. You now have a solid two 





months to clean up the stragglers and 
vet that profitable new business. 






You have been urging upon these 





prospects the six cardinal Robbins & 





Myers points—(1) They sell quickly 





and stay sold. (2) They need no serv- 










icing. (3) They are nationally adver- 
tised. (+4) Have a universal demand. 
(5) Are of highest quality in every re- 
a A spect. (6) Yield large profits. 





2 as wr ¢ - . rir . . 
‘laa [2 i \is here is a point, however, that per- 








/ ' haps you have not thought of. Your 
“ft ‘ respected jobber salesmen competitors 


have been doing the same thing. They 


4 







have a large percentage of these waver- 





ing dealers, and these dealers who 





want to put off signing, on the fence. 





They are undecided just what fan they 





will handle this year. You will connect 














with scores of these dealers and the 
name Robbins & Myers will swing a 
There isn’t a dealer in the coun- good percentage of them your way; for 
try, unless he has just fallen heir the simple reason that they will say, 
to the business and is electrically “T have got to get this thing settled. 
“oreen,’ that doesn’t know what I know Robbins & Myers fans are all 
the name Robbins & Myers stands right and will sell. I guess I will get 
for. The merit of the line is never it over with.” 
questioned. Its acceptance by the Go after every prospect. “Profit by 
public is never questioned. This is the Name.” 
your strongest selling asset. 








The Robbins & Myers Co. 


SPRINGFIELD. OHIO 


Agencies in all Principal Cities of the World 
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The very last word in Plug Receptacles for Conduit 
work is this Taplet Receptacle with T Slots used on 
4” and 34” oblong 


CONDUIT FITTINGS 


The base part sets entirely inside the 
Taplet with the Composition Cover on 
top. No tap wires, soldering or taping 

is required as the feed wires are looped 
Lm J through the Receptacle and fastened to 
wine set screws. 





The neatest possible job in the shortest possible time 
tells the whole story. 


A SAMPLE GLADLY SENT IF YOU wi. WRITE US. 
Taplet Manufacturing Co. 


3911 Powelton Ave. 
PHILADELPHIA, PA. 


Chicago New York Boston Atlanta Pittsburgh San Francisco 











‘oO Congratulations @ 


Jobbers’ Salesmen! 


By the end of the year, your efforts 
will have pushed old “Circle T” “over 
the top” in grand style. 


1926 sure has been a banner year in 
every way and we look for the equiva- 
lent or even better in 1927. 

May your well deserved prosperity 
continue throughout the coming year. 


Trumbull Tem. 


THE TRUMBULL ELECTRIC MFG. CO. 
PLAINVILLE, CONN. 


New York Boston Chicago Philadelphia San Francisco Jacksonville, Fla. 











Jack Frank Dies 
B. (Jack) Frank, special r:)) 
resentative for “Bull Dog’—Mut «| 


Electric aid 
Machine (>. 
Detroit, died at 
Cleveland «6» 
January 10. life 
was 48 years 
of age. 

Jack Frank 


was known } 
probably every 
electrical = job- 
ber east of th 
Rockies. He also had a very wide 
acquaintance among electrical con 
tractors, industrial engineers and 
architects. His cheerfulness and 
friendliness made him a welcome visi- 
tor with all classes of the trade, and 
Jack will be missed by his relatives, 


friends and business associates alike 
* * 


Federal Radio Meeting 


Territorial and special represent- 
tives of the Federal Radio Corp. met 
at Buffalo during the last week of De- 
cember in their annual mid-winter 
convention. Twenty-five men were 
present, including such distant out- 
posts as A. V. Williams, representa 
tive in California, and P. J. Rundle. 
who ranges from Seattle to the Texas 
Panhandle. 

A very successful feature carried 
out for the first time was the strict 
avoidance of stereotyped convention 
routine. Daily meetings began 
promptly and were carried through as 
rapidly as necessary business would 
permit. No group social affairs were 
scheduled. Consequently there re- 
mained an abundance of time for per 
sonal conferences with department 
heads, inspection of the factory and 
the new laboratories, and the renew:! 
of old friendships in the organiza- 


tion. 





* * + 


New Killark Agents 


Two new agents have recently bee» 
appointed for the sale of Killark con- 
duit fittings and bell transformers. I 
S. Moorer, Greenwood, S. C., wil! 
act as sales agent in North Carolin: 
and South Carolina and the Atkin 
son Equipment Co., Atlanta Trus 
Bldg., Atlanta, Ga., for the state o 
Georgia. The latter will maintain 
complete stock of Killark fittings an: 
transformers on consignment at At 


lanta. 
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NOT a slow seller in the group. 

Just two years on the market, Wagner fans 
have already made a national reputation. 
Starting from scratch with no old dies, fix- 
tures and traditions to hinder, Wagner, Qual- 
ity built a fan on scientific principles. The 
pitch of the blades is different. They slice the 
air instead of batting it noisily like the ordi- 
nary fan. They deliver a long, strong beam of 
air that can be directed wherever needed. 

Displayed on your counter, your customers 
will be amazed to see a fan deliver so much 
air so noiselessly. This is because of perfect 
motor balance and reduced magnetic hum. 

Fine appearance, sturdy construction, last- 
ingly trouble-free, Wagner fans are Wagner, 
Quality, throughout. They sell and stay sold. 

A wide range of size and type to satisfy 
every class of customer. And remember, not a 
slow seller in the group. 

Backed by a full guarantee and 25 Wagner 
service stations to maintain it, Wagner fans 
will bring sales to you this season. 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue Saint Louis, Mo. 
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Wagner Fans 


Draw Sales to You! 





LIST PRICES 
g-inch, high-speed non- 
oscillating $10.00 A.C. on 
10-inch, high-speed 
oscillating 
(3-speed $16.5 


12-inch, high-speed non- 


A.C. only 


oscillating $23.00 A.C. or DC 


12-inch, high-speed 
oscillating $30.00 A.C. or DA 
12-inch, low-speed 

oscillating $30.00A.C.or D.C, 
16-inch, low-speed 
oscillating $35.00 A.C. or D( 
16-inch, high-speed 
oscillating $35 00A.C. or D( 


g6-inch ceiling 
fan $52.00 A.C. or D 
Ventilating Fans 
12-inch $27.00 A.C. or Df 


16-inch $31.00 A.C. or DC 


Above prices cover fans 

for 110-volts 60 cycles, or 

r10-volt direct current only 
as noted 
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Policy 
nd 
Product 


A Product is worthless with- 
out a Policy behind it. 

A Policy is useless without a 
product of merit. 

The Porcelier Manufacturing 
Co. offers Jobbers a product made 
of genuine high grade vitrified 
porcelain that will not chip, tar- 
nish or craze, and one which will 
always retains its beautiful glaze. 

Behind this Product is a policy 
firm in its functioning—a real 
jobber’s policy. We would like 
No. 526—Levolier switch socket—no outlet. to have jobbers with an apprecia- 
No. 528—Levolier switch socket—with out- tion of these two points get in 

let. touch with us. 





U. S. Patents Pending 


No. 522—No switch—no outlet. 
No. 524—No switch—with outlet. 


See our exhibit at the National exhibit of the Artistic Lighting 
Equipment Association, Hollenden Hotel, Booth No. 28, Cleveland, 
Ohio, week of January 31st to February Sth. 


PORCELIER MANUFACTURING CO. 


1026-28-30 Fifth Ave., Pittsburgh, Pa. 











i. 















Famc us ‘‘Aladdin”’ 
No. 74 Desk-Flex 






National advertising, quality and utility makes 
this lamp the most popular of its type in the 
world. You will find it well known with your 
trade wherever you go and easily sold. In 
homes, offices, hotels, hospitals, banks, ete., 
hundreds of thousands of “Fellow Aladdins” 
daily depend on this friendly and reliable lamp 
for proper light and eye protection. 


If Aladdin Lamps are not in your line ask your 
house why. 


New No. 26 catalog free on request. 


ALADDIN MFG. CO. 


714 East 18th Street, Muncie, Indiana 


ALADDIN 


CLecTRIC ADS 


>. LAM 


“Lighting Over a a Homes Tonight’ 


Baie — ey 
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New General Electric 
Commercial Vice-presidents 


The board of directors of the G: 


eral Electric Co., at its meeting i), 
New York on December 30, 192(. 
elected Theodore Beran of New 


York, H. L. 


J. A. Cranston of San Francisco a; 


Monroe of Chicago aid 


commercial vice-presidents, in charg 
of the commercial 
company in the New 
Pacific Coast 
tively. 

Mr. Beran 


activities of tly 
York, 


districts 


central 
resp Cc 
with — the 


has been 


| company since its foundation and las 


138 years. Mr. 


been manager of the New York dis 
trict since 1903. Mr. 
has been with the company 388 years, 


Monroe, whio 


was district manager in Chicago for 


Cranston, also with 


the company since its foundation, was 


appointed Pacific Coast manager in 


1923. 
* * * 
Crown Connects With Gray- 
bar Houses 


The Graybar houses of Dallas, San 


Antonio and Houston, Texas, recentl) 


_dential fixtures and the large 
| mental fixtures. 
| installations of the latter to be 


_took on the Crown line of lighting 
| fixtures manufactured by 
| Electrical Mfg. Co., of St. 


the Crown 
Charles, 
Ill., including both the line of resi- 
orna 
Among the notable 


sold 


_recently is that for the Crazy Water 


| Hotel at Mineral Wells, 


| tive, Philadelphia. Mr. 


Texas. 


* * * 


Fawley Goes With Cummings 

J. H. Fawley 
electrical field and formerly with H. 
C. Roberts Electric Supply Co., ot 
Philadelphia for a period of 
eight years is now in the employ ot 
S. G. Cummings, factory representa 
Fawley 


well-known in thi 


city 


will 


| devote his time in calling on the trade 


soliciting business through the regu 


| lar supply channels. 


| nent 


* * * 


New York Displays Rooms 
For Torrid 
The Frank E. 
Hartford, Conn., 
display rooms in_ the 
Avenue Building, 
New York. A. S. De Veau, promi 
nent in both 
merchandising 


has opened perma 


circles, is in charg: 


and will direct the company’s sale> 


New York Metr 


activities in the 


| politan District. 











Wolcott Mfg. Co.. 


Fifth 
200 Fifth Ave. 


electrical and gener:! 











| bruary, 1927 THE JOBBER'SMHAISALESMAN 









127 














| MICRIMICWNIMDONIMIORIMICRIMICNIMAIONIMAI ONIN IORIMICNIMICNIMICNIM EN 
| las DiC Dallas D/C IEDC HAMA DICIAIANEDICIANA¢ DiC DANIEL DIC IAN ALD IC Callas wiCs BAllAEDi [CDAD CSA DI CIAL DCA! 














TA HE Jobber’s Salesman 
2) verified list of Electrical 
Neel] Jobbers, corrected to 
January I, 1927, is now ready for 
‘Laesthation. 






This list which contains a mass of 
useful information and which is 
the only list of its kind in exist- 
ence is loaned to advertisers. 


For further information address 


The Jobber’s Salesman 
53West Jackson Blvd. -- Chicago 
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SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 
durability. 





Holyoke Products are: 
Regular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor annunciator wire 

braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 
K K wire 
Magnet wires 


We want jobbers who 
are not acquainted with 
our policy and _ our 
products to get in 
touch with us. Stock 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 


You've tried the rest 
— now use the best! 


The Holyoke Co., Inc. 


611 BROADWAY 
New York, N. Y. 

















The Handy Package 
Jobbers Like 





Rubber Covered Wires 
Armored Cables 
Silk and Cotton Cords 
Weather Proof Wire 


Providence Insulated Wire Co. 
Providence, R. I. 











) Cleveland Men Gain Promotion| 


T. K. Quinn, assistant general sales 
manager of the National Lamp Works 
of General Electric Co., and Mr. P. B. 


Zimmerman, publicity manager of the 





P. B. Zimmerman 


T. K. Quinn 


same concern, have been appointed to 
new positions in the General Electric 
Co. 


Mr. Quinn becomes manager and 
Mr. Zimmerman sales manager of the 
newly formed Electrical Refrigeration 
Department of the General Electric 
Co. The Research Laboratories of 
this company have recently developed 
new and more efficient electrical re- 
frigeration equipment and the manu- 
facture and merchandising of this 
device, both for household and com- 
mercial use, will be in the hands of 
these two Clevelanders. They are 
widely known in Cleveland and to the 
electrical industry throughout the en- 
tire country. 

Both men have been active in civic 
affairs and are numbered as members 
of prominent Cleveland clubs and 
organizations. Their new work will 
take them away from Cleveland. 

* * * 


Erlach Starts Business in 
San Francisco 

O. H. Erlach, for 11 years with the 
French Battery Co. of Madison, Wis., 
covering the inter-mountain and Paci- 
fic Coast territory, has formed the 
Erlach-Lee Co. to act in the capacity 
of manufacturers’ agents, specializing 
in radio, electric and hardware lines. 
Its address is 407 Marvin Bldg., San 


Francisco. 
* # © 


Trico Fuse Expands 

Considerable additional floor space 
has been secured by the Trico Fuse 
Mfg. Co., Milwaukee, to provide for 
the increased production of Trico 
“Clear-Top” plug fuses. In_ this 
space, adjoining the present plant, 
new machinery and special equipment 
are rapidly being installed. 





Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
— why not let us help you 
out 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following 


Cities: 
Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
— Omaha 

cago Philadelphia 

Cincinnati Pittsburgh 
Cleveland Portland, Ore 
Columbus Roch é ; 
Denver ener 
Detroit Sacramento 
Houston Salt Lake City 
Indianapolis San Francisco Trade Mark 
Kansas City Seattle 


























BlueBell 


Bell Ringing Transformer 





FIVE SELLING POINTS 


Which help you sell the BlueBell 
transformer: 


1. It is guaranteed by the 
manufacturer. 

2. It may be returned to the 
factory for free repair or 
replacement if not  satis- 
factory. 

3. It is small enough to fit 
in a shallow box. 

4. There is a wiring diagram 
with every transformer. 

5. It is fully approved by the 
Underwriters. 


KILLARK ELECTRIC MFG. CO. 


3940 Easton Avenue, St. Louis, Mo. 
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Plates which can be 


a wet cloth, leaving no 
unsightly and dirty 
smudges around the 


plate which occur when 
polishing brass and other 
metal plates. 
alone is 


















HARING 
MIRROR 


GLASS 
PLATES 







ESPECIALLY 
ADAPTED TO 


use in banks, hospitals, 
barber shops, beauty par- 
lors and other similar in- 
stitutions which will pay 
a slight premium for 
cleanliness, sanitation 
and appearance. The 
general public, too, is 
buying glass plates in 
large quantities. 





SELL AS A LEADER 


CLEAN and 
SANITARY 


Haring Mirror Glass 





leaned in a jiffy with 


This fact 
selling thou- 
ds of glass plates. 








GET A SAMPLE 





VALUE and 
QUALITY 


om Haring Glass. Plates are 
full mirror plates over 
the entire surface. No 
unsightly metal rings. 
The only glass plates 
with polished holes. On 
price, quality and value 
Haring Mirror Glass 
Plates win your trade 


> | every time. 







SOLD 
Only Thru 
Jobbers By 









Haring Switch 


Plate Company 


609 Washington Square Bldg. 
PHILADELPHIA, PA. 
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New Representative for 
American Circular Loom 


The H. Lee Reynolds Co., with 
offices in the Henry W. Oliver Build- 
ing, Pittsburgh, and Plymouth Build- 
ing in Cleveland, has been appointed 
by the American Circular Loom Co. as 
its selling representatives on “Xduct”’ 
and “‘Electroduct” rigid steel conduit, 
“Loomflex”’ non-metallic flexible con- 
duit, ““Red Seal” steel armored con- 
ductors and “Red Seal” flexible steel 
conduit. 


The H. Lee Reynolds Co. will oper- 
ate in full harmony with American 
Circular Loom selling policies ; that is, | 
exclusive distribution through jobbing 
channels. 





* * * 


Two Westinghouse Subsidi- 


aries Become Branch Works 
The corporate form of two subsidi- 





aries of the Westinghouse Electric 
& Mfg. Co. has been discontinued | 
|and they have been merged into the | 
parent company as branch works. | 
|The companies so affected were the | 
| Westinghouse Electric Products Co. | 
lof Mansfield, Ohio, and the George | 
| Cutter Co. of South Bend, Ind. In 
‘the future they will be designated as | 
Ppa Mansfield Works and the Street | 
Lighting Department, respectively, 
the latter including the South Bend | 
Works. 


* & © 


| 
Buffalo Forge Eastern Office | 
Change 


The Buffalo Forge Co. and Buffa- | 
lo Steam Pump Co., Buffalo, N. 7) 
|announce that beginning January 1, | 
|1927, their Philadelphia office, in the | 
|Land Title Bldg., has been placed in 
charge of W. S. Koithan and R. W. 
Pryor, Jr., who have for many years 
been joint managers of the New York 
office. They will continue to man- 
age the New York district. 





| 
| 





* * # 

Clarkson Appointed N.E.M.A. | 
Executive 

S. N. Clarkson has been ap-| 

pointed assistant to the managing | 


director of the National Electrical | 
Manufacturers Association, which was | 
recently formed by the merging of | 
the Electric Power Club, the As- 
sociated Manufacturers of Electrical 
|Supplies, and the Electrical Manv- | 
| facturers’ Council. | 














CHOICE 


of the 


DISCRIMINATING 
CONTRACTOR 


“Multi” and “Powerlet” fit- 
tings have long ago established 
themselves as products of ab- 
solute dependability. It has be- 
come a habit with discrimi- 
nating contractors to turn to 
them when in need of quality 


products. | r 


powe Rie, 








The Round Outlet Series has 
always been a_ heavy profit- 


maker for jobbers’ salesmen. 
It is made in seven different 
types for 14” and 34” conduit 
and has a wide range of attach- 
ment covers for mounting of 
standard round switches and re- 
ceptacles. A big feature is the 
swivel cover with adjustable 
spread of mounting screws. It 
can be set in any position and 
the nuts will hold firmly while 
the receptacle is being attached. 

Are you taking advantage of 
this opportunity? 

If you haven’t a copy of the 
pocket-size “Powerlet” catalog, 
send for one today. You'll find 
it a great help in securing or- 
ders. 









MULTI 
ELECTRICAL 
MFG. CO. 


1848 West 14th Street 
CHICAGO, ILL. 
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3 Leaders 





Guaranteed 
Surface Conduit System 
Underwriters’ Standard 


SLICK -FimisH 


WireoucT 





Guaranteed 
“Wico” Slick-Finish Loom 
Underwriters’ Standard 





Guaranteed ‘‘Wico”’ Slick-Finish 
Non-Metallic Sheathed Cable 
Underwriters’ Standard 


THE WIREMOLD COMPANY 


HARTFORD, CONN. 


Crosley Acquires De Forest | 
Company | 


| 

Powel Crosley, Jr. recently added | 
control of the De Forest Radio Co. | 
The 


| 
| 


|to his holdings in the industry. 











|services of Dr. Lee de 

















ARE 


WISE- 


to the fact that 
AISLELITES offer 
an unusual oppor- 
tunity for boosting 
your Did 
you know that the field has grown to tre- 
mendous proportions in the last few years? 

Don't pass up AISLELITES. Contractors 
and theatre-owners the country over have 
found them to be the best suited for light- 
ing the aisles in their theatres. AISLE- 
LITES insure the safe coming and going 
of patrons 

Start today by 
information. 


AISLELITES | | 





sales? 


sending for full selling 








NATIONAL THEATRE SUPPLY CO. 
Successors to Exhibitors Supply Co. 
624 Seo. Michigan Ave. 
Chicago, Illinois 
Offices in 30 Principal Cities 








y O U office at 77 W. Washington St., Chi- 


(other pole shippers, having the same | 








Powel Crosley, Jr. 


Cincinnati manufacturer acquired not 
only the De Forest basic patents, but 
a modern tube plant with a capacity 
of 10,000 audions per day and the 
“Fath- 
as chief consulting en- | 


Forest, 
er of Radio,” 


| gineer. 


* * * 


Mc Farland Has Chicago Office 


On January 1, this year, L. D. | 
McFarland Co., Ltd., opened a sales 
or C; 5. 
with the 
the capacity of sales manager in the 
office for the 


‘ago, in charge Kemmerer, 


we has been company in 


Sandpoint past four 
vears. 

On January 15, its new open tank 
at Minne- | 
apolis, the third, was put into opera- 
This 


company in a 


pole butt treating plant 


tion. plant will place the 


position to compete 


favorably in the shipping service with | 


facilities. 
* %* * 


Dunton Representatives 
Change Territories 
Edw. 


Chicago territory of the 


has handled 
M. W. Dun- 


ton Co. for the past two years, start- 


Kolman, who 


ing January 1, took on new territory | 


up through western 
Ohio and western New 
K. Tuohy, 


the company on the Pacific Coast for | 


Pennsylvania, | 
York. 


who has been representing | 


John | 


| “‘Loricated”’ 
'on the American market. 
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TWO OLD 
STANDBYS 





is the pioneer conduit 


“Galvaduct” is the oldest brand 
of galvanized conduit manufac- 
tured in the United States. 


These two products, after 30 years 
of their use in many of the finest 
buildings in America, offer prac- 
tically no sales resistance. Push 
them in 1927 for greater volume! 











name scepaamant 











A MAGNIFICENT NEW HOTEL 
400 Rooms with Baths 
$ 3° and up For One Person 
*47° and up For Two Persons 














WEST 45" STREET 
Just East of Broadway 
Times Square 
Heart of 
Jheatrical and Shopping District 




















the past took over .Mr. 


in Chicago. 


two years, 


Kolman’s territory 
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First of Year Changes 
with Beaver 





SALESMAN OF 


John Gehring has taken Mr. Down- 


ing’s place as chief engineer for the | 
Beaver Machine & Tool Co., of New- | 


ark, N. J 


Tennant Bros. of Dallas, Tex. 


representing the company in the state 


are 


of Texas. 


A. W. Marshall Co., 306 Columbia 


Building, Louisville, Ky. 
the state of Kentucky. 
Franklin McDermott, 
man Building, 11th & Locust Sts., St. 
Louis, Mo., 
in that city. 


are covering 


is their new representative 


* * * 


General Dry Batteries’ 
Appointments 
General Dry Batteries 


The Co., of 


610 Louder- | 


Cleveland, has opened an export de- | 


partment through the McKew 


Parr | 


| Export Co., of New York, with offices | 


at Rio de Buenos Aires, 
bourne and Sydney, 
land, N. Z., South Africa and British 


East India. 


Janeiro, 


Mel- | 
Australia, Auk- | 


The Northwestern Electrical Sup- 


ply Co. of St. Paul and the Dayton 
Wholesale Electric Co. of 
. Ohio, jobbers recently 
appointed. 


Supply 
Dayton, are 


* * 


Bacon Now Represents 


Matthews Corp. 

Arthur E. Bacon, 1429 Eighteenth 
St., Denver, Colo., will represent 
the W. N. Matthews Corp., St. Louis, 
Mo., in the following territory: 
of the state of Colorado; all of the 
state of New Mexico; all of the state 


idan, Garden, Deuel, Cheyenne, Mor- 
rill, Box Butte, Dawes, Sioux, Scott’s 
Bluff, Banner and Kimball in the state 
of Nebraska—effective January 3, 
1927. Mr. Bacon succeeds the O. H. 
Davidson Equipment Co. of Denver, 
Colo. 





* * * 


More Power to Rae 
Robert E. Rae, for the past five 
New York manager for the 
Connecticut Electric 
out for himself as manufacturers’ 
igent—105 W. 40th St., New York. 

Rae started with the Western Elec- 
trie Co. 


years 
Mfg. Co. is now 





as a boy and became manager 
and sales manager of several of their 
including the New York City 
He left the Western 
and after that was 
Stanley & Patter- 
son, Columbia Graphaphone Co. and 
Mfg. Co. 


houses, 
supply business. 

in 1911 
with 


Electric 





successively 





Connecticut Electric 





All | 


of Wyoming, and the counties of Sher- | 
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The Fuse Above 


Competition 


Sounds like a pretty broad statement, does- 



























n’t it? But any jobber’s salesman han- He knows 
dling Trico Renewable Fuses knows what that each 
we mean. Trico renewal 


element is com- 
posed of an accu- 

rately calibrated, fu- 
sible strip, surrounded 
by a finely divided, arc- 
choking powder, enclosed 
within a properly propor- 
tioned cartridge. He knows 
this feature supports the fuse 

link and keeps it in shape while 
melting; smothers the arc, saving 
the contacts and casing; confines the 
heat; prevents generating of combustible 
gases; safeguards the fuse link from dam- 
age in handling, and doubles the life of the 
fuse casing by the fact that only one renewal 
element can be inserted. 
Have you received a Free Sample of the new Trico 
“Clear-Top” Plug Fuse? If not write for yours 


TODAY! 


He knows that the renewal element of 
Trico Renewable Fuse cannot be 
interchanged with any _ other 
type. 

He knows that when he sells 
Trico Renewable Fuses, he, 
and he alone, will get re- 
peat orders for renewal 
elements. 


That is why Trico 
is the fuse above 
competition. 


TRICO FUSE MFG. CO. 


1003 Cold Syeing Ave., MILWAUKEE, WIS. 


RENEWABLE 
CARTRIDGE 

















REG, U.S, PAT. OF 


Conduit Box and 
Fixture Switch 


No other method 
of unit light control 
gives so much in de- 
pendable operation, 
low cost of installa- 
tion, and lasting 
quality as do Levo- 
lier Fixture Switches. In every stvle of fixture and for every 
type of installation they are easy to fit and are inexpensive. 

This, the smallest 6-ampere switch ever made, is an 
economic necessity. It is recognized as the most efficient 















extRA_BOX FITTER / ° 
SE 
WITH —EACH owiITCh 






Pa . D 
AND OTHER PATS oo” 






6 Amp.—125 Volts 


for control of the lighting system. [or factories, mills and 
industrial plants, better lighting with unit light control 


means more savings through less spoilage and fewer acct 


dents. 
Levolier Fixture Switches save the expense of cutting 
and fitting small lengths of pipe, supplying extra boxes, 


running separate circuits, and installing wall switches. 


Send today for new catalog No. 21, or for new descrip- 
tive bulletin describing the Levolier Fixture Switch. 


| PACGILL|: 


MANUFACTURING CO. 


Electrical Specialties of Quality 
ESTABLISHED 19004 


VALPARAISO - INDIANA 


evolier 








and In-Between 
Switches 
Hickeys 
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hy 


QUALITY] 


accepted 


for 17 


M-26—8 
T-26—6, 








me 
Pee Toc) 


For Quick, Neat and Efficient 


Installation 


Outlet Box Type 


You can mount M-26 or T-26 
in a moment—no wires exposed 
—everything encased. Generally 


throughout the U. S&S. 


Dongan Bell Ringing Trans- 
formers have set the standard 


years. 





Volt 
8 and 14 Volt. 


(Built for both 3 inch and 4 inch 


outlet box.) 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mch. 





\\ TRANSFORMERS of MERIT for FIFTEEN YEARS /.’ 








__| <A well prepared sales program co- 




















(Guar 





. 
ith 














ing. 

















NAUTAAAAOTAAEQAAAAAAOOAAUOUUULE 


These lamp guards of expanded 
steel reinforced are heavy tin fin- 
ish. FLEXCO-LOK are key lock 
screws. 
are working on this line—mostly 


to users and placing orders 
through jobbers with stocks. 


Flexible Steel Lacing Co. 


4698 Lexington St. Chicago, Ill. 





FLEXCO close with plain 
Eleven of our own salesmen 











in URRURDUGERTCRIDDEURERES mf 












































| N. E. M. A. to Have 
New Quarters 

The National Electrical Manufac- 
turers Association will move from its 
present quarters at 30 East Forty- 
Second St., New York, to the new 
Graybar Building, just east of the 
Grand Central Terminal, about the 
time that building is completed April 
i. 

Among the activities of the Asso- 
ciation, is its program for promoting 
the collection and dissemination of 
| statistics in the electrical industry. 
The work of the Association’s Com- 
mittee on uniform cost accounting will 
| be further extended in 1927, and there 
will be close co-operation with the 
'various departments of the United 
States Government in lines where the 
Association can render service. 





* * * 


George Richards’ New Pacific 
Coast Arrangements 
George Richards & Co., Chicago, 
announce the appointment of the Al- 
lied Industries, Inc., of San Francisco, | 
Oakland, Seattle, Portland, and Los 
Angeles as agents for “Hemco” 
products on the Pacific Coast. 


/operating with the entire sales force 
|of the Allied Industries has been 
| worked out. Five “Hemeco” stocks 
|are to be carried on the Pacific Coast 
and “‘Hemco” distributors will re- 
ceive increased sales help and _ serv- 
ice. 
* * 


Sunray Makes Eastern 


Appointments 

The Sunray Lighting Products Co., 
Inc., New York, announces the ap- 
pointment of the following di- 
rect factory representatives: Cherry 
Morse Sales Co., 184 Walnut St., Phi- 
ladelphia, for Pennsylvania, Mary- 
land, Delaware, and the District of 
Columbia; David H. Davidson, 333 
Washington St., Boston, for New 
England territory. 








* * * 


New England Sales Agent 
Increases Space 
A. H. Tutin, sales agent for the | 
Metropolitan Device Corp., Brooklyn, | 
and the Steel City Electric Co. of 
Pittsburgh, in the New England ter- 
ritory, formerly located at 120 High 
St., Boston, has moved to 182 Pur- 
chase St., that city, where he will 
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COLLYER. 
Silk and Cotton. 
ords 





Ask about our 
display rack—it 
makes the sales 


ColluerIngulated Wire Co 


PAWTUCKET, R.T 


——_———————e ee 


N 











occupy the entire first floor. 


—— “a 
©) G8 We BLOT) Cae 
LIGHTING FIXTURES 

Apartment Buildings 


Public Buildings 


Z 
4 Bungalows 


es, Churches 
areas Ge erered 
<a Gari iges 


~ 
(@felttstene Glities, 
W arehouses 


Residences 


Jobbers all over the country 

are increasing their sales with | 
Herwig Fixtures. Nationally | 
advertised, need no intro- | 
duction. Every contractor a | 
prospect. A fixture for every 
out-door purpose. Send for 
our catalog No. 25, 200 
illustrations for your 

salesmen. Will furnish 
electrotypes for your catalog. 

The 
Herwig Company 


MANUFACTURERS 
Established 1908 


1753-59 Sedgwick Street 
Chicago, Illinois, U.S.A. 




















1927 
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PRESTO 
FLASHER PLUG 
“The Plug of 1000 uses’’ 


MORE COMPACT 
LONGER SERVICE 
MADE BETTER 
PRICED RIGHT 








Manufacturers of all types of Ther- 
mostatic flashers. 


PRESTO PRODUCTS Co. 
128 East 23rd St., New York, N. Y. 














GENERAL 
PORCELAIN CO. 


Parkersburg G. P. P.co W. Virginia 
par oF ort 


Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin Type 
Insulators, Strain Insulators, 
Bushings, Electrical Fittings, 
Fuse Blocks, Switches, V. T. 
Sockets, Radio Specialties. 




















‘CEDAR POLES 
P 


| lain or 
| Butt Treated 


Northern | 
White Cedar 


| 








Western 
| Red Cedar 
ULLAL LL 


T. M. PARTRIDGE 


Lumber Company 


Minneapolis, Minnesota 
y 
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Every Business 


of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s 
largest card wusers—superiority 
of engraving and_ the 
convenience of the book 
form style ex- 
plains why. 
Send for 
; tab of speci- 
mens, detach 
them one by 
one and ob- 
their 
Sharp edges 
and general 
excellence, 


The John b. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1157 Fullerton Ave. x 
705 Peoples Gas Bldg. CHICAGO 
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Belden Correction in 


‘‘Radio Encyclopedia’”’ 

In the “Radio Encyclopedia” 
ning in THe JospsBer’s SALESMAN it was 
stated that the enamel on the “Beld- 
enamel” aerial wire manufactured by 
the Belden Mfg. Co., Chicago, “‘acts 
to keep each wire free from radio 
frequency current.” This statement 
incorrect as that is the 
purpose of aerial wire. The “Beld- 
enamel” keeps the surface of each 
strand clean and bright so that there 
interference and so that the 
radio frequency currents find a path 


run- 


is obviously 


is no 
easily to follow. 
* * 


Change of Location 
The Electric Tester Co. of Port- 
land, Ore., announces its removal 
from 1844 E. Stark St. to 346 Sher- 
lock Bldg. 


* * * 


A. I. Clifford Sales Meeting 


The A. I. Clifford Co., 
apolis, Ind., held its 


of Indian- 


annual sales 


| meeting during the week of Decem- 


ber 27 to January 1. 

held which were 
the following gentlemen: C. T. Me- 
Donald, president of Multi Elec. Mfg. 
Co.; A. C. Macdonough, sales man- 
ager, Wadsworth Elec. Mfg. Co.; J 
N. Willson, sales manager, Roaclh- 
Appleton Mfg. Co.; J. F. Auten, gen- 
eral manager, Marion Insulated Wire 


& Rubber Co. 


* * * 


Latest Trade Literature 
Robbins & Myers Co., Springfield, 
Ohio.— Bulletin No. 145, describing 
motor-generator sets, B, SD, 
PD and DD. 


Daily meetings 
addressed by 


types 


I. W. Wakefield Brass Co., Ver- 
milion, Ohio.— Data sheet 1300, con- 





taining complete prices and data on 
“Red Spot’ hangers. 
Allen-Bradley  Co., 
Wis.—Bulletin 709 
J-1552 


starting switch. 


Milwaukee, 
the 
Across-the-line 


describing 
new ‘Type 


Perfeclite Co., Cleveland, O.—No. 
17A Catalog, which is a pocket edition 
of the general No. 16 catalog. It con- 
tains 52 pages, 4 by 7 inches, showing 
“Onli” safety 
“Pore-O- 


line of genuine porcelain bath- 


three new designs in 


screwless holders and the 
Lite” 
room fixtures not shown in the general 


catalog. 














The Crescent Hole Cutter 


| 
Now in 
Demand 
by 
Contractors 
Dealers 
Wiremen 


Price $350 


Standard Discounts 
to Jobbers 





Manufactured by 


THE CRESCENT; SHOPS 
1016 Crescent Hts. Bivd., LosAngeles, Cal. 











Y AGER’S 
Soldering 


Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 


priced reasonably. 


ALEX. R. BENSON., 
Hudson, N. Y. 


Inc. 














Wrigley Toggle Bolts 





22. “Wrigley 
es —EE—— -— os = 
| DEC.3,1901 For Quality’ “ % 






Made of heavier 


= ~ 

o >5 gauge steel. 

” =o 

a a Can be put through 
c z= smaller holes than 
o ze ‘ 

” =s the ordinary toggle 
2 = bolt. 

S 

= First Toggle Bolt 


made. 


THE THOMAS WRIGLEY{CO. 
504 Sherman St., Chicago, III. 











Universal Fuse and 
Circuit Tester 


Shocks, burns and loss of time 
never occur with the Universal. 
© , EVERY 
Electrician 
Building Engineer 
Trouble Man 
Meter Man 
Motor Man 
Line Man 
Inspector 
SHOULD 
CARRY ONE 
Fully Guaranteed 
Lessens the hazard 
every electrical worker. 
Tests A.C. or D.C. 110 to 
600 volts. Retail, $5.00. 
ELECTRIC TESTER 

MFG. CO. 

346 Sherlock Bldg. 
Portland, Oregon 
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A cordial invitation is ex- ae A 
tended to all our friends in eo 
the trade to visit our factory 
and inspect our modern 
manufacturing equipment 
and facilities. 








Write for Our 
New Catalog 


Leviton wishes you a Happy and 
Prosperous New Year 


INETEEN twenty-six has been a good year for the electrical 
industry —and the electrical industry has made it a good 
year for Leviton. For which we thank you. 


See Us in Cleveland 
At Booth No. 3 


For the New Year we are presenting new items. A new Toggle 
Switch, a new Candle Socket, and a new type Lamp Cluster. 
Each has distinctive selling features that will mean additional 
sales and profits to Leviton Customers. 


The Leviton Line is a Complete Line 
85 Different Wiring Devices 


LEVITON MANUFACTURING CoO. 


226-242 Newell Street 
Brooklyn, N. Y. 
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Step in Step 
with Jobbers 


since 


1888 





2199-0 Unfused Neutral Cutout 


Within the period of 1886 
to 1892 many of the oldest 
jobbing houses in the country 


were organized. We _ recall 
such companies as: 
Pettingell-Andrews Co Bos 


ton, Mass.; Chas. E. Hayes Co., 
Springfield, Mass.; Central Elec 
tric Co., Chicago, Lll.; Coghlin 
Electric Co., Worcester, Mass. ; 
Sager Elec’] Supply C Boston, 
Mass.; Tower-Binford Electric 
Mfg. Co., Richmond, Va.; In 
ter-Mountain Electric Co., Salt 
Lake City, Utah.; Montana 
Electric Co., Butte, Mont.; 
Woodill & Hulse Electric Co., 
Los Angeles, Calif.; Jas. Clark 
Jr. Co., Louisville, Ky.; Lang 
stadt-Meyer Co., Appleton, Wis. ; 
Johnson-Wahle Electric Co., But 
falo, N. Y¥ Lewis Elec’l Sup- 
ply Co., Boston, Mass. 


Step in step with Jobbers, the 
Heinemann Electric Co. has sup 
plied many of these companies, and 
many of those now in the field, 
their requirements for CUTOUTS 


The name Heinemann 
has been synonymous with “CUT 
OUTS” in the electrical industry. It 
means the same today as it meant 


back in the “dark ages.” 
Fathers of CUTOUTS, we have 


kept pace with the demands of the 
industry 


always 


It is, therefore, only natural we 
should anticipate the trend ‘of wir- 
ing and develop for you the UN 
FUSED NEUTRAL CUTOUT so 


in demand today 


HEINEMANN 
ELECTRIC CO. 
PHILADELPHIA, PA. 
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Jmportant 


Announcements - 
by 
President I. Koretzky 


The Bright Star Battery Co. 


WE ANNOUNCE the appointment of James R. Crawford, formerly General Sales Manager of 
National Carbon Company as General Sales Manager for Bright Star A B & C Radio Batteries, 
Flashlights, Flashlight Batteries and Dry Cells. His long experience in the battery industry and 
high regard for Fair Policies are well known to every one in the trade. Mr. Crawford will see 


— 

















many of you personally and tell you the new Bright Star Story. 


Demand Necessitates Expansion 





merit alone, has necessitated a big expan- 
sion of our manufacturing facilities, and an 
outstanding investment of over $150,000 
in modern equipment to keep up with orders. Over 
165,000 square feet of space is now devoted to the 
manufacture of Bright Star A B & C Radio Batteries— 
Flashlights, Flashlight Batteries and Dry Cells. 





The Quality Line 


For seventeen years the policy of this Company has 
been to produce and sell QUALITY only. Millions 
of Bright Star Batteries, Flashlights and Dry Cells 
have been accepted by users on their quality alone, 
without any advertising. Bright Star products are 
now Nationally advertised and are recognized as the 
real quality line among Radio Batteries and Flash- 
lights. If your trade want better quality batteries— 
same prices as ordinary kind, take their orders for 
the Bright Star Line. 


Supreme in Every Test 
In every test for POWER—EFFICIENCY, LONG 


LIFE, SCIENTIFIC CONSTRUCTION AND 
SOUND ENGINEERING IMPROVEMENTS. 


Bright Star products have led —are still leading and 
will continue to lead the field. Other manufacturers, 
by test, realize the superiority of our product and in 
desperation, trying to improve their own, have some- 
times adopted FREAKISH experiments. Don’t be 
misled by highly technical claims. The supreme test o! 
any battery—is of its basic construction. Bright Star 
construction is right and its Quality Supreme in 
every test. 


Quicker Service 


We were sorry to disappoint some of our dealers during the 
past year by not being able to supply their requirements for 
Bright Star products. The public demand outgrew our former 
facilities to produce. With a tremendously increased production 
capacity and modern equipment, we can now say to our loya! 
friends and many new ones—You'll get Quicker Service and your 
full requirements of Bright Star products. 


Bigger Profits 


As business men, bigger profits are what we are most inter- 
ested in. We can show you how to increase your profits b; 
selling Bright Star products. It is not necessary for any dealer 
to sell inferior quality to make bigger profits. There are big things 
in prospect for Bright Star dealers during 1927. Write today fo: 
complete details of the Quality line. 


BRIGHT STAR 








<Radio Batteries 














A, B& C RADIO BATTERIES — 

















& Flashlights. > 


<s cE In Every Test 


Sareme NE Cee 
Hoboken, N. J. 


Chicago, Iil. 


BRIGHT STAR FLASHLIGHTS AND DRY CELLS 


San Francisco, Cal. 








5°) 








pe 



























3 
Ese 
i 


a aSai eM TOC LAE Seah anpare yt 
UGS Sle GOL, pe a a 














lamps that play life-guarding light upon her. 


Suppose the insulation should give way! A “‘short’’—sudden blackness— 


a scream—a sickening plunge. 
When light guards life, it dare not fail. 


Now-Two Snappy 


Movements Strip 
Armored Cable! 


Nomorehack-sawing, bending, 
twisting. And no possible 
chance toinjure insulation 
with this new Triangle 
Armored Cable Tool. Slip the 
grip over the armor, open and 
close the handles. One blade 
will cut or strip 10,000 times. 
New 
blades 
easy to 
insert. 
Saves 
time and 
cussing ; 
a won- 
der for 
working 
in tight 
corners ; 
weighs 
2 ibe: 
fits in 
the tool 


kit. 





Every Inch of Triangle Material 
Is Tested—TESTED—TESTED 


Contractors who know Triangle products have a sense of 
security every time they see Triangle material go into a job. 
They know that at every step in its making, every bit of 
Triangle material is subjected to the most severe tests, 
again and again. No imperfection can get by. 

But there is nothing extra to pay for this freedom from 
come-backs. 


Triangle Lengths Guaranteed 


Extra care in measurement makes possible the Triangle 
guarantee of full length on every coil leaving the factory. 


“Making it easier for the Contractor”’ 





TRIANGLE CONDUIT Co., INc. 
General Offices: Dry Harbor Road and Cooper Ave., Brooklyn, N. Y. 


Factories : Brooklyn—Chicago—Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 


eath Hovers— 
Waiting for That Foot to Miss a Step 


| ai feet above the hushed onlookers, her nerves stretched as taut as 
the quivering thread of steel on which she balances, the tight-wire 
artist takes a step . . . Electric current flows through other wires to the 


TRIANGLE 


PRODUCTS 


ARMORED 
CONDUCTORS 
(Round and Flat 


a 


FLEXIBLE 
STEEL CONDUIT 


FLEXIBLE 
NON-METALLIC 
CONDUIT 


RUBBER COVERED 
WIRE 
Code, Intermediate, 30°; Para) 


“TRIEX™ 
(Non-Metallic 
Sheathed Cable) 


RUBBER COVERED 
LEAD-ENCASED 
WIRE 
RIGID STEEL CONDUIT 
Enameled and Galvanized, 


I vs and Coupling 








HAVE YOU CHECKED UP 


“RED SPOT” 


R. 


ee 


' HE“Red Spots” you knew a year ago were 
J not so good as those we are shipping now. 
It will pay you to check up. You'll find 
new reasons for stocking them, and new argu 
ments to use in selling them. “Red Spot’ is a 

lot better than its best friends ‘realize. 





YOUR CUSTOMERS NEED MORE PROFIT 


Don’t let your contractors whittle their bids too close. The 
Every lighti ipment b ith’ business sense’ is will- : oe 
Every lighting equipment buyer with’ business sense’ is er 
ing to pay a fair price and an honest profit when he’s con- means 
vinced that the value is in the job. The way to convince | — 
him that there is value in the job is for the contractor to Peper ° 
sell him on the Wakefield Specifications. Material which economy, 
does not come up to these specifications is worth less than | efficiency, 
“Red Spot”: material which does come up to these specifi- — 
cations costs more than “Red Spot.” - When your contrac: 
tors prove that truth to their customers, they will get more 


jobs and more profit. 
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‘The F. W. Wakefield Brass Company 


Vermilion, Ohio, U.S. A. 

















